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JUGS & CHESTS 


SELL BIG! 
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Light, super-insulated for mariners—can't corrode, absorb moisture 
or odors. Reinforced Aluminum Ice Chests with formed-plastic 
bottom, food tray, opener, drain; Stainless Steel Faucet Jugs; feather- 
weight “Chillybin” ice chest is virtually unbreakable, 6 pounds. 


New compact line of Picnic Jugs, Ice Chests — world’s lightest and 
most efficient because of exclusive foam-light “Positemp” insula- 
tion. Smallest insulated gallon jug, under 24 pounds! Jugs, chests 
in 3 sizes. Insulated Oval Cooler—light and inexpensive, 4 gallons. 
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*Little Brown Jug and Little Brown Chest are registered trademarks. 


HEMP PLANT - MACOMB, ILLINOIS 


THE AMERICAN THERMOS PRODUCTS COMPANY, SUBSIDIARY OF KING-SEELEY THERMOS CO. 
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When it comes to 
WOOD SCRAPERS... 


Everybody reaches for 
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The Red Devil scraper line covers all your customers: the “pros,” 

the home craftsmen, the buy-minded do-it-yourself trade. Sell 

Red Devil scrapers including the famous Hook and Big Hand 

lines and new Dragon-Skin—you give ’em exactly what they’re 

after ...in blades, in handles, in “feel,” and in price. 

With every Red Devil tool, you get the full benefit of sure-fire Red Devi! displays, 


pre-priced carding, and national advertising. Plus the profit protection of Red Devil’s 
full 40% discount. 


Don‘t miss out! Take advantage of Red Devil's 3 different sizes of 
merchandisers, free with dozens of tool assortments that 
fit the needs of every store. Ask your jobber, today! 


Red Devil Tooks. 


api UNION, New Jersey, U.S.A. 
World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 
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Padlocks: 797 (shown), 7738, 602, 
515, HC27, HC32, HM11 Wire Rack 
Deadlocks: 2,112, 11214 
Nightlatches: 80,838,85 
Screen Door Closers: 502, 506 


Sereen Door Latches: 27, : 28, 1011 
Specialty Locks & Hardware: L107 
Travelok, L108 Show Case Lock, 
L113 Window Lock, 1029 Window 
Operator, MC108 Chain Guard 
Merchandiser 

Bathroom Accessories 

Wall & Floor Safes 
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¢ Your wholesaler has the biggest 
line of spring specials in the in- 
dustry. All backed by the Yale name 
—the most reliable name in locks & 
hardware. Take advantage of these 
money-saving, high-profit specials 
today. See your Yale distributor or 
write...The Yale & Towne Manu- 
facturing Co., Yale Lock & Hard- 
ware Division, White Plains, N. Y. 


VYALE~-REG US. PAT. OFF 


YALE & TOWNE 


Want more facts? Circle 101, p. 77 
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Model 47 Same “‘pick-up 
... Stand-up” feature as 
Model 57. 2-tone Vinyl 
mat. Magnifying lens. 
Low silhouette. 6 decora- 
tor colors. 300-ib. capac- 
ity. Retail Price: $8.95 





Model 37 Top quality at 
budget price, with new 
“pick-up . . . stand-up’”’ 
handle. Large platform. 
Low silhouette. Magnify- 
ing lens. 300-lb. capac- 
ity. Retail Price: $6.95 





Prices slightly higher far West 


Piek it ub.. Stand it up HEALTH-O-METER 


A NEW FEATURE OF ALL MODELS, WITH NO INCREASE IN PRICES! 


Health-o-Meter’s done it again—added new beauty and convenience to the most elegant 
line of bath scales you’ve ever sold. Still the slimmest scales on the market, NOW Health- 


0-Meter’s new handles make “stand-up” storage possible in a minimum of space. Send now 
for complete details and quantity prices. 


Gu ora} 


: 


\ Good aki nee Dp 


+ 


‘Ps din nag CONTINENTAL SCALE CORPORATION * 5701 Claremont Ave., Chicago 36 


Want more facts? Circle 102, p. 77 
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THE OLD RELIABLE 
CHAIN SALESMAKER 





Assortment No. 38 


7 types and sizes 
of welded and 
weldiess chain 
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THE NEW 
CHAMPION 
CHAIN SALESMAKER 


' Assortment No. 46 


’ 4 popular sizes of 
proof coil chain 


By Popular Demand-a NEW 
ACCO Proof Coil Chain Salesmaker 


You asked for it, now here it is—the new ACCO 
Proof Coil Chain Salesmaker. The perfect companion 
to the popular Welded and Weldless Chain Sales- 
maker, this new rack display lets you round out floor 
stock with the four sizes of proof coil chain that your 
customers most frequently ask for. Side by side, both 
self-service units consume less than 5 square feet of 
floor space. But best of all, they put chain out where 
customers can see it...feel it...and buy it! 


And when they buy it, you make money! Take the 
new Proof Coil Chain Salesmaker. You pay just 


ORDER FROM YOUR DISTRIBUTOR 


Contact your American Chain 
distributor for complete infor- 
mation about these items or write 
York, Pa., office for free litera- 
ture DH-377 and DH-79 


for four reels of chain (sizes —%%", 14", 4%", 34”) and 
get the display rack FREE! Sold at suggested retail 
prices, your investment produces a generous profit. 
You have three different assortments to choose from 
— (No. 46) Self-colored chain, (No. 46A) Extra-Bright 
Zinc-plated, (No. 46B) Hot Galvanized finish. 


Put new life into your chain sales by ordering an 
acco Proof Coil Chain Salesmaker from your Acco 
distributor now. And if you don’t already have an 
acco Welded and Weldless Chain Salesmaker, order 
one at the same time. 


ccc AMERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiland, Ore., *San Francisco 


*Indicates Warehouse Stocks 
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by W. A. Phair 


Leonard V. Rowlands, Publisher Whose distribution problem eee 


EDITORIAL STAFF 


William A. Phair, editor You’ll find many folks talking these days about “distribution prob- 
. L. Barringer, managing edit ” >» anes , sali sts, 
Kenneth, A. Hoole, rt gent il lems. They speak about the urgent need to reduce wholesaling co ts 
Albert J. Mangin __ the importance of improving the quality of salesmanship of distribu- 
Who Makes It" Directory editor ’ 

James M. Dixon, associate editor tors’ salesmen, for example. 


R. C. Rittenhouse, associate editor 
William P. Farrell, assistant editor 
Washington Bureau 


George H. Baker, chief It strikes me as being a little odd that whenever the “distribution 

Dovid a ggg problem” comes up, the conversation always focuses on what the 
ree yore. womunaton member wholesaler must do. Rarely is there an acknowledgment that the 
Johf H. Kofron wholesaler does not have full control of his costs. The dealer controls 


Chilton Research Director 


Robert Gunning Associates 
Readability consultants 


J. S$. Torrey The “distribution problem” can be oversimplified by saying that 
Perea nee Sevee it is simply a matter of reducing costs. Most people will agree that 
this is a good summation. It is unlikely that margins will ever be 
materially increased, much as this might be desired. 


some costs to a very important degree. So does the manufacturer. 


BUSINESS STAFF 


N. M. Cartmell, Jr., manager, 
marketing assistance 
Mary K. Dickinson, production manager 


Regional Offices 
Boston 10, Mass 


It doesn’t take much thinking or energy to make the statement, 
“costs must be reduced.” But it does take a tremendous amount of 


John G. Wilcox, 10 High St. anni , ’ ‘ S n- 
Telephone: Likeity 2-4 planning and hard work to actually reduce costs. Cost reduction ca 
New York 17. N. Y not be achieved overnight by waving a magic wand. It can be done 
BR Re et gr A. Roos only by intelligent, patient chipping away at each part of the distribu- 
Telephone: Oxford 7-3400 tion operation, cutting away a little here and a little there. 
Philadelphia 39, Pa. 
Edwin J. Sellick a . é . . 
Chestnut & 56th Sts. This is being done by many distributors, with success. But, there 
Telephone: Sherwood 8-2000 . ; ’ 
Cleveland 15. Ohio are still some wholesalers who refuse to admit that yesterday’s costs 
A M. Hort, Jr. cannot survive in today’s market. These firms will not be with us for 
« FP. AOI : 
Telephone: Carter 1-2860 long. 
Detroit 2, Mich. 
G. L. J. Mitchell ii 
714 Stephenson Bldg. While there is much that can and must be done by the wholesaler 
Tolenbinas Wlates 4-1416 himself, there are also many steps that can only be taken with the 
Chicago 1, tl. ie co-operation of the dealer and the manufacturer. We seem to forget 
360 N. Michigan Ave. aes that many of the costs of distribution are really controlled by the 
ee anges 6-2166 dealer, not the wholesaler. If savings are to be made, they can only 
on rrancisc R . ; 
ca ad. be made with the help of the dealer. 
1355 Market St. 
Telephone: Underhill! |-7107 
Los Angeles 57, Cal. When you analyze wholesaling costs you quickly bump up against 
lvar ° ° 

nt ta two problems that directly involve dealers—the need for larger orders 
Atlanta 3, Ga. per dealer and larger quantities per line on the order. 
John W. Sangston, 32 Peachtree St., N. E. 
Telephone: Jackson 3-679! 
Dollas &, Texos The cost of picking, packaging, checking, bookkeeping and deliver- 
: . Mott 

* 18? Meadows Building ing 14 doz. is not less than that involved in handling a full dozen. 
seschatar Eeearvee’ 0-405i , When a wholesaler handles an order for a dozen, he has a chance to 


do some cost cutting. The small order raises his costs. 


' Ye Address mail to Chestnut & 5éth Sts., 
Philadelphia 39, Pa., SHerwood 8-2000 : Here is one place where a dealer plays a vital role; here is where 


Chintie Vein his co-operation is badly needed, but too often lacking. 


“Why should I worry about the wholesaler?” is a question a dealer 
might ask. The answer to me is a simple one. If independent whole- 
salers go out of business, so will independent retail merchants. The 
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Editorial 


continued 


wholesaler and the dealer are in this together; they will sink or swim 
together. 


The core of most voluntary chain programs is this concept of larger 
orders per dealer and larger billing per line. Yet, when an independent 
wholesaler tackles the small order problem, he runs into opposition 
from his dealers. Many dealers still feel that it is better to spread 
their business among many distributors, rather than concentrating 
it on two or three. 


But this is simply bad economics, and there will be no real success 
in reducing wholesaling costs until dealers recognize this. 


And still more costs... 


When we discuss cutting distribution costs, we should not forget 
that over the years wholesalers have actually taken on additional 
responsibilities which have added to their normal costs. 


One example of this is the growth of departments for planning 
promotions for dealers. These departments in some wholesale houses 
are large and expensive. Another example is the present widespread 
practice among wholesalers of absorbing shipping costs. Fifteen 
years ago, delivery charges were commonly paid by the dealer. 


These two examples alone have added substantially to wholesaling 
costs. But they are now accepted as a logical and integral part of 
the wholesaling picture. I doubt if many dealers would want to 
change this situation. 


The returned goods situation presents another opportunity for 
joint attack on a costly feature of distribution operations. Handling 
returned goods has grown into a costly time-consuming operation in 
many wholesale houses; it badly needs corrective action. 


There will probably never be an “ideal” method of handling 
returned goods. But certainly present practices could be substantially 
improved. The dealer is on the front line in this situation and his 
problems must be considered. His inclination to settle disputes by 
agreeing with the customer is understandable .. . but costly. Experi- 
ence shows that too many items returned as defective have obviously 
been abused or misused by the consumer. 


Isn’t it possible to establish . .. and enforce... a strict, but fair 
procedure that would reduce the number of returns and at the same 
time permit settling more claims at the dealer level? This would cer- 
tainly help the distribution cost picture. 


The more you examine the many facets of wholesaling costs, the 
more you realize that the problem of “distribution costs” will not be 
solved until there is more understanding and co-operation between 
wholesaler and dealer. And this understanding is essential if either 
one is to survive. 
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Opens WIDE 
for your customers... 


mee CLOSES NEW SALES 


eeshite — 


a mw FORYOU 
i he 
f- 
No. 440 GRIPMASTER 


You've got a sale in the making every time one of your 
customers “‘hefts’’ the Channellock GRIPMASTER. 
Mechanics every where call it ‘‘the most versatile 
gripping tool ever made.”’ Here’s why they like it... 
here’s why they’ll buy it: 
POWERFUL PARALLEL-JAW GRIP on everything 
up to a full 214" 
SLENDER %o" JAWS reach into tight spots 
inaccessible to other gripping tools 
NON-SLIP, UNDERCUT CHANNELS—7 of them 
... machined, smooth working. (Patented). 
; . CHOICE OF CUSHION-GRIP, BLUE 
AVAILABLE IN 7 ‘’\ — PLASTIC HANDLES or full-polished handles. 


FOUR STYLES | \ This versatile plier is also available with 
#440 With Teeth, % smooth jaws for use on plated fittings. 


Polished Handles $3.60 ae Put the GRIPMASTER out front 


440G With Teeth, 
. Plastic Grips $4.00 \ where your customers can eye it, try 


#441 Smooth Jaw, ’ “it, buy it. You'll like the extra profit. 
Polished Handles $3.60 ’ a 


#441G Smooth Jaw, 
Plastic Grips $4.00 


Length 12”—Packed In Individual 
Boxes, 6 Boxes Per Carton 


Made only by CHAMPION DeARMENT TOOL COMPANY * MEADVILLE, PENNSYLVANIA 


Want more facts? Circle 104, p. 77 
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WASHINGTON 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


Small business aid shapes up... 


President-elect Kennedy’s program to aid small business got a shot 
in the arm from the House Small Business Committee report on 
retail trade. The report scores the trend to chain store domina- 
tion of retailing and calls for action to “provide small business 
with a competitive environment.” It urges tax reforms among 
other devices, as possible measures. Kennedy’s new chief econo- 
mist, Walter W. Heller, is also an advocate of tax reform. Heller 
favors a sliding tax rate based on an economic barometer to ease 
taxes during business slumps. 


Let first things come first . . . 


Fresh opposition is shaping up against President-elect Kennedy’s 
so-called ‘“‘must” minimum wage increase. Senate Foreign Relations 
Chairman J. William Fulbright urges postponement of the measure 
because it may threaten the western alliance. The Arkansas Demo- 
crat wants the U. S. first to get its economy moving and clear 
up our international payments problem. Fulbright believes a higher 
minimum wage now will mean higher prices, greater unemploy- 
ment, new demands for cutbacks in imports. 


Benefits from living cost rise .. . 


Commissioner of Labor Statistics Ewan Clague predicts a cost 
of living increase of 1 to 2 percent next year, with most of the 
rise due in cost of services. Clague says homeowners will pay more 
for repair and upkeep of their homes, for fuel, taxes, and the like. 
Sales of builders’ hardware, electrical and plumbing supplies should 
increase as more homeowners try to dodge spiraling repair bills. 
Uncertain outlook for new home sales also indicates homeowners 
are going to get along with the old house, fixing up here and 
there, and spending more in hardware stores. 


Another approach to bike tariff. . . 


Trying to restore a tariff increase on imported bicycles, nullified by 
the Supreme Court (HA, Dec. 29, p. 10), President Eisenhower 
turned to a-provision of the general agreement on tariffs and trade 
(Gatt). Under Article 28 of Gatt a member nation may call for 
renegotiation of specific tariff rates if low-cost imports are injur- 
ing domestic producers. Under the Gatt rule, the Tariff Commis- 
sion holds a “peril point” investigation and its report to the Presi- 
dent is not binding as in “escape clause’ cases. Kennedy will in- 
herit the decision to seek renegotiation. 
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Guide to 
dependable plastic pipe 


4 LONG-LASTING, FLEXIBLE a ; Th e “Te Nn ite” label mM arks p | pe 


PIP a 1S MADE OF 
HIGH-OENSITY 


TE NITE a that delivers superior performance 
ue 


POLYETHYLENE 


an Eastman plastic 


Tenite Polyethylene is the Brand name of a high quality 
polyethylene marketed D 
EASTMAN CHEMICAL PRODUCTS 

suds: diary of 


All polyethylene pipe may look alike, but not all polyethylene pipe 

2 es offers the same degree of resistance to weathering, sunlight, corro- 
he pertermance ang vexstance toa types sion, and mechanical stress. That’s why it’s wise to stock pipe that 
ne carries this ‘‘Tenite”’ label. 

The “Tenite”’ label tells you that the pipe is made with high-density 
Tenite Polyethylene, a carefully formulated, pipe-grade resin sup- 
plied by Eastman, one of the oldest producers of plastic materials. 
The resin is used by pipe manufacturers throughout the country. 

Pipe made with high-density Tenite Polyethylene is tough, light in 
weight, and offers superior resistance to virtually all types of deteri- 
oration. Its flexibility permits it to be curved around most obstacles, 
with less need for angle fittings. It is available in rolls for long, 
coupling-free suns, but can be cut with a knife into shorter lengths 
when necessary. Rapid connections can be made using simple com- 
pression fittings. 

Pipe carrying the label of high-density Tenite Polyethylene more 
than meets the requirements of Commercial Standard CS 197-60, a 
U. S. Department of Commerce specification for the over-all quality 
of polyethylene pipe. It has also been tested by the National Sanita- 
tion Foundation and found suitable for carrying drinking water. 

So see to it that the pipe you stock carries the label shown here. 
It's your customer's assurance that he’s getting all the advantages of 
high-density Tenite Polyethylene. 














HIGH-DENSITY 


TENE 


POLYETHYLENE 


an Eastman plastic 





HARDWARE BUSINESS 


outlog 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


How the experts view 1961... 


What’s the outlook for business this year? The opinions of busi- 
nessmen and economists differ in their 1961 forecasts. The ma- 
jority of the forecasts paint a picture of no-change for the first- 
half, to be followed by a substantial upturn in the second-half. 
However, there are some who feel an upturn will come even earlier, 
possibly in the first quarter. There are still others who think there 
will be little or just a mild improvement this year. Here are some 
interesting forecasts: 


National Association of Manufacturers: Improvements in their 
own companies’ profits in 1961 are expected by 50 percent of sev- 
eral hundred business executives polled by NAM. Many feel that 
business activity in the final half this year will more than offset 
any continued slow-down in the first half. However, one factor 
involved in this forecast, and one which tends to make it some- 
what conservative, is foreign competition. Two-thirds of the busi- 
nessmen cite increasing pressure on their industries by the flood 
of imported goods. 


National Association of Credit Management: The “mild-readjust- 
ment” of the past several months will end by July this year, and 
the economy will then start to move forward. This is what leading 
credit and financial men expect. They base their prediction on an 
anticipated rise in industrial production and virtually no change 
in wholesale prices. 


National Association of Purchasing Agents: Improved business in 
the first six months, compared with the last six months of 1960, 
is looked for by 36 percent of the nation’s buyers, according to 
a recent NAPA survey. The general consensus of the buyers is 
that overall business this year will be better than in 1960. Most 
of the buyers report unemployment as the major drag on the 
1961 economy. 


First National Bank of Chicago’s Business Outlook Forum: A 
marked improvement in steel production, gains in department 
store sales, and an upturn in appliance sales are some of the more 
optimistic predictions expressed by 10 business and financial lead- 
ers at the FNBC’s Annual Outlook for Business Forum. In general, 
their forecast calls for business to remain close to, or drop slightly 
below, current levels in the first six months, with “mild improve- 
ment” in the second six months. 


... Turn to page 130 for more news of How’s the Hardware Business. 
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Nr. Dealer, We Offer YOU: 


UNSURPASSED QUALITY, DURABILITY, PERFORMANCE 
AND A COMPLETE, ACCEPTABLE, PROFITABLE LINE! 
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N E by f REEL-TRIM FRONT DISCHARGE 


DeLuxe reel, self-propelled and push combination with 
superior maneuverability . .. Handle lifts to self-propel 
through positive clutch—no levers to push or pull—bal- 
anced for effortless operation—trims to %” of walls and 
fences. Has front discharge into a safer all-steel grass 
catcher. Rugged 3 H.P., 4-cycle, lightweight aluminum 
engine with float feed carburetor and impulse starter... 
Snap starts without engaging reel or transmission. Posi- 
tive clutched wheels assure smooth operation without 
side motion. Remote controls for start, run, stop on 
handle. Cutting heights from %” to 242” easily selec- 
ted. Heavy welded steel chassis. Available in 2 models. 


.* £ 


Se, 


\) an = 


hi 


NEW?! vacu-mow set ROTARY 


Does superb job of cutting... vacuum cleans lawn of 
all grass, twigs, leaves, etc., with its exclusive baffled 
jet stream tunnel design. Packs more grass solidly 
into the safety-engineered all steel grass catcher than 
conventional mowers. Has remote handle controls and 
finger-tip height adjustment. Powerful, 3 H.P., light- 
weight aluminum engine, with impulse starter and float 
feed carburetor, handles the toughest mowing jobs. 


Available in 6 models, 20”, 22”, 24”—3 self- 
propelled. Also in 6 conventional models without 
baskets or Vacu-Mow design. 


MODEL P817-E, 17” Electric Rot 
MODEL P5521, 21”, DeLuxe self-propelled reel, MODEL P622-HS, 22” Deluxe Rotary, 3 H.P., Impulse Drive, 1% H.P.. with pn gy Mb 
2 H.P., Recoil or Impulse Starter... Also or Recoil Starter, Finger-Tip Height Adjustment. Avail- 





available in 18” size. able also in 19” size. 





Heights. Also available in Model P817-EB, 
Belt Drive, 1 H.P. 





® “The finest mowing equipment ever built!”’... 
that is what we say about the new 1961 Pincor 
Line. Dealer acceptance has been enthusiastic too. 
When you discover the combination of their supe- 
rior design, ultra precision, and unusual perform- 
ance features, we believe you will agree. 

Pincor offers you a complete 1961 Line of 


power lawn mowers... Reel, Rotary, and Elec- 
tric models from 17” to 24” in self-propelled and 
push types. 

Now is the time to plan for your best year in 
mower sales—with New 1961 Pincors... there are 
none better! Write for complete details and Pincor 
Profit-Making Prices. 


There’s A Nationwide Network of Pincor Authorized Service Stations 
Pincor-trained mechanics offer a complete mower and engine service throughout the United States and Canada 


GASOLINE 
ENGINES 


> ELECTRIC PORTABLE POWER TOOLS 
ELECTRIC _ é 
GENERATING —. » ee 
y PLANTS et fais? ; 


Manufactured by PIONEER GEN-E-MOTOR CORPORATION 5840 w. Dickens Ave., Chicago 39, III. » Telephone BErkshire 7-4100 
Want more facts? Circle 106, p. 77 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


YOUR TEEN-MARKET HAS BEEN UNDERESTIMATED. Wise dealers will gear for 
more volume in this market in the light of current surveys. They 
Show growth exceeding predictions. More than 5 million teenagers 
now hold regular jobs; more than 100 customers per hardware store, 
and that number swells to 7 million in Summer. Above the many 
millions in earned income, teenagers get upwards to $10 billion 
a year in allowances to spend as they see fit. Your potential: 
Radios, hi-fi's, hobbies, wheelgoods, Sporting goods, etc. 



































OPPORTUNITY BECKONS IN A SOFT-MONEY MARKET. It may be that right now 
is your best opportunity in a long time to reconsider put-off 
improvements, expansion, and new departments and services. Or may- 
be you need money to build inventory. Loans have been lagging in 
many large banks since August, 1960. Loan money goes begging, so 
interest rates are sliding on ample supplies of cash. If the Fed- 
eral Reserve does not absorb some of the surplus, further declines 
in interest rates may occur. 























DEALERS SEE SPRING AS A TIME TO RECOUP. Since it is Spring now, in 
terms of merchandising, many thoughtful dealers are knee-deep in 
lawn and garden planning. They aim to make the most of the big 
outdoor potential as a buffer to a soft second-half. They are: 
(1), checking wholesalers' new offerings, (2) counting carryover 
Stocks, (3) planning the outdoor department's size, layout, and 
promotion now. If you would expand your scope, now's the time to 
review futures-orders, place new orders, plan Special details 
Such as contacting garden clubs. 





























CREDIT PLANS CAN HAVE UNUSUAL, IMPORTANT SIDE EFFECTS. For example, 
a Midwest wholesaler's new credit plan offering drew hundreds of 
inquiries from non-credit dealers. Of the many dealers who then 
initiated credit, on a 1% percent per month service charge basis 
for overdue 30-day accounts, most found an immediate reaction. The 
reaction was that customers who owed considerable sums on back 
bills were standing in line to pay up. Service charges curb 
deadbeats, and prod slow-pay but well-intentioned customers. 
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Simply Superb! Simplicity with a capital “S.”’ ff -ere Wallace “first” that assures the loveliest lustre 


¥ 


This is North Shore—setting an exciting new ; 


on the market. Heavyweight, graded, solid stain- 


trend in stainless style...and in your sales. Clean- less steei is crafted the Wallace way —for perfect 


lined and streamlined, North Shore is a happy balance and uniformity in every piece. All this plus 


marriage of traditional and modern... witha H' smart-set packaging. Stock up now with this 


bright new touch: new Deep Glo finish, another So egg : newest sales leader—North Shore by Wallace! 





24-pc. SET, service for 6 omy $24 95 retail in monogram chest 


V/A LLACE \\v| STAINLESS 


A DIVISION OF WALLACE SILVERSMITHS AT WALLINGFORD, CONN. SINCE 1835 
Want more facts? Circle 107, p. 77 
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ANOTHER AMES PROFIT-MAKER... 
A FAST MOVING ASSORTMENT OF THE 


NEW AMES GARDEN SHEAR LINE... 


DEALER SUGGESTED 


CONTAINS COST (ea.) RETAIL 


PRICE (ea.) 
2 - HS10 
Deluxe Hedge Shears 3.97 $5.95 


2 - HS12 
Utility Hedge Shears 2.64 


4 - PS30 
Universal Pruners 2.17 
(Anvil Type) 


4 - PS32 
Ladies Parrot Pruners 1.67 


6 - GS42 
Deluxe Grass Shears 1.97 2.95 











18 ITEMS CATALOG NO. AS-18 
TOTAL TOOL RETAIL VALUE.......... $60.50 
DEALER COST ........... $40.40 


— plus, MERCHANDISER .. . FREE 
and, 6 “‘DIAL-IT”’ 
PRUNING GUIDES ...... FREE 


($3.00 Retail Value) 


TOTAL RETAIL VALUE.............$63.50 
(Including “‘DIAL-ITS"’} 


People who know Quality 
choose AMES all the way 








GARDEN SHEARS 
SHOVELS 

GARDEN TOOLS 
CASUAL FURNITURE 
METAL HOUSEWARES 


PARKERSBURG O. AMES CO. WEST VIRGINIA 
Want more facts? Circle 108, p. 77 
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Product: Today, as when we pioneered plastic garden hose 
15 years ago, Supplex is absolute tops for quality. A complete 
line. NEW: 1” ID hose and double knit reinforced hose. 


Package and Display: Beautifully and colorfully packaged 
for quick, easy “pick-me-up” selling. New free displays 
available through your jobber. 


Price: Priced to give honest value to your customers. You 
can sell Supplex with confidence. 


Profit: A sound profit structure that you know you can rely 
on at all times...Supplex is always working for your profit 
protection. | 


Your loyal support, has enabled Supplex to keep on growing 
with you. We shall do all in our power to continue to warrant 
this support and to provide you with products you can sell with 
pride and profit. Your Supplex jobber’s salesman will give you 
full information and full cooperation. 


SUPPLEX 


GARDEN HOSE © SPRINKLERS 





SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 


Want more facts? Circle 109, p. 77 
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New from Swift & Company for full-time 
garden supply dealers only 





A new, pretested, proved line of lawn products 


| NEW VitoGRO 


...the guaranteed way to FEED * WEED * CONTROL CRABGRASS 


A lawn-care products line that will be sold: 


SELECTIVELY... to a limited number of garden 
supply dealers only 


DIRECT .. . with free delivery from our plant 
or warehouse 


SPELLED OUT... with a written dealer agree- 
ment that covers sales policy, merchandising 
policy, stock-control provisions 


PREPRICED . . . with every bag and newspaper 
ad bearing the suggested retail price 


PROFITAGLY ... up to 47% on quantity orders 


GUARANTEED ... a money-back guarantee from 
Swift & Company printed on every bag 


WITH LIBERAL PURCHASING PLANS: 
—Stock-control program ... with your choice 
of buy-back or return-goods provisions 
— Liberal terms postdated 
—And early shipment incentives 


itoGRO( 
LAWN WEEDER W 
AND FEEDER 


e Kills all broadleaf 
(nongrassy) weeds; products available 
gives grass a pick-up e One bag covers 5,000 

® One fast, easy applica- sq. ft. 
tion does both jobs e Harmless to estab- 

¢ Contains twice the nu- lished lawn grasses 
trients compared to 


other weed and feed 


VitoGRO is a trademark of Swift & Company 


Complete Nutritional Treatment 


FOR GRASS 


e Feeds a full 6 months, 
and will not burn 

e High analysis, light- 
weight formula with a 
complete grass diet 

e 20% more plant food 
for less cost than many 


other lightweight spe- 
cialized lawn foods 

e One bag covers 5,800 
sq. ft. 

e Specially formulated 
for deep-root feeding 


KILLS CRABGRASS SEEDLINGS 


e Kills crabgrass as it 
sprouts 

@ One early spring appli- 
cation prevents growth 
all summer 


®e Contains Dacthal 
W-50; effectiveness 


proved in leading uni- 
versity turf trials 

® Safer to use, contains 
no arsenic or other 
metallic poisons 


e Economical; one bag 
covers 3,000 sq. ft. 


Dacthal is a trademark of Diamond Alkali Co. 


Your VitoGRO salesman will see you soon...to show you 
the successful results of 2-year tests in 5 major markets 


Want more facts? Circle 111, p. 77 > 


Want more facts? Circle 110, p. 77 A 
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We don’t blame you for being surprised. You sold more Melnor 
sprinklers last year than ever before. (How could you miss, with net- 
work TV and national advertising?) And yet, Melnor makes sweeping 


C Vo 


mo ” a > 


THE HANDSOMEST SWINGIN’ SPRAYS EVER! See the sculptured lines and gleaming colors of 
Melnor’s completely re-designed wave sprinklers—the big 880 at the top, plus the new 720 
and 610 heading the Melnor line-up. And by popular demand, the top-selling 525 makes a 
return engagement. Next is MELNOR’S NEW TURRET, the most versatile sprinkler ever made! 
lt waters wide and narrow strips, rectangles, and squares—with just a twist of its four-position 
turret! Then comes MELNOR’S SENSATIONAL PULSATOR, the sprinkler that spurts long drinks 


See back of fold-out 









NEW FROM HEAD TO TOE-MELNOI 


change 
every | 
any we 





of water 
small, sc 
And rour 
your cus 
a new loc 
RACK. Y 





ater to any shaped garden area from a narrow wedge to a full 90 foot circle. For 

|, square-shaped lawns, MELNOR’S SQUARE gives ideal watering at a budget price. 
rounding out Melnor’s line are the big-demand REVOLVING SPRINKLERS, designed to give 
customers efficient watering at lowest possible cost. Melnor even gives hose accessories 
VN look—with BRIGHT NEW FULL-COLOR SKIN PACK CARDS and a NEW 3-SIDED DISPLAY 
K. You get more and faster impulse sales in the same compact counter space. 





MELNOR GIVES YOU FREE SPRINKLERS IN 


_Two “EARLY BIRD" SPECIALS 


No. 78 Assortment of Wave Sprinklers with 
a Free Bonus of Three Great Sprinklers! 


(3) No. 525 Swingin’ Sprays @ 5.95 each.... 17.85 

(3) No. 610 Swingin’ Sprays @ 7.95 each.... 23.85 

(3) No. 720 Swingin’ Sprays @ 9.95 each.... 29.85 

(2) No. 880 Swingin’ Sprays @ 12.95 each.. 25.90 
FREE BONUS 

(1) No. 650 Square Sprinkler @ 2.49 each.. 2.49 

(1) No. 675 Turret Sprinkler @ 3.95 each.. 3.95 

(1) No. 950 Pulsator Sprinkler @ 7.95 each 7.95 

TOTAL RETAIL VALUE: 111.84 

DEALER COST: 58.47 

DEALER PROFIT: 53.37 


48% DEALER PROFIT! 


No. 89 Assortment of Speciality and Revolving 
Sprinklers with Free Bonus of Two 3-arm 
Revolving Sprinklers! 

(2) No. 650 Square Sprinklers @ 2.49 ea 4.98 
(2) No. 675 Turret Sprinklers @ 3.95 ea 


(2) No. 860 Revolving Sprinklers @ 3.49 ea. 6.98 
(1) No. 910 Revoiving Sprinkler @ 5.95 ea... 5.95 


FREE BONUS 
(2) No. 810 Revolving Sprinklers @ 1.95 ea. 3.90 


TOTAL RETAIL VALUE: 29.71 
DEALER COST: 15.48 
DEALER PROFIT: 14.23 


48% DEALER PROFIT! 


NEW BONUS ASSORTMENT OF 


SEE 'N SELL ‘ACCESSORIES! 





Meinor’s See 'n Sell Accessory line now 
in fast-moving, self-selling full color skin- 
pack cards. This new assortment comes 
with a FREE 3-sided revolving wire rack. 
No. 160S —82 individual pieces including 18 

different items, with FREE three-sided 

counter display rack. 
TOTAL RETAIL VALUE: $65.18 
DEALER COST: 41.28 
DEALER PROFIT: 23.90 
Retail value of wire rack: $4.00 

ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! 


IV ES aI > ES INDUSTRIES, INC. 
MOONACHIE, NEW JERSEY 














THIS YEAR 


ANTROL PACKS 
n\fn 


UUWUL 0 


897 BIG ADS ; 189 IN BLAZING 
SELLING COLOR IN PUCK, THE 
COMIC WEEKLY; IN SUNDAY 
GARDEN SECTIONS ;. NATIONAL 
MAGAZINES ;; STRONG LOCAL = ©4SH/ Now ON THE 


»RADIO & TV PROMOTIONS 3x = 5 COMPETE LINE OF 


PROFIT-MAKERS! ORDER 
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all) i/ the most sensational soupen paces el 
lt JV) offer of the garden year.. OR PHONE. IT’S FASTER! 
the fabu/ous, 
rare, imported CLIMBING Boyle- 


STRAWBERRY PLANT . 44idway 








THAT CLIMBS TO 6 FEET! MS rocn crmsion 


A REGULAR $2.50 VALUE—JUST $1 WITH ANY ANTROL PRODUCT YOUR CUSTOMER BUYS —~ >suee-an — 
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to sell 








© SAWSMITH 


with ADD-A-TOOL 


the radial arm saw that does MORE 


\ 
TT 


ADD-A-BANDSAW ADD-A-BELT SANDER 


MORE PROFIT...MORE POTENTIAL! This 
big ticket sale takes little more time to close than a 
small sale . . . offers bigger initial profit plus bonus 
profit on SAWSMITH accessories and Add-A-Tools which 
make SAWSMITH a “complete shop.” 


MORE SALES APPEAL...MORE FEATURES! 
Easy to show . . . easy to sell . . . easy to use! 
SAWSMITH does the work of a whole shop full of tools 
from a single power unit... a single stand! No other 
power tool provides so many practical features. Says 
“Can Do” to amateurs ... “Fine Tool” to craftsmen! 


MORE SALES SUPPORT! More than 20 million 
readers will see SAWSMITH advertised in Saturday 


ADD-A-JoINTER 


ADD-A-PaInT 
SPRAYER-COMPRESSOR 


Evening Post, Better Homes & Gardens, True, Popular 
Science, Mechanix Illustrated and Popular Mechanics. 
Millions more will see it on TV nationally. In addition, 
SAWSMITH offers materials for local advertising: ad 
mats, radio scripts, TV films, Sawdust Parties with 
special demonstrations, sales training for your store 
personnel . . . backs up your local programs with 
liberal co-op allowance! 


MORE PROMOTION! sa4wsMiTH promotes 12 
months a year! Special offers inake customers of pros- 
pects ... special plans make purchase easy . . . special 
displays keep sAWSMITH out front. SAWSMITH goes 
from promotion to promotion .. 


. creates year round 
interest, sales and profits. 





First of the Powerful SAWSMITH Promotions of 1961 


SENSATIONAL SALE OF SAWSMITH ACCESSORIES 


Begins February 1Sth 


Offers your customers savings up to $45.00 
AT NO COST TO YOU! 


This program is dynamically designed to increase traffic and stimulate sales in 
your store. Offers the customer BIG SAVINGS on sAwsMITH merchandise. Acces- 
sories sold in this sale replaced by Yuba at No Cost to You! Promotion will be 
featured in every national sawsmMiTH ad. MORE... .special “window-dressing’. 


special store displays, colorful salesmens' helps! 





SEND FOR FRANCHISE DETAILS NOW 


Tear a corner... ANY CORNER... from 
this ad, staple to your letterhead and 
for prompt reply, mail to Dept, RHA-161. 
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800 EVANS ST., 





CHOICE OF 
ANY 5 
i¢ EACH 


Reg. $8.20 Tool Rest 
Reg. $9.55 Set of Lathe Chisels 
Reg. $9.95 Drill Chuck 
Reg. $8.95 Set of Auger Bits 
Reg. $7.95 Molder 
or many other valuable 
accessories to choose from 

or select 


Reg. $39.95 Cabinet Base for 
only 5 pennies 











YUBA POWER PRODUCTS, INC. 


CINCINNATI 4, OHIO 


A Subsidiary of YUBA CONSOLIDATED INDUSTRIES, INC. 


Want more facts? Circle 113, p. 77 A 
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FORD ECONOLINE VAN 


SAVE AS MUCH AS 


$433 ON PRICE... 


AND GET UP TO 39% MORE LOADSPACE 


You wouldn’t know it from the way it looks, 
loads or hauls, but this revolutionary van is 
America’s lowest-priced* van. It’s actually 
priced $308 below the other American cab- 
forward economy van and as much as $433 
below conventional %-ton panels. But that’s 
just the beginning! You get lively performance 
and proven gas economy with the popular 
Falcon Six. This modern engine goes 4,000 miles 
between oil changes; has an aluminized muffler 
which lasts up to three times longer than 
ordinary mufflers. 


And you can save more because there’s up to 
39% more loadspace than in %-ton panel 
models—a huge 204.4 cubic feet! The cargo 
floor is flat with no rear engine hump or steps. 
And advanced, functional design cuts dead 
weight . . . makes possible the tremendous 


cargo area in a short 168.4-inch over-all length. 
The 90-inch wheelbase provides outstanding 
maneuverability for easy handling in congested 
traffic and quick parking. Large double doors, 
both rear and curbside, provide a loading width 
of 49.4 inches (47.8 inches in height) for 
excellent rear and curbside load accessibility. 


And you can save on maintenance expense, 
too. The engine cover can be lifted quickly, 
exposing the entire engine for rapid service. 
Spark plugs, distributor, etc., are conveniently 
located to speed engine tune-ups. And many 
major repairs can be made without ever remov- 
ing the engine. Single-unit van design gives a 
tight, sound, all-steel body that protects your 
loads in fine style. In addition all main under- 
body structural members are heavily zinc- 
coated to resist rust and corrosion. 


*Based on a comparison of latest available manufacturers’ suggested retail delivered prices 


26 © HARDWARE AGE, January 12, 1961 


Want more facts? Circle 114, p. 77 





1-Beam front axle and !ong leaf springs 
provide a comfortable ride and reduce 
tire wear. Front tires can last up to 
twice as long, compared to tires on 
independent-type suspensions 








SAVE WITH 
LESS MAINTENANCE EXPENSE 

Maximum engine accessibility cuts 
maintenance costs. The engine cover 
can be quickly lifted,: exposing the 
engine for more rapid service. Even 
major repairs can be made without 
removing the engine. 


Direct-acting, telescopic 
shock absorbers ore stand- 
ard front and rear for a 
softer ride 


Convenient steering column 
shift lever controls 3-speed 
Synchro-Silent transmission 
for easy manual operation 


Economical 85-hp Six engine 
lowers operating costs on 
multi-stop routes. And its 
up front’ location means 
more efficient cooling for 
longer engine life 


SAVE WITH 


FALCON 


SIX ECONOMY 


You get proven economy and lively 
performance with this famous 85-hp 
Economy Six. And its up-front location 
means better engine cooling and better 
vehicle performance. 4,000 miles 
between oil changes. 


The smart, new Falcon Sedan Delivery 
is priced * as much as $300 below con- 
ventional % -ton panels. And you save 
with low “‘Falcon”’ operating costs in a 
vehicle that provides a big 76.2 cubic 
feet of loadspace. It’s a real beauty for 
delivery service. 





SAVE WITH 
GALVANIZED PROTECTION 

The Econoline Van is well protected 
against rust and corrosion for longer 
body life. All main underbody struc- 
tural members are heavily zinc-coated 
to resist rust, for greater durability and 
less maintenance. 


4 UP TO 39% MORE LOADSPACE than in conven- 
tional %-ton panels. Your cargo rides high, 
wide and handsome in the Econoline Van. The 
load area is over 54 inches high and 65 inches 
wide (over 4 feet between the wheelhousings). 
The length is 89.3 inches from rear of engine 
compartment to the rear door (106 inches from 
rear of seat and 143 inches from firewall). Total 
loadspace is a big 204.4 cubic feet! 


BETTER MANEUVERABILITY with cab-forward 
design and short 90-inch wheelbase. The Econo- 
line Van has the shortest turning diameter of 
any comparable vehicle! It’s 13% shorter than 
other cab-forward economy vehicles and up to 
18% shorter than conventional % -ton panels! 


FORD TRUCKS COST LESS 


YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK” PROVES IT FOR SURE... 
FORD DIVISION, Arad Metor Company, 
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romotion Line 


If you’re looking for a quality line of promo- 
tion priced garden shears, here it is! Guaran- 
teed performance, built-in service life, color 
styled, American made... and priced to fit 
any Spring or Summer promotion you're plan- 
ning. Ask your wholesaler for these Super 
Special Seymour Smith tools. 


No. 09 PRUNER .. . suggested retail only $1.49 


A real value in a full 8” American made pruner. 
Anvil type for top performance. Ground, heat 


No. 07 GRASS SHEAR . . . suggested retail only 99c 


A perfect “profit” leader for Spring and Sum- 
mer promotions. This is a serviceable, light 
treated cutlery steel blade. Bright yellow baked weight, dual blade action grass shear. Fully 
enamel handles. One dozen in a counter display hardened blades. Bright yellow baked enamel 
box. handles match rest of these promotion tools. 


No. 34-9 HEDGE SHEAR . . . suggested retail only $3.95 No. 4-8 HEDGE SHEAR . . . suggested retail only $2.95 


This is a full 9” hedge shear that looks like a 
lot more money. Precision ground cutlery steel 
blades. Straight grain lacquered hardwood han- 
dies. Ferrules are bright yellow to match the 
other tools in this promotion line. Try this as 
a Spring kick-off number. 


How about a full size 8” promotion shear that 
will compare with most $3.95 hedge shears. 
Precision ground blades are notched for heavy 
cutting. Lacquered hardwood handles. This is a 
real value in hedge shears. 


SEYMOUR SMITH 


YAP =U). smu, 


No. 45S LOPPING SHEAR . . . suggested retail only $3.95 GARDEN 


Catch the do-it-yourself tree and heavy shrub 
pruner trade with this low priced, high per- 
formance lopper. Rugged steel cutting head 
with hook and blade action. Fully hardened 
blade and hook. Lacquered hardwood handles 
with yellow ferrules to match the other tools 
in this promotior line. Stock these this Spring 
for extra sales at down-to-chain store prices. 


TOOLS 


Send For Your Copy Of The 1961 SNAP-CUT Catalog 


Want more facts? Circle 115, p. 77 
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GARDEN HOSE &. 
SPRINKLERS 
Complete LL] 


/ 


~- —_ 


BOSTON VINYL HOSE The BOSTON brand gives you 
... gleaming transparent everything you need to do an all-out 
or double-extruded opaque selling job! You get the sales pull 
of a long-established, highly 

regarded name... the best-looking, 

BOSTON ' most complete line ... sparkling 


MYLON REI FORCED 


VINVE PLASTIC ileal modern self-sell packaging ... pow- 


~~ erful new merchandising aids . 
BOSTON NYLON-REINFORCED HOSE pereesonmnl . oa | 
eo durable it ——, FF prompt service that builds your 


“takes care of itself” i ee business and profits when the 


selling’s hot. 
BOSTON 
RUBBER GARDEN HOSE 


>, 


BOSTON TRIPLE-TUBE 


| ~ SPRINKLERS 
BOSTON RUBBER HOSE © e ... every feature 


.. growing in demand your customers want 
year by year 


AMERICAN BILTRITE RUBBER COMPANY 


CHELSEA SO. MASSACHUSETTS 


Also makers of Biltrite Garden Hose and Sprinklers 
Want more facts? Circle 116, p. 77 
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POULTRY 
NETTING 
|. DOES 








Keyline® is the broadest of any line of poultry netting, available in 17, 18 and 20 gauge wire in 1”, 1%” and 2” mesh. 


D ut. e @ Customers would never know that Keyline is superior poultry netting 
unless we kept telling them. So we do. A steady barrage of advertising appears in 

10 different farm publications telling your customers that Keyline poultry netting 
stays straight at the top, flat in the center and tight at the bottom without 

sag or bag. We tell, we sell. So do our dealers. It’s easy for you to be one of them. 
Find out how easily by writing, 


KEYSTONE STEEL & WIRE COMPANY, PEORIA, ILLINOIS 


MAKERS OF RED BRAND” FENCE AND BARBED WIRE e NON-CLIMBABLE FENCE 
ORNAMENTAL FENCE e RED TOP” STEEL POSTS e GATES « NAILS e BALER WIRE 


Want more facts? Circle 117, p. 77 
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The industry's most attractively packaged product... now available in 14 states. 


Want more facts? Circle 118, p. 77 
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Here’s one that really works... 


NEW 
OW CRAB GRASS KILLER 





—_— ss 


. now ready for record-breaking 
spring sales in these fourteen states! 


MICHIGAN 
DELAWARE 
NEW YORK 
RHODE ISLAND 
NEW JERSEY 
INDIANA 


OHIO 
KENTUCKY 
CONNECTICUT 
MARYLAND 
WEST VIRGINIA 
PENNSYLVANIA 
MASSACHUSETTS 
VIRGINIA 


Ow 


e. 


DISTRICT OF COLUMBIA 


Here’s a pre-emergence crab grass killer that’s guaranteed* to work... 
backed by a promotion that’s sure to sell! For the past two years it 
has captured the major portion of all sales in the test market areas! 


Tested, proved, guaranteed! Developed by Dow, 
leading manufacturer of herbicides for the 
farm... tested and proved by agricultural 
turf specialists ... Dow Crab Grass Killer 
is guaranteed to work. It’s safer to use on 
established lawns and treated turf areas... 
won’t harm birds, pets, children! 


Backed by powerful advertising! This year Dow 
will launch one of the biggest sales efforts 
ever put behind a lawn care product of this 
kind! There'll be colorful ads in national 
and regional publications, ads in your local 
newspaper—listing your store name and 
address—and radio spot announcements! 


Free point-of-sale material, too! Participating 
dealers will get eye-catching point-of-sale 
materials—F REE! There are compelling 
floor displays, indoor and outdoor banners, 
all designed to bring in customers and build 


sales. 


And there’s no financial risk to you! Your 
original order of Dow Crab Grass Killer 
will be accepted on a guaranteed return 
basis. This spring, cash in on the biggest 
crab grass killer promotion in the indus- 
try by mailing the coupon below. But hurry, 
dealerships are limited. Do it now! 


*Guaranteed by The Dow Chemical Company to control crab grass for a full season to the extent of the purchass 


THE DOW CHEMICAL COMPANY 


Midland, Michigan 


SELL DOW IN ’61:.. mail this coupon today! 


Gentlemen: 


NAME 

STORE NAME 
STREET 

CITY 


TELEPHONE 


fb Gp GD GP ED OP ES 


The Dow Chemical Company, Agricultural Chemicals Sales Department, Midland, Michigan 


Please send me all the facts. | am interested in becoming a dealer for Dow Crab Grass Killer. 


Want more facts? Circle 118, p. 77 
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BeautyWare means originality... 
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SQUARE STEP-ON CAN 
in ‘‘Wood-Tones”’ 





BEAUTY-BIN 
in gleaming chrome 





BREAD BOX 
in Sandalwood Spatter 








CANISTER SET 
in Sandalwood Spatter 


BeautyWare originality, plus quality craftsmanship in heavy gauge 
steel, plus strategic national advertising, make the winning combi- 
nation that generates volume sales for you. Successful merchants 
prefer the leader: BEAUTYWARE...THE BRAND NAME a 


YOUR CUSTOMERS KNOW BEST. Write for free catalog. Seed 
—_— © 0 sovevvate MES 


LINCOLN METAL PRODUCTS CORP., Dept. “A”, 225 Forty-Second St., Brooklyn 32, N.Y. 


SEE THE NEW BEAUTYWARE MODELS, AT THE NATIONAL HOUSEWARES SHOW—BOOTHS 584-90 
Want more facts? Circle 119, p. 77 
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YOU WOULDN'T BUY CHEAP SHEARS THAT 
DON'T CUT NO MATTER HOW LOW THE PRICE! 


(eee ” 
<a Why buy 
heap 


ower Mowers 


that = 
| Cur anytinin 
_ | caning 


. _ 
XS wy, C Busines $) . 


) 
0 Aye ORDER TODAY ... 


| AS FEW OR AS MANY AS YOU WANT. 
Second rate cheap mowers cut down your sales and profit, and ALL ACCOUNTS WELCOMED. 


lose customers. Make the switch to top quality . . . LOBER- 
DAVIS QUALITY .. . and watch those sa-es roll in! 'f your mowers don't have these features you can't 
cut in on the big sales and big money profit. 


- — ——— Ty 


























Phone or write right now for details of our 


New Merchandising Plan that Guarantees your profits! | ald TINH | } 


Remember . . . every LOBER-DAVIS I ete teetee ae ad Se iieteiianeanaiid 
power mower you sell means another unbreakable stress engineered | Enamel Finish top and bottom | ners prewide grester rigidity for | heights cana 
satisfied customer who'll keep 6 ony at —— ee | 
coming back to your 
What's more, only L } | 
gives you ( vl IARANTEED iy. 6. ee | 
SALES. No other manu- “ey \s aD OR CLINTON 
facturer can make this aim 
statement! ' 











8. . 

| Gas throttle with automatic Firestone Tires on all four 8” New Briggs & Stratton or Clin- | — Aero-Dynamic suction-ift blade | 
| shut-off convemently located ball-bearing wheels Stee! com- ton powerful premuum engines. | des even cut. Makes an 
| @n "s” chrome plated tubular pression spring on each axle ' Cutting dense weeds 
| steel handle provides ease of operation and : 

sure traction 








> 


MODEL DFP— MODEL R-60— 


Sareves George Mr. eens 
> inch, 2/, F 18 inch, 2 HP 
22 inch, 2/2 HP , 5 , 
o<@ . 25 inch, 3 HP j ; 22 inch, 3 HP 








NEW! 
Super De Luxe 
Power Mower 
* Big 25-inch 


(Swath Ct | me NEW FEATURE 


* Big 22-inch ° 
(Swath Cut) Automatic 


3 HP Switch Starter 


A Wise Man Sells LOBER-DAVIS: 
Top Quolity That Builds Business & Profits! 


ee ee Mail Coupon Now « oe oe one ee oe oe ey 


' M. LOBER & ASSOCIATES H-1-12-61 & : 
8 7 Central Park West, Dept. H-!!-3, N. Y. C. 2 i 
Gentlemen: YES! 1 want guaranteed sales! Please rush ® Oo 
me full information immediately. i 
a : 
i sdalpaoinca vt eguine teppei eaicaaiaee sane AND ASSOCIATES 


; at at) oe ee i The World's Largest Producers of Power Mowers Shipping Point: Richmond, Ind. 
elephone ...... TT? Shipments mode within 5 deys 
City.. ay a ee Sas i 7 CENTRAL PARK WEST, N.Y.C. 23, N.Y. JUdson 6-2117 of receipt of your order, 


Tr rrttrtttitttststskteseskektstktttttftfthththfheseerelere; 


Want more facts? Circle 120, p. 77 
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the magic name that means suc- 
cess in gardening, top turnover 
and maximum profit in garden 
tool selling. One-piece forgings. 
Exclusive natural finished white 
ash handles that show their qual- 
ity and strength. Styled for 
today’s gardeners, in brilliant 
lustre-green and gold trim. 

Complete stock ...5 new 
merchandising displays and 62 
new tool items offer additional 
opportunities for profit. 


ails 
“i 


eo * 
we ; 
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GREEN THUMB “‘ARISTOCRAT”’ 
SMALL GARDEN TOOLS: They're 
**Lustre-Chromed’’, have finger- 
fitting “Cushion Grip” handles of 
vinyl-covered ash, sell fast and prof- 
itably at 98¢. Best merchandising 
buy is our 30-tool selection in wire 
rack that attaches to Green Thumb 

Merchandiser, as shown on next 

page, or on peg-board 


wall or counter 


(No. PC-GTW). 


62 new ways to 


GREEN THUMB SERRATED-EDGE 
HOES: Complete line of socket 
garden and beet hoes with the pop- 
ular serrated edge that cuts the soil. 
Blades taper-rolled from strong 
bead to thinner edges for strength, 
light weight, sharpness. Spring pat- 
tern handles of strong, clear ash 


GREEN THUMB FLORAL BOW 
RAKE: Bow rakes outsell all other 
garden tools. This new pattern 
meets demand for a small, light, 
easy-to-use rake in a strong, one- 
piece forging. 8 teeth. (No. FB8) 


GREEN THUMB ROTARY LAWN 
SHEARS: Three patterns for cus- 
tomers choice. “Master” model 
(above) has adjustable ten- 
sion—an exclusive feature. 
(Yard ‘n Garden Rotary 
Lawn Shears, priced 
for promotion, also 
available. ) 


NEW 


GREEN THUMB GRASS HOOKS: 
3 fast-selling patterns, in a full price 
range. Sharp forged blades, well 
shaped, balanced. Order with your 
other needs. 


NEW 


GREEN THUMB GARDEN SHOVELS: 
Just like bigger shovels but in pop- 
ular smaller size. Heat treated 7” x 
1044” blade and socket, highest 
quality natural finish ash handle. 
No. LGS42 shown. In straight- 
Shank pattern: No. LGSS42. 





POPULAR-PRICED GREEN THUMB 
LAWN RAKE: Immensely popular 
pattern in Green Thumb quality, 
to retail under $2 with full 
profit. Spring steel teeth; 
clear natural finished, 
serviceable ash handles. 
(No. FB18) 


THE UNION FORK & HOE COMPANY 


~ COLUMBUS 15, OHIO 


Lawn and Garden Tools + Shovels + Farm Tools + EEN Tools 


THE GUARANTEE LABEL SELLS GREEN THUMB QUALITY — It’s easier to sell top quality, top profit because 
every Green Thumb tool is prominently labeled: “FULLY GUARANTEED”. Your wholesaler will 
ceplace any tool that proves defective, without charge. 
Want more facts? Circle 121, p. 77 
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GREEN THUMB DISPLAYS 


No. T1-52, today’s most modern 
Island Merchandiser with balanced 
stock of 52 fastest-selling long 
handled Green Thumb tools: 


2 B14 Bow Rakes (14 tooth) 
2 B16 Bow Rakes (16 tooth) 
2 FB8 Floral Bow Rakes (8 tooth) 
2 SC14 Level Head Rakes (14 tooth) 
2 SALD Spading Forks 

2 UGSUD Garden Spades 

3 PFSL Floral Shovels 

3 GTR248 Standard Shovels 
3 LGS42 Garden Shovels 

3 4SC Speedy Cultivators 

2 SB6 Garden Hoes 

3 FH Floral Hoes 

2 2PWF Weeding Hoes 

3 TTN 52 Taper Top Hoes 

2 W7S Warren Hoes 

2 TE Turf Edgers 

3 DW Dandelion Weeders 

3 USGTS Grass Trimmers 

3 BRF22 Broom Rakes 

3 STR24 Speedrakes (Lawn) 
2 BPW Bulb Planters 


Retail Value $212.38 Your Cost $134.87 
In West. . . $217.65 Your Cost $138.38 
Other Merchandisers Also Available: 


30-too!l Green Thumb 
Merchandiser, No. GTR-30 


30-too!l Yard'n Garden 
Merchandiser, YGR-30 


Return coupon will 
bring you full 
information. 


SEND TODAY 
FOR COMPLETE | 
NEW BUYING | 


GUIDE 1. ' : 


THE ONLY 
SHOVELS 
WITH A 
BACKBONE 


Thick (13 gauge) center from top 
of socket to cutting edge, with 
tapered sides. Guaranteed highest 
strength natural finish ash handles, 
not weakened by chucking to a 
shoulder. 
THE ONLY SHOVELS 

“FULLY GUARANTEED” IN WRITING 


RAZOR-BACK’*____- 


With RAZOR-BACK backbone for 
premium strength. 

Undersells by at least $1.00 any 
other shovel even approaching ft in 
Strength. Stock only 4 basic patterns 
to sell 90% of customers who want 
a full size, maximum duty shovel. 


NEW 
RAZOR-LITE®___-4_-_-_-~- 


The really lightweight shovel. . . 
with RAZOR-BACK backbone, 
too. 
Sells the other half of your cus- 
tomers who want RAZOR-BACK 
construction in a truly /ight shovel, 
light by the scales, not just in name. 
Blades have new “Anti-Friction” 
finish. Only 4 basic patterns to 
stock for fastest turnover and 
maximum profit. 


MAIL THIS COUPON FOR 
NEW 64-PAGE CATALOG, 


your 1961 reference and buying guide for garden and 
lawn tools, farm forks, hoes and other hand tools, in- 
4 dustrial steel goods and shovels. Identifies, describes 
TY EL | with specifications every tool customers ask for. 
i THE UNION FORK & HOE COMPANY 
RAZOR-LIT! i 500 Dublin Ave., Columbus 15, Ohio 


Please mail complete new Catalog 30 to: 


AS 
Att as 


Nien penntcnens 





eLex’BeA 
Store Name____ 

No. 30 
GENERAL 
CATALOGS 


ne 
City 


State 

















Want more facts? Circle 121, p. 77 
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CAMPBELL CHAIN OFFERS YOU 
BETTER PRODUCTS, BETTER SERVICE 
...AND MORE SALES! 











do it yourself... 


with CAMPBELL cH 
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CAMPBELL coe 
SELF-SERVICE DISPLAY oe 


MERCHANDISERS | = do it yourself... 
ants 


e Attractive Reel Display Units—Cost you 
nothing—help you earn over 100% mark-up! 
They invite self-service: load from front; 
tilted for better display; new chain cutter; 
handy chain-end holders; interchangeable 
welded and weldless reels; convenient bins for 
accessory items. 


e Cam-Pails: Available 2-ways. 
All-steel, water-resistant — 
clearly marked for identification 
of contents. Easy to stock and 
display. Proof Coil and BBB 
available as follows: *%«”—250’; 


4"—150'; 5%"—100'; 34"—75’ Cisne the co 
or in 100 lb. packs. "mene 


‘ aed 





Want more facts? Circle 122, p. 77 





CAMPBELL 
DOG CHAIN 
MERCHANDISER 


Styled for beauty, 
wear and practicality! 


e Features: colored 
plastic handles; nickel- 
plated chain; safety 
swivel snaps. Colorful 
displays. 


NEW “MEASURE-MARK’”® CHAIN i | : | . e Three prey dis- 


plays: Gillus- 


originally introduced by Campbell PYLE Sash “chain, #10113 


ee rae P area ” igen ae ; 


Pi ee Se eee ee a 
‘pane 


sash chain, 

pieces, Inco halter 
chain, metal handles 
only; 4100—12 pieces, 
Inco chain. @ 


Marked exactly every five feet...so that you can 
make quick and accurate measurement. It saves 
you time and labor! ‘‘Measure-Mark”’ Chain is 
color-coded for instant identification of chain 
grade—and the inventory-control labels are 
color-coded, too. Green—Proof Coil; Red—BBB; 
Blue— High Test; Orange—Cam-Alloy. 
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THREE STRATEGICALLY 
LOCATED FACTORIES 


You are assured the best delivery and service 
from Campbell’s three plants—now located in 
the East, Mid-West and West. And back-up 
stocks are maintained in Campbell’s nation- 
wide network of warehouses listed below. 





CAMPBELL “HALLMARK”? CHAIN fit / nae vow me nos 
permanently identified! 


‘‘Hallmark’”’ Chain is permanently identified in 

relief BY GRADE: the grade mark ‘‘P”’ for Proof 

Coil, ‘‘B’’ for BBB, ‘“‘H”’ for High Test and “A” 

for Cam Alloy appears on alternate links. And sie delivery and service! 
‘“‘Hallmark’’ Chain is identified BY MAKE: you : 

will find the Campbell “‘C”’ on every other link. 


Specifications are available for all Campbell items 


es 


from your Campbell wholesaler, or write direct. 


CAMPBELL CHAIN Comsany 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 

WAREHOUSES: East Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 

Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 

Want more facts? Circle 122, p. 77 Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 








BY POPULAR DEMAND-EXTENDED 10 FEB28" 


SPECIAL OFFER! 
REORDER 5...GET ONE FREE 


First, order a six-pack of new Butcher’s Tile Wax on 
a regular basis. This long-awaited new BUTCHER 
product will go fast because it brings the beauty 
and protection of paste wax to all composition floors. 


Then, take the reorder coupon from your first six- 
pack and use it to get another six-pack. This time 
you only pay for five cans. The sixth is on us! 


You profit from the regular Butcher margin and get 
extra cash from the reorder bonus. This Introductory 
Special ends Dec. 31. Order your first six-pack now! 
THE BUTCHER POLISH CO., BOSTON 48, MASS. 


BUTCHERS S08 
TILE WAX tisees't 
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EASY TOAPPLY-ONE THIN COAT PUTS BEAUTIFUL PASTE WAX LUSTER ON ASPHALT 
TILE, RUBBER TILE, LINOLEUM, VINYL, TERRAZZO, AND ALL COMPOSITION FLOORS. 


Want more facts? Circle 123, p. 77 A Want more facts? Circle 124, p. 77 > 
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Good Housekeeping 
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Inside thousands of stores across the country, Oxco household é 
brush merchandising units are building an unprecedented “Aap ass O° 
sales success story How do they do it? By displaying the -peoneavee 
right brushes at the right price in the right way for impulse MERCHANDISING 
volume sales. All you have to do is keep them stocked ... PROGRAM 
they’re the best household brush salesmen on the market. 












































Oxco Merchandisers were developed in cooperation with the 
NRHA Merchandising Laboratory. Brush styles, quantities 
and price ranges all comply with recommendations in your 
Turnover Handbook. They combine maximum display value 
with compactness and versatility. And they sell the finest 
quality, most colorful brushes made... Oxco brushes... for 
volume repeat sales from satisfied customers. 


... NOW YOU CAN 
MEIcHANDISE 
(UShES PIOfiTABLY! 


Your Oxco Jobber will give you full details on these profitable 
units ... and the individual brushes they sell. Ask him for 
our free, NRHA approved booklet, How to Merchandise and 
Display Cleaning Supplies for Profit. If you prefer, write us 
direct for your copy. 


















































CLEANING 
SUPPLIES 
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Oxco Floor Sweep Display #2 promotes 
impulse sales on 20 popularly priced 
sweeps in 5 styles for every home and 
commercial use. Styles, sizes and prices 
are in accordance with Turnover Hand- 
book recommendations. Takes only 2.3 
sq. ft. of floor space, stores reserve 
stock in back of unit. Sweeps priced 
for full profit to you. 


<@Oxco #12 Brush Merchandiser comes 
complete with one dozen each of twelve 
practical, popular brushes in assorted 
colors, all prepriced to give you full 
markup. Many are carded; others in 
polyethylene bags to attract the eye and 
make the sale. Suitable for counter, is- 
land or gondola use, or may be hung on 
wall or column. Similar #25 Merchan- 
diser displays and sells one dozen each 
of the top 25 household brush styles. 


=m SEE OXCO’S COMPLETE + THE LINE THAT 
COLORFUL HOUSEHOLD LINE = MOVES 
BOOTHS 551, 553, 555 OX FIBRE BRUSH COMPANY, INC. 
AT THE HOUSEWARES SHOW! eneocnicn Salebahed [886 mnevianc 


See our complete line in HARDWARE RETAILER Catalog Service 





NO. 770 SPEEDY-CLEAN@ 
DISHWASHER 








POPULAR NEW COLOR 


~ ADDED TO OXCO LINE — 


Sandalwood’s hot for '61 and years tocome... 
and it’s now in the Oxco line. Oxco has 
added this smart, new color, loaded with 


consumer appeal,.to 20 different brushes in the 


#12 and =25 Household Brush Merchandisers. 
Brushes are packed in equal quantities of 

the always popular pink, bright kitchen yellow, 
and new, housewife-approved sandalwood. 
Every carton gives you more chances to make 
more sales. Order today from your Oxco 


Jobber... open stock, to bring your 


Oxco Merchandiser up to date. If your 

brush sales are anemic, isn't it time you talked 
to your Oxco Jobber’s salesman about the 
volume-producing Merchandisers described 
on the previous page. Call him today! 


,.MERCHANDISING IDEA! 


Display Oxco brushes in color 
(ole) da -1'-}¢-10 me -4g0)0) Om] eam eame) dnl 14 
kitchen items now available in 
sandalwood... dish drainers, canisters, 
vegetable bins, mats, etc. It means 
more sales on everything. 


TOPPER PASTRY 


ete te 


OX FIBRE BRUSH COMPANY, INC. 


recotaicn elabCared 


See our complete line in HARDWARE RETAILER Catalog Service 
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by E. L. Barringer 


managing editor 


SMALL ORDERS 


No. 1 headache of 1961 


Small orders are gnawing away at profits on all levels of 
the hardware industry. This is the challenge for 1961. 
How wholesalers and dealers solve this problem will affect 


their profits. Here are ideas to plug this profit leak. 


The sales manager of a hardware wholesale company was walking through the 
order department. He noticed a stack of orders on a clerk’s desk. The top order 
caught his eye. It consisted of four lines. The biggest quantity on any line was 
six. The extended total, the sales manager quickly estimated, would come to less 
than $20. 

The sales manager’s mind then leaped through some snappy mental arithmetic. 
Processing the order through the office, he figured, and picking it in the warehouse 
would run up a cost that would wipe out the gross profit. On top of that, it would 
return to the office to be extended, to have an invoice made. Later, when the order 
was paid, there would be more costs, in handling a receivable and banking the 
check. No wonder he held his head and groaned. The order added up to less 
than the cost of the merchandise, plus handling costs. 

Here is an example of what is gnawing away at profits: the small order. How 
to plug this profit leak is a real problem today with wholesalers, and also with 
manufacturers. 

Hardware dealers also struggle with the small order problem. But dealers are 
on the spot. They have advertised their wares without minimum quantity limita- 
tions. Their doors are open to anyone who walks in off the street. There is little 
they can do to stem the loss on 10 cent orders. 

Now solving the small order problem seems simple, for wholesalers and manu- 
facturers. Just cut out all small orders. But the problem is not solved that easy. 
That solution would set up new problems. What about small orders from firms 
that some day will send in big orders? What about small, emergency orders from 
top grade customers? No, a minimum limit, based on dollars or quantities, is not 
the answer. 

The first step in solving the problem is to study the problem. Each wholesaler, 
and manufacturer, has to come up with an answer to the question: What is a 
small order? Remember that inflation has taken its toll. If $70 to $75 was a small 
order years ago, today a small order would be $120 to $130, just to keep pace with 
inflation and the rise in operating and labor costs that come with the shrinking 
of the dollar. (Continued) 
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Small orders 


No. 1 headache of 1961 


(Continued) 


The next step in solving the small order problem is 
to study the source of small orders. Where do they 
come from? Are small orders chronic with small com- 
panies? Are these smail companies likely to stay small, 
or do they have growth possibilities? How many small 
orders come from big companies, but actually are 
emergency orders? What about the salesmen? Are 
there salesmen on your staff that send in many small 
orders, out of all proportion to the potential in their 
territories? 

Once the basic facts are established—what is a small 
order in your particular company in relation to sales 
and handling costs, and what customers are mainly 
responsible for small orders—you are ready to adopt 
some policies to correct the situation. 

The correction may come in two areas: by going to 
the source through working with the salesmen; by 





Plugging profit leaks in hardware stores 


Customers seldom need one sheet of sandpaper or one 
light bulb. Items like these are too often priced ‘“‘each’’ 
by dealers, and bought “eacii’’ by the trade. Make 8c 
sandpaper 7 sheets for 55c or 20c light bulbs 5 for 99c. 





going over office, warehouse, and plant routines to find 
out if there is some way to cut costs of handling small 
orders. Both approaches to the problem may result in 
savings. 

The approach of plugging profit leaks at the sales 
level is used by some wholesalers of industrial hard- 
ware. These wholesalers studied the cost of selling a 
customer. They came up with a figure, in terms of the 
dollar volume of orders from a customer in a year. 
Then a minimum was set up. Customers whose pur- 
chases over a year are above the minimum are called 
on by a territory salesman. Customers whose purchases 
over a year are below the minimum are still called on 
but by a telephone call from the office. When a tele- 
phone-call customer’s volume goes above the minimum, 
the customer is assigned to the territory salesman. 

Since salesmen usually are paid a commission, it 
would seem logical that they would shun small orders. 

Some salesmen do. They have figured their time and 
travel expenses. They know how much business they 
must write per business hour of the day, on an average, 
to produce the income they think they are entitled to. 
These salesmen quickly drop small, unprofitable calls 





Plugging profit leaks in hardware stores 


Smail order-itis is rough on you, your men, and your 
facilities, in terms of time, work, and profit. It takes 
about the same time to order six of an item as three 
or one. There’s just as much bookwork, and nearly as 
much handling and marking. Your $50 payment check 
costs you as much as one for $16. Finally, if six each 


is a case, you may have to pay a broken carton fee for 
buying less. 
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that have no growth potential. They, however, sense 
a growth customer and are willing to work along 
against the time the small customer’s business will be 
profitable. 


Yet, there are salesmen who do not appreciate how 
small orders erode the profits of the house, and also 
their own incomes. They waste hours on unprofitable 





Plugging profit leaks in hardware stores 


Whether it be caulking, paint, or roof coating, customers 
tend to buy only enough for the job at hand. This esti- 
mate is often too conservative. Many dealers suggest, 
“Take two quarts of shellac instead of one. If you don't 
need the second quart, I'll gladly refund the money.” 
Such second quarts, or extra caulk, or extra roof coating 
seldom are returned. 





calls. They fail to appreciate the importance of build- 
ing up an account. They have pet calls, just because 
the buyer or dealer is a personal friend or likes their 
stories. 

Drastic measures may be necessary to cure salesmen 
addicted to small orders. For instance, it may be neces- 
sary to put in a house rule of no commissions paid on 
orders under a certain minimum except on agreed ac- 
counts that show growth potential. 


The other correction to the problem is to plug leaks 
in office, warehouse, and plant routines. Many firms 
have the same routines for handling orders, regardless 
of size. For example, it costs the same to run a check 
through accounts receivable if the amount is $100 or 
$1,000. 


This raises the question: is there some method of 
handling orders by different routines, in keeping with 
the size of the order? A study of this phase of the 
problem can start with receiving the order. Is there 
some way to run small orders, at less cost, through the 





Plugging profit leaks in hardware stores 


You can save money on small charge account items. 
When a customer’s purchase is less than $1 or $2, each 
salesman suggests tactfully: ‘“‘Would you prefer to pay 
cash, since this is such a small amount?’’ Remember, it 
costs you as much to process a charge for 89c as it does 
for $100. 





credit check, through handling to the warehouse, 
through the writing of invoices and statements. 


A surprising number of short cuts crop up when an 
executive decides to cut red tape. For instance, a 
printed card stating “This is the material you asked 
for” takes the place of a long letter of acknowledgment. 
Again, copies of letters can be aged a few weeks so long 
outdated letters do not clutter files. 


There is one other solution to the small order prob- 
lem. What would happen if every business man de- 
cided to improve his buying habits? The dealer could 
cut out small orders to wholesalers; wholesalers could 
cut out small orders to manufacturers; manufacturers 
could cut out small orders to their suppliers. There is 
great potential in improved net profits if 1961 could be 
the year that every business man stopped placing small 
orders. —End 





Two machines are kept busy in the new department. Specialist Al Garcia (left) and co-manager Marty Presser 





Keys can be 


a major profit line 


A little investment plus a lot of know-how brings 


a city dealer an important new source of volume. 
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earns 


(center) handle a customer's request for duplicate keys. 


Charlie and Marty Presser used 
to hide the key cutting machine in 
a far corner of their Monarch 
Hardware. They figured 25¢ a key 
was not much of a volume consid- 
eration. 

Over the years these Philadel- 
phia hardwaremen have gradually 
changed their opinion. They found 
that the 25¢ cutting charge is only 








a means to an end. It is just the 
beginning of bigger and better 
sales. 

Recently the Messrs. Presser 
opened a 4 x 8 ft key specialty shop 
just inside the door of their store. 

Why the change of viewpoint? 

Why put a seemingly small sec- 
tion in the focal point of display? 

“We have learned a lesson in this 










key business,” Charlie Presser 
says. “And now we have made it 
an important specialty. We found 
that keys brings us business for 
locksets, paint, and other hardware. 

“We found that keys bring us 
home owners, apartment dwellers, 
tourists, janitors, real estate men, 


(Continued on page 8&6) 
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How to expand 
a lawn/garden 


department 





Are you looking for a way to 


overcome space limitations 

in your store? Here is how a 
dealer solved this problem, 
expanding lawn/garden and outdoor 
living lines to a roadside mart. 


Result: sales doubled in 90 days. 
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Clouds of dust billowed up as bale after bale of peat 
moss hit the ground. The truck, relieved of its weight, 
stirred up more dust as it thundered out of the gate. 

Two men glanced at each other, smiled and walked 
some distance back into the store, being careful not 
to touch the wet paint. A great weight had been lifted 
from their shoulders. 

These men were Robert M. Lewis and Donald G. 
Davis, co-managers of the hardware store of Van 
Buskirk & Brother, Pottstown, Pa. They had just 
watched the last merchandise delivery before the grand 
opening of Van Buskirk’s new Home & Garden Mart. 

Months of planning were back of this bold venture. 
Now the Mart was ready for business. The co-mana- 
gers did not know that the hardware store’s lawn and 
garden business was to double within 90 days and that 
plans to expand the new Mart would have to be made 
before the season was half through. 

Back in 1958 the hardware store management began 
a study of how to improve volume. Gross sales had 
been climbing steadily for 10 years. However, manage- 
ment wanted to grow faster. Was there some depart- 
ment that could be expanded? 

The co-managers took a hard look at the market in 
the area served by the store. They were looking for 
a trend in merchandise. Business and consumer maga- 
zines published many reports on the potential in leisure 
time lines. Here were some of the factors favoring 
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Demonstrations of power equipment can be made 
by Robert M. Lewis, co-manager of 


growth: A shorter work week, higher income per 
family, more families. 

Mr. Lewis also noted a change in attitude of home 
owners towards lawn care and gardening. It was less 
a chore, more a hobby. 

Lawn and garden supplies appeared to hold the most 
growth and profit potential for Van Buskirk’s. Man- 
agement wanted to do a lot more with them. There 
were problems that affected the total store picture as 
well as the lawn and garden business. 

How were they overcome? 

Here they are with Van Buskirk’s solutions. 

Problem No. 1: Parking worries were mounting. 
Central Pottstown was getting busier and the store 
on Main Street is in the heart of town. 

Solution: Management purchased a vacant lot, near 
the rear of the store, for customer parking. 

Problem No. 2: Something was needed to take up 
the slack during occasional slow periods in hardware 
and other staples. 

Solution: Expansion of the lawn and garden depart- 
ment but not in the usual method of expansion. 

Problem No. 3: Limited display space. No depart- 
ment could be expanded without hurting other sections. 
Expansion was out because the store building is boxed 
in by other stores. Lawn and garden merchandise 
couldn’t be displayed effectively, much less demon- 
strated. Bulky items, like peat moss, could not be dis- 








at Van Buskirk's Mart. Features of a tractor are checked 
company, right, and J. Lorenz Ackerman, Mart manager. 


played. In addition, there was no rear loading platform 
for customer pickup. 

Solution: A separate lawn, garden and outdoor 
living mart. 

Van Buskirk’s Home & Garden Mart is on a 1'4-acre 
site at the outskirts of town. It took many months of 
searching to locate what apparently is an ideal location 
for such an outlet. 

First, at that time plans had already been made for 
a new shopping center to be built directly across from 
the Mart. 

This attracts a lot of traffic. 

Second, there is no competition nearby. 

Third, there is already a demand for lawn and gar- 
den supplies in the immediate area. Proof of this was 
established when a nearby lumber dealer made plans 
to expand into a garden department. He abandoned 
the idea when Van Buskirk’s moved in. 

Bob Lewis has a tip for any dealer who may be plan- 
ning to open a garden mart or a new store: 

‘‘Make your store distinctive if at all possible. We 
did it and we believe it has helped build an image 
faster.”’ 

Pottstown is in Pennsylvania Dutch country. To 
take advantage of genera! interest in the ways of these 
people, management had the Mart designed to resem- 
ble a Pennsylvania Dutch barn complete with good luck 
symbols. The building job wasn’t any more expensive 
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How to expand a 
lawn/garden department 


(Continued ) 


than a standard store. It has 2400 sq ft of selling 
-space, a repair shop, and office space. 

Grand opening day at the Mart went over with a 
bang. And, within three months sales zoomed. Volume 
for lawn and garden supplies previously represented 
about 20 percent of firm’s gross sales. Now this de- 
partment produces about 30 percent of gross. 

For example, in 1959 the store sold 50 power and 
hand mowers. In three months of 1960 it sold 250 
mowers. Unit sales in peat moss rose from 125 to 
1750 in the same period. 

Van Buskirk’s did not replace the downtown store’s 
lawn and garden department with the Mart. The Mart 
supplements the main store, as a warehouse and an 
extra outlet. 

All merchandise is shipped to the Mart. When stock 
is needed downtown, it is trucked in. Customers are 
referred to each store by personnel of the other. 

The broader stocks made possible by the Mart are 
responsible for much of the sales increase, according 
to J. Lorenz (Bud) Ackerman, Mart manager. 

“We added a promotional] line of mowers which gives 
us three price ranges to meet any customer’s needs. 
We have also added garden tractors and other such 
equipment,” Mr. Ackerman said. 

“We’ve got a few other wrinkles that have already 
helped or are expected to boost mower sales. Our shop 
services every mower we sell and some we don’t sell. 
Minor work is done on the premises by our part-time 
repairman while major jobs are sent out. 

“This year Van Buskirk’s will introduce a mower 
storage program. Customers’ mowers will be serviced 
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Outdoor living lines have plenty of space for display at Van Buskirk's Mart. Merchandise 
is taken indoors at night. Garage doors are lowered to close building. 





in the fall and stored until spring at a flat rate,” Mr. 
Ackerman concluded. 

“Services are important sales boosters, in our esti- 
mation,’’ Mr. Lewis likes to point out. 

JYne new category of merchandise was added to the 
Van Buskirk inventory with the opening of its Mart— 
live nursery stock. 

Management decided to try handling these perish- 
able items as an experiment. It worked. 

The separation between the downtown store and 
the Home & Garden Mart does not cause complications 
in bookkeeping. All records are kept as one operation. 

Mr. Lewis estimates that a well stocked Mart, 
equivalent to Van Buskirk’s, can be opened for an in- 
vestment of $20,000 in merchandise, plus real estate 
and buildings. 

The sales staff presents problems when you operate 
a separate store, Mr. Lewis says. 

For instance, the store already has a gardening ex- 
pert Miss Elsie Liss, and plans have been set to hire an 
agricultural graduate to handle the live nursery stock. 

“Start your plans for any major project months or 
years in advance,” advises Mr. Lewis. 

“We lost a lot of sales because we weren’t able to 
give ourselves enough time to set up our moves ade- 
quately. One of our biggest problems as a result of 
this was not enough stock. We ran out of everything, 
especially the live nursery items.” 

The Mart will not stand idle duri.zg the winter 
months. During winter months it will be known as 
Van Buskirk’s Holiday House. Christmas trees, orna- 
ments, toys, gifts, cards and other holiday items will 
dominate the Mart. Larger items will include fireplace 
furnishings and fire wood. 

The co-managers think these off-season lines may be 
a sleeper. —End 








A management feature 





Do mail campaigns pay? 


Here’s how a six-step mail campaign for new charge accounts 
developed more than 230 new accounts worth some 


$4500 in monthly sales for a dealer. Total budget: $2000. 








Can direct mail campaigns pay 
off in enough new business to cover ie a 
their cost? BE te was suggested to me by « mutual 
; friend, a Pirmingham Businessman. I had been telling him that we wanted 
“Ves _ says management of to further expand our charge account business and he recommended you for 
; . @ Meskill charge account. 
Maskill Hardware Co., Royal Oak 
. ‘ 66 You'll benefit by opening an account 
and Clawson, Mich. 3ut such pro- with us. In addition to the obvious convenience of: “Buy Now - Pay Later” 
: : a" . : you'll qualify for extended payments if you ever want to... you'll be 
grams have to be professionally invited to Private Sales prior to Public Announcement . . . and you'll be 
planned and thev have to be more informed of special bargains which are only available to our Charge patrons. 
» € . « 
P , _¢ + 79 Whether or not you accept this invi- 
than a one shot effo1 t. tation to accept a Maskill Credit Card, you'll enjoy shopping at our stores. 
Maskill wanted new charge ac- Seri ain ew ep ereene~ Bets Sats See Saabs Soc aes ot Me 20 
é t coo eS Dasa chedu ee delivery 
counts. The firm had a list of 1105 service . . . and our “semi self-serve” policy. - - This means you can make 
; @ purchase and be out of the store in less than a minute - if you're ina 
qualified prospects. hurry... or, if you need help or professional edvice - you'll find qual- 
A N M kill | i G d ified personnel on hand tc assist you. 
A. uN. WaSKI JYr., anc oraon 
° se We'd su like to hav u as harge 
Boyle employed Advertising Letter account customer. There's no red tape - seme ae hh pone ceutiinediies 
. . euane » . reply card . . . and drop it in the mail. - - I°1ll be glad to countersign 
Service, 2930 E. Jefferson Ave., it and return it to you without delay. 
Detroit, to come up with a plan Cordially, 
that would convert prospects into ap 4 Z is 
live accounts. | 


A budget of $2000 was set to 


(Continued on page 94) Letter No. 1 starts the ball rolling. 


This credit card was sent to letter respondents. 





Open a Charge Account for me. I've 
| Pp G 
| ° - signed the Credit Card. Now you 
4 countersign it and return it to me. 
_—~ 

Se ee ee ~ 

4400 N. WOODWARD CREDIT CARD 30 N. MAIN ST. 

ROYAL OAK CLAWSON 


119-3333 MASKILL HARDWARE CO. ju 8-3600 





iT iS UNDERSTOOD 
Mr. Robert Johnson THERE 1S NO CHARGE 


\ 
! 
! 
| 
l 
| 
| 
123 Elm Street OR OBLIGATION 
{ 
i 
| 
i 
j 


4400 N. WOODWARD AVE. 
ROYAL OAK, MICH 


Hometown, Michigan 


MAIL THE REPLY CARD 
RETAIN THE BUSINESS CARD 


CUSTOMER'S SIGNATURE — 





AUTHORIZED COUNTERSIGNATURE 
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Do your 





eustomers know 














VOU? 


by A. E. Burts, dealer, Tampa, Fla. 


The much-needed contact between the dealer and 


his customers can be taken for granted when a dealer 


starts spending too much time in his office. ‘“‘Watch it,’ says 


When my hardware business was small I knew all 
about everybody—my customers, that is. 

After it started to grow I took on sales people. 
Our expenses went up on account of additional sala- 
ries. Our profits began to slip. Even though we had 
more salesmen taking care of the trade, our volume did 
not increase. 

I knew something was wrong; I started to figure 
out what it was. I should have known the trouble, but 
I didn’t realize it until an old customer came into my 
office one day for a chat. 


About the author... 


A. E. Burts has been a hardwareman for more than 
30 years. His store is a remodeled 20-year-old build- 
ing, and it draws downtown trade as well as custom- 
ers from near-by suburbs. Builder’s hardware and 
supplies are featured lines. 
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“I hardly ever see you any more since you got big 
and built yourself an office. Sort of miss talking with 
you when I stop in for a keg of nails, or something,” 
he said. 

That woke me up! If he missed me, maybe some of 
the other old timers did too. 

When he left, I walked from my office out into the 
store. There was another customer I hadn’t seen for 
quite awhile. Before I had a chance to say anything he 
looked at me rather surprised and said, “Long time 
no see.” 

Usually I try not to take my business home with me, 
but that evening I couldn’t help thinking about the two 
fellows who said they missed seeing me on the floor. 

The following day I checked over our accounts and 
found that a good many of those who had been good 
customers in the past had not had anything on the 
books for quite a while. 
























































this dealer, ‘‘it can lead to trouble.” 


Next I spent some time among the customers in the 
store and found that they were more or less strangers 
to me, and therefore, I to them. The old familiar faces 
were somewhere else. This really started me to 
thinking! 

That evening I again thought about my business, 
and what had happened to it. 


I had started small, on limited capital, and for 
awhile I was the only salesman. Everytime anyone 
came into the store I made it a point to find out about 
him and his family. Sometimes I even made notes 
after the customer left. I knew when his wife, or 
daughter, was going to have a baby. In the case of 
farmers, I even kept track of when the best cow was 
going to calve. 

I also knew how the kids were coming along, espe- 
cially if they had chicken-pox, or something. 
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I never failed to ask about the family. At first, I 
did it as a sort of business trick. As time went on I 
found I actually became interested in my customers 
as people. They were really my friends, and I think in 
many cases, I became theirs. 

I didn’t know it at the time, but I guess my custom- 
ers didn’t just buy wrenches, and nails, etc. They 
bought them from me. I think they thought of me as 
their hardware man. 

Later on, as the business grew and I had to in- 
crease my floor space, it seemed only natural that I 
should have an office—not like a “big shot” with a 
door that could be closed, but a space in the back of 
the store away from the customers. 

At first I didn’t use it very much. But as time went 
on I spent more and more time there. Guess I felt 
important, what with my bigger store. 

At least, I was far enough removed from the people 
in the store so they had to come to me if they wanted 
to talk, and most of them didn’t bother. 

Another problem that came up about this time was 
the development of the big chains. Everybody and 
his brother seemed to be selling hardware of one kind 
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Do your customers know you? 
(Continued) 


or another, even some drug stores. Here I was witha 
bigger store, more overhead, and less profit. 

Things were getting serious, and I had to figure 
out an angle to keep from slipping behind. 

Some of the dealers I knew were going out of busi- 
ness. But I was a rather young man at the time. I 
loved my store and my work, and I didn’t want to give 
it up without a fight. 

At some of our meetings dealers said that the only 
way to beat the chains was to give better service. 

I agreed with that, but after all, when a fellow 
comes in for a screw driver, or a coupling, there is 
only so much service that can be rendered. In fact, 
about all you can do is wrap it up for him and take 
his money. 

“But,” I thought, “there must be something I can 
do to offset the cheap prices of the chains. What have 
I got, or what can I do, that the chains cannot?” And 
then it came to me, like a bolt of lightning. The head 
of the chains could not be in every store and know 
customers personally. But I could! 

I decided to return to my original custom of know- 
ing and taking a personal interest in my customers. 
My store now was too big for me to work as an indi- 
vidual salesman on the floor, but I did start circulat- 
ing among our customers. 


I got to know my trade 


First, I would introduce myself and then say, “I’ve 
been around here a long time, but I don’t believe I’ve 
had a chance to meet you before.”’ 


Then I would ask a casual question like, “Do you 
live in the neighborhood ?”’ 


Usually I would tell the customer something about 
my family and the customer would then tell me some- 
thing about his. Before long we would be talking 
more or less like friends. 


In most cases I didn’t actually wait on the cus- 
tomer personally, but would thank him for his busi- 
ness anyway. I would make a mental note, and some- 
times a written one, of his name or something about 
him so the next time he came in I could talk with him 
on a personal basis. 

It has been quite some time now since I put my 
plan of personal contact back into operation, but it is 
still paying off. 

It took awhile for it to take effect, for I had to build 
a new set of customers on a personal basis. Now that 
it is working, I’m no longer worried about the busi- 
ness that goes to the chains. 


I don’t want a great big business with all its head- 
aches. I just want to run a good hardware store that 
gives me a little better than average living without a 
lot of complications. I’ve got that, and as long as I 
remember to stay away from my desk most of the 
time, and keep my personal contact with my friends 
(my customers) I really don’t believe I’ve got too 
much to worry about. —End 
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EMPLOYEE RELATIONS 





Right or 


Here are several true-life case histories of employee 
problems. How would you solve them? The decisions of 
the arbitrators who handled the cases are given to per- 
mit you to check your opinions with their decisions. 
Names of the principals have been changed. Readers 
who want the actual case citations can obtain them by 
writing Hardware Age. 


The problem: If two employees are about equal, can 
management use a test to decide whom to promote? 


What Happened: 

Management decided to improve its promotion pol- 
icy. For years the measuring rod was “seniority plus 
ability.” Now it wanted something “tangible” instead 





of judgment alone. So it began to use tests for pro- 
motion to certain jobs. On one of these jobs an arith- 
metic test was a factor. The union took issue, saying: 
(1) You never used tests so you can’t suddenly 
introduce them. 


(2) You have plenty of protection. Each promoted 
employee is on 30-day probation. So you can 
get rid of him if he doesn’t work out satis- 
factory. 

The company came back: 

(1) Tests are not entirely new. For example, on 
some jobs employees must pass a physical 
exam. That’s a test. 











Wrong?? 


How would you solve these employee proble.as? 


(2) Management should have a right to improve 
its selection procedure. Tests are one way to 
do this. 

Was the company: tight [] Wrong [] 

What Arbitrator Whitley P. McCoy ruled: 

“In principle the company cannot be denied the 
right to determine abilities in any reasonable way. 
For some jobs a look at the employee’s personnel rec- 
ord might be sufficient. For another job, a physical 
examination might be reasonably necessary, and that 
alone. For still another job, a demonstration of abil- 
itv to do the job might be reasonable. It might be 
fairly said that a written test would:be quite unrea- 
sonable for a great many jobs which call for ‘a 
strong back and a weak brain.’ But for some jobs a 
test would be reasonable and common sense. It is the 
award oi the arbitrator that where reasonably neces- 
sary to determine abilities, the company does have 
the right to give a written test as a determinate for 
promotion.” 


The problem: Can you discipline an employee for 
refusing to work under conditions he considers 
dangerous? 


What Happened: 

Harold King had worked for the company for 11 
vears. One day, while working with the crew, he 
smelled a strong ammonia odor. 

“I’m getting out of here,” he said as he picked up 
his tools and walked off the job. 

“Where are you going?” asked the foreman. 
“There’s work to do.” 

“Not on your life,” said Harold. “The ammonia 
odor is rough and I don’t have to take it. The rules 
say that when I feel uncomfortable, I can leave 
the area.” 

“Take this gas mask and respirator and get back 
to work. You’ll be okay. The other men are still 
working.” 

“No. That equipment is hard to work with. I can’t 
















stand the smell of ammonia. I don’t have to take 
risks because you say so.” 

After that remark the supervisor sent Harold 
home for the rest of the day. Harold claimed pay for 


by 
Whitin | 








the time he lost, claiming that he had only obeyed 
the safety rules. 
The foreman said Harold had been insubordinate 
in refusing to work while other men were working 
in the same area without complaint. 
Was the foreman: Right [] Wrong [] 
What Arbitrator Robert G. Melntosh ruled: 
“The rules make the employee’s discomfort the 
standard for staying or leaving. However, when 
directed to return, it was his obligation to do so. 
Then if he again found the ammonia in such quan- 
tity as to cause discomfort, he would have been jus- 
tified in fleeing from the area. He chose to disobey 
the direction of his supervisor even though the 
presence of others at work in the area (apparently 
without discomfort) should have indicated to him 
that it was safe. His refusal to obey the foreman’s 
instruction was insubordination. When an employee 
refuses to work, there is no other course open to 
an employer but to send him home. Harold King 
is NOT entitled to be paid for time he lost.” 
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What is 


Success in wholesaling? 


is there a ‘‘Formula for Success?’’ 


This question was asked of three lead- 


ing hardwaremen at the 1960 convention of the American Society of Archi- 
tectural Hardware Consultants (See HA, Oct. 6, 1960, p. 46). These speak- 
ers included a manufacturer, a general line wholesaler and a contract hard- 


ware distributor. 


The author of this article spoke at this meeting, giving 
his appraisal of the hardware wholesale business. 


His comments were 


especially timely because of their direct reply to many questions being 
asked today by manufacturers, dealers and wholesalers. The wide interest 
shown in Mr. Townley’s remarks at the meeting encouraged the editors to 
ask Mr. Townley to put his remarks into the form of an article for publica- 


tion in Hardware Age. 


We appreciate the permission of the ASAHC to in- 


corporate in the article material contained in the original discussion. 


During the past few years a few 
wholesale hardware firms have 
chosen to go out of business. 

Some of these firms were older 
than Townley. and as well estab- 
lished. Some of them had a sizeable 
sales volume, but they apparently 
were not operating at a profit, or 
at least not a sufficient profit. 

On the other hand, other whole- 
sale firms, such as ours, have been 
able to produce a profit. What is 
the reason for this difference? Is 
there a “formula for success” in 
wholesaling ? 

I do net believe there is a for- 
mula that will produce profitable 
operations in all cases. Each com- 
pany faces different problems. 

Thus, rather than discuss a “for- 
mula,”’ I would like to discuss our 
experiences, our methods and our 
goals, for whatever value this may 
have for others. 

Our net profit in 1959, after 
taxes, was only 2.05 percent of 
sales. This is not a very healthy 
figure. But it is better than most 
national grocery chains can do, 
even though it is below what a well- 
operated steel mill will do. 

On the other hand, our turnover 
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of merchandise was above five 
times, and our net profit, after 
taxes, Was approximately 9 percent 
of net worth. This compares very 
favorably with some of the na- 
tional food chains and is better 
than some steel mills. 

What is a good measure of suc- 
cess for a wholesale hardware firm? 
In my opinion, these are three 
basic factors: 

(1) The rate of return on in- 
vested capital. 

(2) The type of income it can 
pay to the owners, to management 
and employees. 

(3) Its prospects for future 
owner-managers, including the in- 
centive to adapt to changing times 
and to continually strive to im- 
prove operations. 

We at Townley feel that our 
present operation measures up 
favorably to these three factors 
and, to that degree, we are earning 
the right to be considered success- 
ful. 

What have we done to achieve 
this goal? Let’s look back a few 
years. 

Townley was founded 76 years 
ago by my grandfather, as a dis- 





by James P. Townley I! 
president 

Townley Metal & Hardware 
Co. 

Kansas City, Mo. 


tributor of tinners’ supplies. Hard- 
ware was added in 1900. Our major 
sales efforts have been in hard- 
ware, since that date. 

We lost our shirt in the depres- 
sion of the ’30’s, but managed to 
live through it. The post war years 
brought a very satisfactory recov- 
ery. Our sales in 1959 were the 
largest in our history and were 
three times greater than those of 
1945. 

We are a full-function whole- 
saler. We travel 60 men in Mis- 
sourl, Kansas, Oklahoma, eastern 
Colorado, and parts of Arkansas 
and Nebraska. 

We carry an inventory that aver- 
ages $2,500,000 and is backed by 
an office and warehouse area of 
304,000 sq ft. 

We ship 94 percent of our mer- 
chandise from stock; 6 percent is 
shipped direct from manufacturers. 

We extend credit terms to our 
dealers and discount our bills. We 
also make available to our dealers 
a variety of advertising and mer- 
chandising aids. 

These three functions — selling, 
warehousing, financing—are what 
make wholesaling an essential func- 
tion, an economic necessity. These 
are services that must be per- 
formed by somebody, to provide 
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mass distribution of goods from 
the factory to the consumer at the 
lowest possible cost. We believe a 
hardware wholesaler can provide 


these services and 
profitably. 

In 1951 my older brother, Web 
Townley, became president of the 
company. At his suggestion, I was 
made vice-president and general 
manager. Web’s interest has been 
largely in the steel kitchen division 
of our business. My interest has 
been in hardware. 

In appointing me general man- 
ager, he delegated a rather large 
field to me. We have gotten along 
famously without a single family 
disagreement. 

Our operations at that time were 
being hampered by plant limita- 
tions. We had occupied our build- 
ings for some 50 years and had 
simply outgrown them. We lacked 
space and couldn’t give good ser- 
vice on our orders. 

We faced two choices. One was 
to build a new one- or two-story 
warehouse on the outskirts of 
town, requiring an investment of 
about $14 million in real estate. 
Our second choice was to stay in 
our present location, modernizing 
our operations. 

We decided on the second choice 


economically 


boa 





The office wing of the modernized Townley warehouse. 


and embarked on a program that 
took almost two years to complete 
and cost about $100,000. 

We tore out the old wood bining 
that reached to the ceiling, and 
replaced it with adjustable steel 
shelving, widened the _ aisles, 
painted and relighted old areas, and 
installed conveyor systems for in- 
coming and outgoing merchandise. 

These improvements opened up 
many bottlenecks and reduced our 
warehouse work force about 20 
percent. 

We then built a 57,000 sq ft ad- 
dition, adjoining our older build- 
ings, to house our offices and give 
us additional warehouse space. 

We thought we were set when 
this program was finished. The new 
facilities were calculated to enable 
us to handle 20 percent more busi- 
ness before new bottlenecks would 
develop. 

But then, unexpectedly, our near- 
est competitor went out of busi- 
ness. The result of this was an in- 
crease in our business to the point 
where we are back again to ware- 
house stretching and trying short- 
cuts in the flow of paper and 
merchandise. 

While warehouse operations are 
vitally important to the success of 
a wholesale firm, I believe the 


greatest asset of a business is its 
personnel. 

On becoming general manager of 
our company, the first important 
act that I performed was to select 
a sales manager and an operations 
manager and to delegate some real 
authority to each of them. Let me 
tell you about these two men, for 
in them lies a great deal of the 
responsibility of our success. 

Bob Lindsey was a salesman for 
our company in a country territory. 
He had had retail experience as a 
partner in a hardware store. He 
had been a successful salesman for 
us for 14 years. He was one of our 
top salesmen. 

He had the qualities that we 
were looking for in a sales manager 
—enthusiasm, energy, leadership 
ability, knowledge of product, ex- 
perience, a lovely wife and a fine 
family. 

He became sales manager and is 
now our vice-president in charge of 
sales. He was delegated complete 
authority to manage sales and to 
supervise the selection of merchan- 
dise lines. Our sales force, under 
him, has been up-graded and en- 
larged. Numerous sales promotions 
and programs have been initiated. 
He has imparted to our men much 
of his enthusiasm, his love for a 
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What is 


Success in wholesaling? 
(Continued) 


job well done, and his pride in the 
company. 

Bart Bartholomew came to us 
seven years ago from the opera- 
tional department of Montgomery 
Ward. When we entered into the 
program of modernizing our old 
warehouses, we knew that the job 
of laying it out, supervising: the 
change-over and maintaining it 
would have to be delegated to one 
individual on a full time basis. 

That was Bart’s first job,and’ a 
big one. Under his direction, as 
operations manager, we installed 
conveyors for merchandise and 
paper-work, up-graded the quality 
of our working force, evaluated 
and classified all jobs, set up a six- 
month review with merit raises, 
installed incentive pay rates for 
order fillers and packers, and made 
innumerable changes in warehouse 
and office operations to smooth the 
flow of work. 

The delegation of authority to a 
competent sales manager and a 
competent operations manager does 
not leave me with much detail. 
However, I find it highly advan- 
tageous to be conscientiously on 
hand, not only for the many deci- 
sions, problems, and future plan- 
ning that come up daily, but also 
for the psychological effect. As top 
management performs, so does the 
rest of the organization. 

Since the success of our company 
is so dependent on a volume of 


Conveyors move _ merchandise 
multi-story warehouse. 





profitable sales and on an internal 
warehouse and office operation that 
provides good service at a mini- 
mum cost, it is essential that our 
sales manager and operations man- 
ager, and their people, work to- 
gether as a team. 


To encourage this team play, we 
pay our operations manager and 
sales manager a year-end bonus 
that is based in both cases on the 
same figure—a percentage of the 
company’s over-all net profit before 
taxes. 

I have been discussing our over- 
all operation, which includes such 
lines as tools, housewares, sporting 
goods, industrial and farm sup- 
plies, plumbing and heating, steel 
and wood kitchens, floor covering, 
as well as builders’ hardware and 
allied building supplies. 


Top profit department 

We are a full wholesale line hard- 
ware house. Unlike many hardware 
wholesalers, we do not have a con- 
tract builders’ hardware depart- 
ment. Our builders’ hardware is 
sold exclusively to the hardware 
retailer, the lumber dealer, the 
building supply dealer. We do not 
sell direct to the home builder, nor 
do we take off blue prints and sell 
to the building contractor. We 
leave that to the experts in the 
field. 

Builders’ hardware, however, is 
a very important segment of our 
business. Our volume in 1959 in 
builders’ hardware, and this does 
not inciude screen wire, paint, 
tools, and like items that are in 
different departments, was in ex- 
cess of $1,300,000. In addition, it 
was one of our top departments in 
gross margin of profit. 


Bob Strandmark, who handles 
our builders’ hardware department, 
along with our paint and wire cloth 
department, is the buyer and mer- 
chandise manager of these depart- 
ments. 

He does not have an assistant or 
a secretary. Our six buyers have 
joint use of a woman to write or- 





ders; a woman to handle invoices; 
a Dictaphone operator who handles 
all correspondence for buyers, cred- 
it department and claim depart- 
ment; and a Kardex system to 
maintain their perpetual! inventory, 
sales and cost records. 

Bob, like other buyers, receives 
an incentive bonus at vear end that 
takes into consideration the in- 
crease in volume of his depart- 
ments, turnover, completeness of 
filling orders, and gross margin of 
profit. 


We plan for progress 


Now, let’s look at the future. We 
do not make changes in our opera- 
tions just for the sake of making 
changes. But, we are continually 
looking for changes that we can 
make that will improve our opera- 
tion. Our goal is to continually im- 
prove our service and lower our 
cost of operation. 

For example, in order to handle 
the substantial increase in volume 
of the last two years, we must 
modernize our paper flow and office 
procedures. So, we started pro- 
graming for a RAMAC installa- 
tion. We allowed a year for pro- 
graming, for working IBM num- 
bers into our catalog on each of our 
35,000 items, and for preparing for 
conversion to punch card electronic 
equipment. 


This equipment has been in- 
stalled and tested and slowly put 
into operation. By early this year, 
we expect to have this equipment 
making our warehouse picking 
tickets (in proper location § se- 
quence), our bills of lading, pric- 
ing and extending, invoicing, sales 
analysis by cost and sell, and in- 
ventory control. It will also alert 
buyers of low stocks and outs, and 
will produce other management re- 
ports and by-products. 


If we are to be successful in the 
future, we must plan for it and 
provide for it today. If there is 
any formula for what success we 
may have had, it must include as 
factors our belief in delegating 
authority, in good personne! at all 
levels, in never being satisfied with 
the job we are doing, and in spend- 
ing the time and money to con- 
tinually improve our over-all op- 
eration. —End 











Can a woman run a hardware store? 





“You bet I can,”’ says a successful distaff dealer, “*but 


I would never have made it without able men to help me.” 


Is there a place for women in the management of 
a retail hardware business? 

Are they equal to the complexities, long hours, and 
needed technical background in what has always 
been considered a man’s world? 

Mrs. Lloyd E. Ritter says “Yes.” 

Mrs. Ritter came into management of her store at 
Belvidere, N. J., without a bit of preparation in the 
1940’s. Now, some 15 years later, she is quite happy. 

And she is showing a satisfactory profit. She is 
regarded locally as a good knowledgeable hardware 
dealer. She puts in six days and one evening a week, 
and loves the work load. 

“IT don’t have a chance to sit home and feel lonely 
or sorry for myself,” Mrs. Ritter says. 

The late Mr. Ritter had bought a lumber yard in 
Belvidere a few years before he died in the early 
1940’s. Mrs. Ritter became its manager and pro- 
ceeded to learn the lumber business. 

A few years later, about 1945, Mrs. Ritter learned 
that the Dan Perry Hardware store nearby was for 
sale. Mr. Perry’s then recent-widow found that she 
was not equal to becoming a hardware “man.” Mrs. 
Ritter caiculated that lumber and hardware are 
closely related and helpful to each other on the re- 
tail level. So she bought a hardware store. 

“Here I was, a former housewife who didn’t know 
about business in any form, the boss of two tough 
enterprises,” says Mrs. Ritter. “But I never would 
have made it without able men to help me. 

“T began by learning, by doing, as I went along. 
Luckily, I was able to keep one of the hardware 
men who had worked in the store before I bought it. 
Then, my son Tom, who was away at college came 
home to help me run the firm. 

“IT welcomed the challenge. I wanted to be busy. 
It is very easy for a widow to sit home and pine 
away in self pity,” Mrs. Ritter says. 

How does Mrs. Ritter feel about giving up the 
title of housewife? 

“Oh, I haven’t given up the title. My house won’t 





Mrs. Ritter waits on the trade as efficiently as most men. 


keep itself. You know a woman in business is at a 
disadvantage right off. She has to keep up her home, 
besides working. 

“But I enjoy it all. I love people. Going into busi- 
ness gave me a chance to be among them, and it 
certainly helped me over a most difficult time in my 
life.” 

How does the business shape up today? 

Mrs. Ritter has found her learn-by-doing growth 
of experience very valuable, a definite advantage: 

“Many women shop my store, seeking hardware 
that is strange to them. Their husbands are do-it- 
yourself addicts who often as not don’t know the 
technical names of the things they need. 

“During the business day, they send their wives in 

(Continued on page 96) 
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Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 77, and mail 


Item 1 
Vacuum bottle line 


The complete Dura-Clad line now 
includes regular-neck bottles in 
quart, pint, and half-pint sizes, and 
wide-mouth bottles in quart, pint, 
and 10-0z sizes. Development of 
line allows Aladdin to offer outing 
kits fitted with both regular and 
wide mouth bottles; workman’s 


lunch kits; and children’s school 
lunch kits. All bottles feature 
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polypropylene jackets, collars, and 
Pitcher-Pour handles. Aladdin In- 
dustries, Inc., Dept. HA, 703 Mur- 
freesboro Road, Nashville, Tenn. 





Item 2 

Home paint center unit 
Wooster’s Home Decorator Cen- 

ter brings together at one floor spot 

paint sundries from brushes and 

rollers to sandpaper and thinners. 

Made of steel and perforated panel- 
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ing, the unit has adjustable shelves 
and is easy to set up. Takes 5- 
ft of floor space, stands 50-in. high. 
Front of center holds standard 





tools, reverse side displays pro- 
fessional and _ production tools. 
Wooster Brush Co., Dept. HA, 


Wooster, Ohio. 


item 3 
Expanded dinnerware line 


Two informal scatter patterns, 
Fjord and Autumn Haze, are new- 
est additions to Brookpark’s Con- 
temporary Coupe three-pattern 
line. Fjord is a geometric flare- 
burst design detailed in blues and 
greens against translucent white, 
with solid turquoise matching hol- 
low pieces. Autumn Haze, shown, 
suggests muted fall leaves in their 
true colors, against a soft ivory 
background, with mocha brown 
hollow pieces. Offered in 45-piece 





sets with suggested retail price of 
$39.95. Open stock available. 
Brookpark, Inc., Dept. HA 11701 
Shaker Blvd., Cleveland 20, Ohio. 


Item 4 
Oval hamper ensemble 

This Detecto oval hamper ensemn- 
ble is for bedroom or bath. The 
fluted pattern covering is embel- 
lished by brass-toned trim. Hamp- 








Here is a quick Check 
List of items described 
in the following pages 





ers have sculptured towel handles 
and tapered Swedish legs. Guaran- 
teed against rust. Available in 
lilac, sandalwood, white, black, 
pink, vellow, blue, and green. Full 
size hamper, Model 032, is 26%%-in. 
high by 21l-in. wide by 1314-in. 
deep. Retails for $13.95 east of 
Mississippi, $14.95 west of Missis- 
sippi. Detecto Scales, Inc., Dept. 
HA, 540 Park Ave., Brooklyn 5, 
N.Y. 


Item 5 
Free seeds with gloves 


Each pair of Green Thumb gar- 
den gloves now includes a gift 
package of giant Zinnia seeds. The 





packet is printed in color to create 
an eye-catching display. Each 
dozen gloves is packed in a 5-in. 
wide, open front display box for 
self service. Women’s gloves are 
protected by a soil-proof plastic 
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try-on package. Both women’s and worn areas in old mufflers. Other 


men’s styles remain at 98¢ for the 
special promotion. Edmont, Inc., 
Dept. HA, Coshocton, Ohio. 


Item 6 
Muffier repair compound 
Muffler Sealer is applied from a 


Squeeze tube to connect pipes to 
new mufflers and stop leaks or seal 


DEVCON . 
Muffler 
Nealer 





uses include sealing leaks or holes 
in flue pipes and chimneys, filling 
ductwork and caulking pipes. The 
non-rusting repair has high heat 
resistance. Tube is mounted on 
colorful display card. Retails for 
98¢. Devcon Corp., Dept. HA, Dan- 
vers, Mass. 


Item 7 
Barbecue tool line 


Here’s a line of barbecue tools 
called Conestoga. Tool handles are 
designed with an Old West motif. 
Tools are made of solid sterling- 
finished stainless steel. Handles 
are finely-grained American birch, 
painted red and yellow. The handles 
have genuine cowhide thongs for 
use as hangers. The complete set 
consists of six tools and hanger. 
Tools include spoon, brush, tongs, 
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turner, 3-prong fork and knife. 
All pieces are 17-in. long. Suggested 
retail price is $12.95. Ace Mfg. 
Co., Inc., Dept. HA, Chalfont, Pa. 








Item 8 
New color in brush line 
Sandalwood has been added to 25 
brushes in the Ox Fibre line of 
household brushes. The new color 
joins pink and yellow as standard 
in Oxco household brush merchan- 
diser assortments. Ox Fibre Brush 
Co., Inc., Dept. HA, Frederick, Md. 


Item 9 
Modern screen door lock 


This modern-styled lock for 
screen and combination doors has 
a l 3/4-in. diameter tulip shaped 
knob to match the tulip shape of 
Dexter entrance and interior lock- 
set knobs. Roses are 1 7/8-in. di- 
ameter. A slide lock is mounted in 
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the inside rose. Lock is reversible 
for outswinging and inswinging 
doors. Available in polished brass, 
polished chrome, satin bronze, satin 
black, and satin chrome. Dezter 
Lock Div. of Dexter Industries, 
Inc., Dept. HA, Grand Rapids, Mich. 


Item 10 
Household brush specials 


An indoor push broom, an out- 
door push broom, and a Car and 
Home Washer will be offered at 
reduced prices for Hardware Week. 
Empire’s No. 5637 Car and Home 
Washer with 30-in., one-piece, 
aluminum haudle and built-in shut- 
off valve will retail for $2.69. Reg- 


ular retail is $3.29. The No. 5913 
wide-stroke 16-in. Indoor broom, 
shown, for kitchen, playroom, porch 
etc., will retail for $2.29. Regular 
retail is $2.98. The No. 5912 Out- 
door broom, a heavy-duty broom, 
will retail for $2.29. Regular retail 
is $2.98. Empire Brushes, Inc., 
Dept. HA, Port Chester, N. Y. 


Item 11 
8-in. hose clamp pliers 

These newly improved hose clamp 
pliers by Vicheck are for use with 
new spring clamps, and for auto- 
motive, marine and industrial use. 
The pliers are 8-in. long, drop 
forged with rust-resistant plated 
finish. Special feature of the pliers, 
called No. PHC208, include front 


and side adjustments for inaccessi- 
ble locations. Vichek Tool Co., Dept. 
HA, 3001 E. 87th St., Cleveland 4, 
Ohio. 


Item 12 
Rocking-action sprinkler 


Sherman’s Rock’n Rain lawn 
sprinkler has a specially designed, 
self-cleaning nozzle which provides 
power for constant rocking action. 
The adjustable nozzle controls 
width as well as length of spray. 
Sprinkles an area from 45-ft to 60- 


ft to 4-ft by 70-ft. Sprinkler has 
rust-proof automotive-type finish. 
H. B. Sherman Mfg. Co., Dept. HA, 
Battle Creek, Mich. 


Item 13 

New placemat patterns 
Magic-Cover Placemats are avail- 

able in 12 patterns. Mats contain 

an inner layer of Alcoa aluminum 





ITEM NUMBER ON FREE 


foil to disperse heat. Polyurethene 
foam is laminated to the back to 
give mats non-skid and non-scratch 
features. Designs will not fade or 
scuff. Mats will retail for 59¢ each. 
Patterns shown include, left, Red 
Dundee, and right, top to bottom, 


< 


Black Confetti, White Stardust, 
Natural Cork, Turquoise Tempo, 
and Red Roses. Synthetic Fabrics 


Inc., Dept. HA, Springfield 4, Mass. 


Item 14 
Closed face spinning reels 


Instant pick-up of loose or coil- 
ed line is assured with True Tem- 
per’s Ocean City 376 and 377 Flip- 
line closed face spinning reels. 
Other features include a full-width 
casting control bar, a drag control 
dial with audible click when drag 
is applied, ultra-quiet and smooth 
running gears, automatic anti-re- 
verse, threaded hood which fits se- 
curely, and a l1-piece die cast 
frame. Both reels are pre-spooled 
with 120-yds of 6 lb test mono- 
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filament line, furnished with a %%- 
oz practice casting plug, and weigh 
only 84-0z. Model 376 shown has 
double-knob handle and lists for 
$12.95. The 377 has single con- 
toured handle knob and lists for 
$14.95. True Temper Corp., Dept. 
HA, 1623 Euclid Ave., Cleveland 
15, Ohio. 


Item 15 


Improved weatherstrip 

Angle Seal is an improved 
weatherstrip that assures an extra 
tight seal, even on warped sur- 








faces. It’s made of durable rubber 
and aluminum. Especially designed 
for che do-it-yourself trade, it is 
easy to apply. Available in 7 and 
3-ft lengths. Bridgeport Fabrics, 
Inc., Dept. HA, Bridgeport, Conn. 


Item 16 
High-style wall finishes 


Martin-Senour’s newest line of 
interior wall finishes is a high-style 
group called Shibui colors. Shibui, 
a Japanese word meaning the high- 
est level of beauty, is used to in- 
dicate that the paint line achieves 
an understated richness. There are 
16 Shibui colors available for the 
Colorobot machine. These colors 
tie-in with other home decorating 
products which follow the Shibui 
principal of design. Martin-Senour 
Co., Dept. HA, 2500 S. Senour 
Ave., Chicago, Ill. 


Item 17 
Pantryware line expanded 


A spice set and salt and pepper 
shakers are the newest additions 
to the Republic Golden Crest pan- 


tryware line. The No. 245 spice 
set, bottom, consists of six 8-0z 
polypropylene containers in white, 
beige, and copper to match other 
items in the line. Each item is 
topped with golden meta! covers 
seated on a rack for attaching to 
walls, or for a shelf. Retails for 
$4.98 per set. The No. 244 salt 
and pepper shakers also match 
other items in the Golden Crest 
line. Retails for about $1.29 per 
set. Republic Molding Corp., Dept. 
HA, 6465 N. Avondale Ave., Chi- 
cago 31, Ill. 


Item 18 
Submersible sump pump 

Greater pumping power, rugged 
cast-bronze construction and a 
newly designed non-clog impeller 
and volute are features of Kenco’s 
Model 139 sewage sump pump. 
Pump is completely submersible 
with all controls inside. Has 4-hp 
motor and can pump 8600 gallons 
per hour at a 5-ft head, 6800 gal- 
lons per hour at 10-ft. The one- 
piece cast-bronze base features 
2-in. NPT discharge, free-flow vol- 
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ute design, and leg supports in- 
ternally threaded to take adjustable 
lengths of standard %-in. pipe. It 
is equipped with a thermal over- 
load protector to give complete mo- 
tor protection. Kenco Pump Div., 
American Crucible Products Co.., 
Dept. HA, Lorain, Ohio. 


item 19 
Plant starter kit 

Here’s an all-in-one plant starter 
kit with seeds, enriched soil, and 
planter. It’s available in 24 popu- 


lar flower and vegetable varieties. 
Each kit contains a package of 
Ferry’s seeds and a ready-to-use 
planter filled with soil made up of 
Terralite, Danish peat moss, and 
slow-release fertilizer. Seeds are 
guaranteed to grow or regular 
packet price will be refunded. 
Ferry-Morse Seed Co., Dept. HA, 
Mountain View, Calif. 


Item 20 
Two mowers in 1961 line 


Two mowers, the 22-in. custom 
special Model 720, and the budget- 
priced 19-in. mower Model 789, 
are in Propulsion’s 1961 series of 
push-type mowers. Model 720, 
shown, has a 2%-hp Briggs and 
Stratton engine with automatic 
impulse starting, 22-in. cutting 
width, three cutting heights, and 
full range fingertip engine control. 
It’s equipped with a low-tone muf- 
fler and precision ground and 
balanced spring steel blade. Model 
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789, the budget-priced mower, has 
19-in. cutting width, a lower horse- 
power engine and recoil starter, 
and many of the same features 
found in the Model 720. Propulsion 
Products Co., Dept. HA, South 
Milwaukee, Wis. 


Item 21 
Pastel-colored hangers 

Jiffy picture hangers are avail- 
able in pastel colors and white to 
match the walls of any home decor. 
Hangers come in new cellophane 
covered package to retail at 19¢ 
per package. Colors available are 
brown, gray, pink, yellow, green, 
blue, and white. Jiffy Enterprises, 
Inc., Dept. HA, 146 N. 138th St., 
Philadelphia 7, Pa. 


Item 22 
Aluminum platform ladder 

This 1600 series Craft-Masier 
aluminum platform ladder has al! 


the advantages and ruggedness for 


heavy industrial use, but is light 
enough for one man to handle. New 
cantilever step design provides a 
larger, safer step tread. Two side 
rails and horizontal top section 
make climbing easier and serve as 
a guard and knee rail. Available 
in sizes from 3-ft to 10-ft. Tripie 
riveted construction, ribbed rub- 
ber safety feet, and diagonal brac- 
ing at critical points are standard 
features. Craft-Master 1600’s are 
UL approved. R. D. Werner Co., 
Inc., Dept. HA, Greenville, Pa. 


Item 23 
Juvenile folding furniture 


This newest Cosco folding walker 
is sturdy, yet its frame of chromi- 
um plated steel weighs just 4-lb. It 
is 16%%-in. high to the top of the 
walking bar and rolls silently on 
self-lubricating 2-in. casters. Legs 
are flared slightly more than 21- 
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in. apart at corners to guard against 
tipping. Plastic bumpers are ad- 


justable. Available in patterned 
white or baby blue vinyl covering 
and sells for $5.95, slightly higher 
in the West. Household Div., Ham- 
ilton Cosco, Inc., Dept. HA, Co- 
lumbus, Ind. 


Item 24 
Plate-type truck caster 
Bassick’s 4-in. plate-type, truck 
caster is for use where ordinary 
casters are likely to become en- 
tangled in threads, lint, fabrics or 
other like materials. Extra wide 
spacer washers between horn and 
wheel allow lint and threads to fall 
freely through the horn. Other fea- 
tures include a fully machined- 
face on threads, a bolt and nut type 
removable axle with pressure-type 





Mul-T-Anvil 
Micrometer 
Vise-type frame holds round or 


flat anvils. 0-1” and 1-2” sizes. 


Nos. 1 and 235 
Cut Nippers 
Types for cutting wire or file. 
5%" and 7” sizes. Also with 
Carbide tipped jaws. 





No. 425 
Pocket Slide Caliper 
For inside or outside measure- 
ments. 3”, 5” or 6” sizes. 


No. 281 Wire Gage 
American Standard for gaging 
wire, sheet metal, etc. 0 to 36 
gage. 











Combination Square 


with square and center heads. 
Sizes from 4” to 24”. 
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No. 47 Universal Bevel 
Adjusts to any angle. 6” blade 
has offset and straight slots. 





No. 567 V Block and Clamp 
Holds round work for drilling, 
milling, grinding. Rests on base, 
end or side. 





describes and illustrates 
over 3000 Starrett Tools. 


Here are the tools you need to attract quality-conscious professional and amateur craftsmen 


Changing times have created a vast 
new army of technicians, mechanics, 
repairmen and skilled craftsmen. At the 
same time, prosperity and the new lei- 
sure has boomed interest in hobbies, 
home workshops and home improve- 


ment. 


Are you letting this big new market 
for tools pass you by? Are you offering 


the kind and quality of tools it takes to 


attract this profitable patronage? 


Shown here are only a few of the 


many Starrett tools that have a power- 
ful appeal to both professional and 


amateur craftsmen. Stock them, display 
them and you'll win new customers. 
Feature them and you’ll help establish 
your store as the quality tool center of 


your community. 


Send today for big 


new Starrett 


Catalog No. 27 and Price List. Address 
Dept. A, The L. S. Starrett Company, 


Athol, Massachusetts. 


PRECISION TOOLS 


World's Greatest Toolmakers 


PRECISION TOOLS + DIAL INDICATORS + STEEL TAPES » GROUND FLAT STOCK « HACKSAWS «+ HOLESAWS + BAND SAWS « BAND KNIVES 
Want more facts? Circle 125, p. 77 
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lubrication fitting, and heavy zinc 
plating on metal parts. Bassick 
Co., Dept. HA 3045 Fairchild Ave., 
Bridgeport 5, Conn. 


item 25 
Swivels, snaps dispenser 
This Color-Keyed display-dis- 


penser for Kelux swivels and snaps 
consists of 48 tubes, one dozen each 
in sizes 5, 7, 10, and 12. Each size 
is indicated by a different color 
cap. Display stands 8-in. high and 





is 744-in. wide. Color-Keyed fea- 
ture provides a quick inventory 
check and helps simplify reorder- 
ing. Art Wire and Stamping Co., 
Dept. HA, Newark 2, N. J. 


Item 26 


Bar-B-@ table-bench set 


This Barbecue set of Redwood 
and aluminum is a table-bench 
combination constructed of sturdy 
1-in. Alcoa aluminum complimented 
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with redwood tops and braces. All 
wood is from heart of the redwood 
tree and is finished with sealer and 
stained for even color, texture, and 
protection. The 6-ft set folds for 
easy storage and portability. Table 
is constructed with 4-in. slats of 
four quarter stock. Top is 30 x 72- 





in., 2914-in. high and weighs 36 lb. 
Each bench is 12-in. wide by 72-in. 
long, 17%-in. high and weighs 16 
lb. Set retails for $46.95. All-Lu- 
minum Products, Inc., Dept. HA, 
36th & Reed Sts., Philadelphia 46, 
Pa. 


Item 27 

Stainless flatware patterns 
Two Majestic stainless flatware 

patterns, the Transition, left, and 

the Futurama, right, are styled in 

the currently popular Danish-Swed- 





ish motif. Both have ultra-modern 
outline and simple design. Avail- 
able in services for 4, 6, 8, or 12 
and in open stock. Majestic Silver 
Co., Dept. HA, 241 Wolcott St., 
New Haven 6, Conn. 


‘ 


A 
Item 28 
4'/2-hp deluxe riding mower 
The Deluxe model of the three 
Rugg riding mowers for 1961 is 
the Suburbanite Rider, shown, 
which features a separate blade 





clutch that disengages the blade 
when towing or traveling. Other 
features of the Model 40D-1 are 
a 4144-hp Clinton engine with im- 
puise starter, forward and reverse 
positive speeds through a close- 
tolerance chain drive, and com- 
plete differential action obtained 
through an automotive-type dif- 
ferential. Mower makes a 24-in. 
cut. E. T. Rugg Co., Dept. HA, 
Newark, Ohio. 


Item 29 
Display rack for levels 


The Profitool Uni-Rack L13D for 
quality levels has been added to the 
Stanley Uni-Rack system. Each 











level is listed at a price within the 
range of homeowner, hobbyist, 
skilled craftsman, and mechanic. 
Designed to promote impulse sales 
and_ self-selection, this complete 
level department is only 14 in. wide 
and 32 in. high. It comes with free 
wire rack which hooks easily into 
perforated panels. Included are 
two No. 187, two H1287 line levels, 
two No. 264 and two No. H1291 

















NONE BETTER ANYWHERE 


CRESCENT and CRESTOLOY Wrenches are made by 
the originators of the 22%° adjustable wrench. They 
have been widely copied but never equalled for design, 
balance, quality and all-around performance. The buyer 
who wants top value in tools insists on CRESCENT. 









Bolster your hand tool sales by stocking and 
displaying the complete CRESCENT line. ~ y OT AN 
Syl of Excellence 


Crescent is our trade-mark, registered in the United Srares and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NE W YOR K 
Want more facts? Circle 126, p. 77 
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torpedo levels, two No. 524A-24-in. 
aluminum levels. There are also 
one each No. H1297-18-in., 24-in., 
28-in. aluminum levels with new 
unbreakable plastic magnifying 
covers. There are also one No. 313- 
24-in. aluminum level and one No. 
255A-24-in. magnesium level. The 
Stanley-Handyman 524A is a 24-in. 
level of new design with high- 
strength cast aluminum frame, 
three solid set vials and extra large 


bubble for better visibility. It lists 
at $3.50 each, has %-in. calibra- 
tions on working surface. Dealer 


cost of Uni-Rack No. L13D, $34.83, 
retail value, $52.25. Stanley Tools, 
Div. The Stanley Works, Dept. HA, 


195 Lake St., New Britain, Conn. 


Item 30 
Display carton for vise 

The Little Wonder four-in-one 
portable hobby vise is now avail- 
able in green and black display 
carton. The carton makes it easy 





for customers to inspect and also 
illustrates the four basic uses of 
the unit. Little Wonder, Div. of 
Schiller-Pfeiffer, Inc., Dept. HA, 
Southampton, Pa. 


Item 31 

Rubber products display 
Lavelle’s revolving Maypole dis- 

plav features 17 different house- 

hold rubber products. The 6-ft high 

display contains the Korky Flapper 

tank ball faucet washers, basin 
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stoppers, and furniture leg tips. 
Each item is individually blister-or 
skin-packed on three-color cards 
that illustrate. product uses. Dis- 
play is free with purchase of the 
complete line of products it holds. 
Lavelle Rubber Co., Dept. HA, 424 
N. Wood St., Chicago 22, Ill. 


Item 32 
Newly designed cabinet pull 

The Starflite, a new cabinet 
pull is available in all popular 
finishes. It’s offered in the Med- 
alist Contract-Pak clear polyethy- 
lene bag. A free display board is 
available with each assortment of 


// 





5-doz pulls ordered. Medalist Hard- 
ware Div. of National Lock Co.., 
Dept. HA, Rockford, Ill. 


Item 33 

Display for flashlights 
Eveready’s Masterlite Assort- 

ment No. 72A contains three No. 

7251 spotlights and three No. 7251- 
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P spotlights. Dealer price for the 
six flashlights is $7.80 without bat- 
teries. A free counter merchan- 
diser is included. It holds four 
flashlights with a suggested retail 
price of $1.95 each, without bat- 
teries. This new assortment re- 
places assortments No. 72 and No. 
72-P-6. Union Carbide Consumer 
Products Co., Div. of Union Carbide 
Corp., Dept. HA, 270 Park Ave., 
New York 17, N. Y. 


Item 34 
Nailset safety grip 

Here’s a nailset with a rubber 
pillow to serve as a safety grip 
and ‘a fulcrum for pulling nails. 
The 3/32-in. Better Setter will not 


roll away, takes sting out of setting 
and permit nails to be pulled with- 
out marring the surface. Gordon 
Mfg. Co., Dept. HA, Farmington, 
Conn. 


Item 35 
Improved lawnsweepers 
Lambert’s Ambassador _ lawn- 
sweeper is available with a new 
Hite-Selector lever and a lift-out 
hamper. Selector is on handle and 
produces instant height adjustment. 
Lift-out hamper is constructed of 





MASTER BUILDER CONVERTIBLE 
TRANSIT-LEVEL — Model 320 
22-power telescope; coated optics, 
3-ft. short focus. Horizontal circle and 


vertical are read to 5 min. Sliding 
bar-type level lock. $229.50* 


I~ 








SPEED-A-LINER BUILDERS 
TRANSIT-LEVEL—Model 200 


18-power optical system. Horizontal 
circle; vertical are. Plate and tele- 
scope fine motion controls. Built-in 
sunshade. $112.50* 
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HEAVY DUTY 12” DUMPY LEVEL 
Model 150 


24-power coated optics. Dust pro- 
tected horizontal circle and vernier 
reads to 5 min. Rugged, accurate cen- 
ter construction. $174.95* 
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SERVICE TRANSIT-LEVEL 
Model 143 


Reinforced one-piece yoke frame. 12- 
power. Fine motion controls on horl- 
zontal circle and telescope. Telescope 
and plate vial. $99.95* 
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SPEED-A-LINER DUMPY LEVEL 
Model 190 


18-power internal focusing telescope. 
Circle reads in degrees. Built-in sun- 
shade. 4-serew fully enclosed, dust- 
preof leveling head. $69.95* 
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SERVICE DUMPY LEVEL 
Model 110 


12-power. Horizontal circle reads in 
degrees. Micrometer tangent screw 
and clamp for ‘‘on target’’ pointing. 
Undersiung level vial. $59.95* 











THE BEST IN I$ 











BERGER 


ENGINEERING & SURVEYING INSTRUMENTS . . . SINCE 1871 


Kay Re Oe 


HOW MANY 
OF THESE 
BIG TICKET SALES 
ARE GETTING 

AWAY FROM YOU? 


Chances are, if you’re not stocking 
Berger Levels and Transits now, many 
a good sale is slipping through your 
fingers everytime a builder, contractor, 
farmer or maintenance man slips through 
your door. They need transits and levels 
—for the same building jobs they’re 
buying other tools; why let them go 
elsewhere to buy them? The best way to 
cash in on these big ticket sales (and 
that means big ticket profits) is to stock 
a few. Display them. You’ll find that 
selling time, writing sales checks, 





- wrapping and bookkeeping cost no more 


than for many “penny” items. And there’s 


no competition from discount and 
_ premium houses. 


Let your regular customers know they 
can buy Berger instruments in your store, 
too. Take your choice from the complete 
Berger line. The investment is small— 
and you’ll be surprised how soon you'll 
have to re-order. Write today for 
information and discounts. 


*Prices include stiff leg tripod, plumb bob and case—F.0.8. Factory 
ES ee 


C. L. BERGER & SONS, INC., 
55 Williams St., Boston 19, Mass. 


Send me literature on 
SPEED-A-LINER Transit-Level [] Pocket Level (] 
SPEED-A-LINER Dumpy Level [] 12” Dumpy Level () 


| 

7 Convertible (] 
| Service Transit-Level [] Service Dumpy Level [} 
| 


Name 





(Please print) 
Address 





City Zone State 
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ere 
steel and canvas. Unit lists at 
$29.95. Lambert Inc., Dept. HA, 
519 Hunter Ave., Dayton 4, Ohio. 


Item 36 

Improved tank ball, guide 
Ardmore Products’ Alert tank 

ball now has a polyethylene cord in 

place of the link-type chain. The 

poly-cord prevents kinking and 
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eliminates electrolytic action, chief 
cause Of corrosion. Overall per- 
formance and ease of installation 
are superior to previous models. 
Ardmore Products Co., Dept. HA, 
Conshohocken, Pa. 


Item 37 
Redesigned pool ladders 


Goshen has redesigned its Mer- 
riplay Pool-Stile and Pool Slide 
ladders. The Pool-Stile is now of- 
fered in five sizes to serve pool- 
wall heights from 2-to-4-ft, at 6- 
in. intervals. Available in weather- 
resisting enamels of turquoise and 
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yellow. The Pool-Slide, shown, fea- 
tures a big platform at top. Avail- 
able in bedway lengths of 8 and 10- 
ft with a choice of galvanized or 
steel bottoms. The foot is designed 
to attach to all types of pool-wall 





construction, mesh or tubular 
frame. Goshen Mfg. Co., Dept. HA, 
Goshen, Ind. 


Item 38 
Portable light, power 

This Cordomatic Job Lite Reel, 
Model 600 JL, gives power as well 
as light wherever needed. Built to 
eliminate inconvenience and haz- 


As 
if \ 





ards of tangled wiring in shop, 
plant, office and warehouses. Unit 
extends and locks in any distance 
up to its 20-ft cord length. It 
Swivels in any direction. Features 
include all-steel snap open light 
guard, pistol grip handle of impact 
resistant phenolic, and a built-in 
electrical outlet for power tools or 
appliances. Entire unit is UL ap- 
proved. Cordomatic, Dept. HA, 
17th & Indiana Ave., Philadelphia 
82, Pa. 


Item 39 
Four bowl mixing set 

The Pyrex Ware Cinderella bow! 
set has been restyled in a new color 
and decorative motif—a soft san- 
dalwood color with ivy decoration. 
Each of the four multi-purpose 
bowls has a wide-lipped handle for 
ease in handling and pouring, and 
opposite the handle an easy-flow 


ope 





pouring spout. Bowl sizes are 1'% 
pts, 1% qts, 2% qts, 4 qts. Sets 
packed in gift carton with integral 
handle. The gift box color scheme 
matches the bowl set decor. Lists 
at $4.95. Corning Glass Works, 
Dept. HA, Corning, N. Y. 


Item 40 
Outdoor line expanded 


Camp lanterns, stoves, and tents 
will be featured in the 1961 Ther- 
mos line of outdoor living products. 
The lanterns and stoves use any 
gasoline and do not require white 
gas or special fuel. Lanterns burn 
up to 10 hours on a single filling. 
Stoves have one-piece slotted burn- 
ers to give direct flame, higher 
heat, faster cooking. Tents offered 
include the Pop tent which can be 
erected in 90 seconds without poles, 
ropes, or stakes; the Wing-tent; 
and the Para-Wing. The Swivel 
Seat Shell Box and a complete se- 
lection of sportsmen’s shelters are 
also offered. American Thermos 
Products Co., Dept. HA, Norwich, 
Conn, 


Item 41 
Flexible molded ice tray 


Here’s a one-piece design, flexi- 
ble molded ice tray that frees ice 
cubes instantly with a slight twist 
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HE HASN'T HEARD OF BLACK & DECKER! ts: sow: sat 


type customers have made B&D the best known tool brand in the land. For 
example, in 4” drills, the key to the power tool market, one out of every three 
owners swears by Black & Decker. This marked brand preference for Black 
& Decker helps you sell new drill owners—and helps you move present B&D 


drill owners along to profitable sales of accessories and attachments as well 


as jig saws, sanders and saws. 


Black s Decker: 


—best known tool brand in the land 


Want more facts? Circle 128, p. 77 
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of the tray ends. Called the Pop-Out 
ice tray, it has no levers and re- 
quires no water thawing. Made 
of ice-blue high-density polvethy- 
lene and slotted for stacking to 
save space in freezer compartment. 
Retails for $1.19 each. Dole Valve 
Co., Dept. HA, 6201 Oakton St., 
Morton Grove, Ill. 


Item 42 
Fold-up baby play chair 

This Mark II Baby Bobber, Mod- 
el No. 7F, guarantees a baby’s safe- 
ty with its automatic safety lock 





and tip-proof design. It folds when 
not in use, and has a contoured 
back for comfort. Finished in 
chrome. The Mark II is economy 
priced. O. Ames Co., Dept. HA, 
Parkersburg, W. Va. 


Item 43 
158-pc oil cloth line 


The 1961 line of Columbus oil 
cloth will feature 158 items includ- 
ing 95 prints and 11 plain colors 
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in both 46-in. and 54-in. widths. 
In addition, 45 of these prints and 
seven of the plain colors will be of- 
fered in shelf to match oil cloth in 
12-in. and 15-in. widths. Designs 
include checks, florals, fruits, and 
Early American patterns plus 





Coated Fabrics 
Dept. HA, 7th & Grant Aves., Co- 
lumbus 16, Ohio. 


Columbus Corp., 


Item 44 
Free sander accessories 

Skil’s special offer for Hardware 
Week consists of No. 9592 Orbital! 
sander and a free assortment of 
accessories regularly retailing for 
$3.85, with each sander purchased. 
The accessories include a lambswool 
polishing pad and 30 assorted sand- 
paper sheets. Dealer makes regular 
margin of profit on package. In 
addition, a free display is available. 
Skil Corp., Dept. HA, 5033 Elston 
Ave., Chicago 30, Ill. 


Item 45 
Humidifier assembly kit 


Do-it-yourselfers will want the 
Skuttle K-711 humidifier assembly 
kit which contains necessary com- 
ponents and assembly and installa- 
tion details. Easily and quickly as- 
sembled. The kit retails at $11.95. 
It has lifetime glass evaporating 
pan, reversible valve seat with 
built-in splash shield. It is a coun- 
ter-balanced humidifier. It features 





stainless steel springs and holding 
rack. Skuttle Mfg. Co., Dept. HA, 
Milford, Mich. 


Item 46 
43/4-lb portable broiler 


Foods can be broiled and served 
on the spot with this Mirro portable 
electric broiler. An open-end safety 
hinge permits detachment of cover 
from base. The base and self-drain- 





ing meat rack can be removed for 
cleaning. When in open position, 
the dome rests on an easy-grip plas- 
tic handle. A full-size brick-type 
element assures even heat dispersal. 
Each broiler has complete cord set. 
Unit is UL approved. Retails for 
$9.95. Mirro Aluminum Co., Dept. 
HA, Manitowoc, Wis. 


Item 47 
Tapered calking nozzle 
Macklanburg-Duncan’s Speed 
Load tube of Nu-Calk calking com- 
pound now features a new plastic 
nozzle. Made of Marlex plastic, the 
nozzle tapers and has a closed end. 
Allows a choice of four different 
size nozzle openings. Openings of 
le, 3/16, % or %%-in. are obtained 
by cutting off nozzle at desired 
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ROYAL “POWR-KORD” 


Heavy Duty Extensions are a cinch to sell. They’re available in one 
quality (the very best) . . . two types (rubber and vinyl) . . . three © 
colors (black, red, yellow) . . . four wire sizes (12, 14, 16, 18) ... and fevectric/ 1 } 


over five handy cord lengths (10 to 100 ft.). Satisfy every customer soe 8 @ssociate of : ie 
with the complete line of Royal “POWR-KORDS.” ROYAL ELECTRIC CORPORATION 


Order from your wholesaler, or write for new PAWTUCKET, RHODE ISLAND 


Catalog No. 3-59, giving wholesaler’s name. in Conade: 


Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 
Want more facts? Circle 129, p. 77 
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Compout 
point. There has been no advance 
in price of the compound. Macklan- 
burg-Duncan Co., Dept. HA, Box 
1197, Oklahoma City 1, Okla. 


item 48 
Ironing pads display 

This point-of-purchase display 
for ironing pads and covers is a 
self-containing carton that opens 
into a 91% x 15%-in. floor display. 
Each carton contains 12 pad and 





cover sets or 48 separate ironing 
table covers. They contain Proctor- 
Silex Zedalon and Silicone covers. 
Prices start at 69¢. Proctor-Silex 
Corp., Dept. HA, 700 W. Tabor Rd., 
Philadelphia 20, Pa. 


Item 49 
Versatile paint rack 


This versatile rack display is for 
Illinois Bronze new line of metallic 
paints. It can be used singly or 
stacked piggy back on counter, 
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floor, island, or end-of-isle display. 
Two racks come free with 36-can 
assortment. The line of metallic 
paints is available in nine colors. 
Spray covers evenly, dries quickly. 


Can be applied to wood, glass, 
metal, china, and plaster. IJllinois 
Bronze Powder Co., Dept. HA, 
2023 S. Clark St., Chicago, Ill. 





Item 50 
Plastic-coated fencing 


Color-Guard, a flower border is 
made from electric furnace steel 
and is covered with a smooth plas- 
tic coating. Border is available 
with three different color coatings 
which will not corrode, flake, or 
peel. Color-Guard is available in 
snow white, canary yellow, and 
garden green. It’s available in 14- 
in heights and 25-ft. rolls. North- 
western Steel & Wire Co., Dept. 
HA, Sterling, Ill. 


Item 517 
Automatic coffee maker 


This West Bend automatic stain- 
less steel coffee maker has Mini- 
Wink control for perfect coffee 
every time. With control removed, 
perk is completely submersible. 
Basket and pump are stain-resist- 
ant gold-color aluminum. Has non- 
drip spout for convenient pouring. 
Perk’s smooth flowing lines give 
tear-drop design which also pro- 








vides maximum stability. Retails 
for $24.95 including control. West 
Bend Aluminum Co., Dept. HA, 
West Bend, Wis. 


Item 52 
Grinding wheel dresser 

This grinding wheel dresser with 
a double cutter unit is for dressing 
and truing straight-faced grinding 
wheels used on flexible shaft and 
portable grinders. Wheels from 4 
to 8 in. in diameter can be dressed 
without removing from spindle. 
Dresser is 234-in. wide. Base is 7- 
in. long by 314-in. wide. It weighs 





6-lb. Can be bolted on any flat sur- 
face. Desmond-Stephan Mfg. Co., 
Dept. HA, Urbana, Ohio. 


Item 53 
Housewares package deal 
Lustro-Ware’s L-3S Soap Dish 
and companion L-4S Scouring Pad 
Tray are offered as a spring mer- 
chandise special. Both polyethy- 
lene sink accessories are available 
in a single package unit, at a spe- 
cial retail of 44¢. Regular retail 
for the combination is 54¢. Pack- 
aged 36 offers per case at a $9.51 
















New packaging 
for nuts and bolts 


ets you tally sales , » 


In seconds! 


NUTS-AND-BOLTS selling becomes 100% “serve- 
yourself” with new Lamson Poly-Paks. No more 
sorting out types and sizes at the checkout counter; 
no more price marking; no more referring to 
price cards. Result: fast and profitable trans- 
actions, more time for selling, better service 
to your customers. 


High-Turnover Assortments, Every Fastener Plated 
The 106 items we have packaged will cover 90% of your 
sales. Fast-moving sizes only: 4," and 14” dia. stove 
bolts; carriage bolts through 4” long; hex screws in all 
diameters up to 2” dia. x 6” long; washers and other 
popular items. All items are zinc-chromate plated—rust 
resistant, white-glove clean, eye-appealing. 


Poly-Paksare100%“Serve-Yourself”, Fit Any Display 
Set-Up. Tough, transparent polyethylene lets the cus- 
tomer see what he needs. The label tells the rest of the 
story—size, type of fastener and price—plus a part 
number that makes re-ordering easy. 

Poly-Paks fit any display set-up—divided counter, peg- 
board, or Lamson “Serve-Yourself” Bolt Trays. All 106 
items can be displayed on a 4’ x 4’ section of peg-board, 
or in 12 square feet of shelf area in ‘‘Serve- Yourself” Trays. 


Want more facts? Circle 130, p. 77 


Poly-Paks Promise Better Volume and Profit. Better 
volume because: (1) Poly-Paks place nuts and bolts on 
display for “impulse sales”; (2) you sell by the package 
—not by the bolt. 


Better profit with: (1) multiple-unit sales; (2) plated 
product; (3) generous margin; (4) efficient checkout. 


Retail Value 


Assortment of Assortment* 


$44.15 
42.70 
41.20 
76.40 
61.00 
44.80 
*Dealer Profit Margin 50% Plus! 


Carriage Bolts with Square Nuts 

Small Hex Screws with Mex Nuts 

Large Hex Screws with Hex Nuts 

Heat Treated Cap Screws and Hex Nuts, Coarse and Fine 
Stove Bolts, Round and Flat Head, with Square Nuts 

Lag Bolts, Wrought Washers and Lockwashers 


/ LAMSON € SESSIONS 


5000 Tiedeman Road * Cleveland 9, Ohio 


é 
Gentlemen: Send complete information including name of Poly-Pak 
stocking distributor. 


Name 
Firm 
Street 
City 








BUYING CHECK LIST 


Want more details? Just circle item number on p. 77 


cost. Combination returns a 40 
percent gross. profit. 
Plastic Products, Inc., 
1625 W. Mound St.., 
Ohio. 


Columbus 
Dept. HA, 


Columbus 23, 


Item 54 
Fully automatic fiy reel 

Royalite model 395 fly reel re- 
trieves line at the touch of a finger. 
Light yet durable. It is trimmed in 
a rich brown anodized aluminum. 
Priced at $8.95. Has bronze bear- 


ings, smooth silent free-stripping. 
Capacity is 30 yd D level line. 
Weight, less than 9 oz. Bronson 
Reel Co. Div. of Highbie Mfg. Co., 
Dept. HA, Bronson, Mich. 


Item 55 
Rug & fioor conditioner 


Sunbeam’s Model 640 super- 
brush Rug-Cleaner-Floor Condition- 
er automatically dispenses liquid 
waxes and floor and rug cleaner. 
The single brush unit has a recessed 
housing which permits maneuver- 
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ing into hard-to-reach places. It’s 
powered by a 500 rpm motor and 
has a convenient handle switch. 
The unit, complete with nylon re- 
versible scrubbing pad, felt buffing 
pad, and adjustable rug cleaning 
attachment, has a suggested retail 


# 
? 


price of $29.95. A 2% qt. liquid 
dispenser is optional at $2.95. Sun- 
beam Corp., Dept. HA, 5600 Roose- 
velt Rd., Chicago 50, Ill. 


Item 56 
Plastic beverage containers 
Housewives have their choice of 
five Loma plastic beverage con- 
tainers made for mixing beverages 
or storing foods. Containers are 
handy for travel and camping, as 
well as in the home. Spill-proof 
caps and easy grip handles are 
attractive features. They can be 
boiled and are safe in dishwashers. 
Available in natural, yellow and 
sandalwood with red caps. Cus- 
tomers can choose from two dif- 
ferent designs in the 1l-qt. size for 
49¢ and the 2-qt. size for 98¢. The 
l-gal. container has a ball handle 
and retails for $1.49. Loma In- 
dustries, Dept. HA, 3000 W. Paf- 
ford, Fort Worth, Texas. 


Item 57 
Metallic-colored wall clock 


The sunburst design of this Deco- 
rator clock features metallic colors 
of chrome with white, chrome with 
yellow and copper with white. Deal- 


ers can take advantage of a special 
introductory retail price of $5.99 
before March. After this date the 
suggested retail price of the clock 
will be $6.98. General Electric Co., 
Dept. HA, 1285 Boston Ave., 
Bridgeport, Conn. 


Item 58 
Screw extractor display 

This counter merchandiser dis- 
plays eight Proto Screw Extrac- 
tor sets. Each set, No. 9500-A, con- 
tains five tools for coe broken 
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studs, screws and pipe fittings from 
lg to 5g-in. Each set is separately 
packaged in a vinyl kit with each 
tool clearly visible in separate 
pockets. The merchandiser, No. 
9500-M, can be used on display 
panels. Proto Tool Co., Dept. HA, 
2209 Santa Fe Ave., Los Angeles. 


Item 59 
Lightweight stripping tool 
Utica’s SW-1 Stripwright tool is 
equipped with a cam action cali- 
brated dial which can be adjusted 
to strip from Nos. 12 to 26 wire 
with a full range of .0 to .080 in. 
It also has an adjustable stop 
which permits insulation stripping 
at any point as well as either end 
(Continued on page 80) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


> Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


PB You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


fer you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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NEW FROM THE WORLD’S LARGEST MANUFACTURER OF FIX-UP, PAINT-UP TOOLS 


Smorgas-board 


New, Versatile No. 400 4-way Tool Salesman 
For Your Floor, Wall, Counter or Ceiling. Fea- 
tures 168 Practical, Fix-Up, Paint-Up Tools. A Riot 
of Colorful, Self-Serve Packaged Sales Makers. 







2. COUNTER 


TOOLN 


Up Tools. 


FASTENS TO STORE POST OR WALL 


If you lack floor space, the 400 may be fas- 
tened to wall, shelving or store post. 


HANGS FROM CEILING IN STORE 


Chains or wires can be used to suspend the unit 
over counter or against wall. 


4. CEILING = om 


FITS ON YOUR COUNTER OR GONDOLA 
You can fasten the No. 400 to the top of 
the paint sundries floor counter or gondola 
for a 2-sided, colorful, topper of Fix-Up, Paint- 


A REAL BEAUTY 
FOR IMPULSE SALES 


Here is the last word for 
eye and buy appeal on the 
sales floor. All wood con- 
struction, finished in pea- 
cock blue. A_ revolving, 
two-sided unit, supported 
with a gleaming, extruded 
aluminum bracket. Most 
versatile, colorful and 
practical stand ever pro- 
duced for any size, type 
or kind of store that sells 
paint. Six each of 22 in- 
dividually packaged tools 
packed complete with No. 
400 Smorgas-Board 
Stand in one corrugated 
container. 










3. WALL 








This new No. 500 unit with 208 tools is the 
most complete, Fix-Up, Paint-Up Tool Center 
ever developed. Designed for the new or 
modernized store. Solid, substantial unit fin- 
ished in peacock blue, with handsome 3-color, 
two-sided top sign. 


VWYOF HY 































Fix-up Paint-up 


TOOLS 


1. FLOOR 



































NO. 400 


14° — 





> 


DE MANUFACTURING CO. 


Southbridge, Massachusetts, U.S.A. 
Want more facts? Circle 131, p. 77 






Full particulars on how to obtain the No. 400 
or the No. 500 Fixtures, available at Show or 
write Hyde. 






BUYING CHECK LIST 


Want more details? Just circle item number on p. 77 


(Continued from page 76) 


to a maximum of % in. per stroke. 
The pistol type tool, weighing 7 oz, 
is for use in limited access areas, 
TV chassis, component parts. Kel- 
sey-Hayes Co., Utica Drop Forge 
and Tool Div., Dept. HA, 2415 
Whiteboro St., Utica 4, N. Y. 


Item 60 
Swimming pool paint 
Grip-Crete is a fade resistant 


paint formulated to beautify and 
protect swimming pools. For con- 
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crete and concrete block pools, the 
paint is applied in two coats. It’s 
available in white, green, and blue. 
Grip-Crete is resistant to alkali, 
water, oils, chemicals, and fungi. - 


Empire Varnish Co., Dept. HA, 
2636 E. 76th St., Cleveland 4, Ohio. 


Item 61 
3-pe party serving set 

Oneida’s new Affection pattern 
of Community silverplate combines 
a traditional and modern design to 
appeal to young and old alike. 
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Serving pieces are gift boxed along 
with the newly designed Imperial 
handmade glass divided dish. The 
three piece party set, an $8 retail 
value is offered for a limited time 
at $3.95. Oneida Ltd., Dept. HA, 
Oneida, N.Y. 


Item 62 
Display for chalk refills 


One dozen chalk refills are pack- 
aged in this display for use on 
counter, wall, or perforated board. 
Refills contain finest chalk. Plastic 
tube has self-pouring top which 
fits all chalkers and makes filling a 
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sy 
clean, quick operation. Chalk colors 
available include white, blue, red, 
or assorted. King Cotton Cordage, 
Dept. HA, 105 Duane St., New 
York 8, N. Y. 


Item 63 
Nail set display kit 

Winged body design makes these 
nail sets easy and accurate to hold, 


prevents rolling and makes the 
nail sets easily distinguished from 


round nails when in nail apron. 
Kit No. 695 contains 1/32, 1/16 
and 3/32-in. point sizes, and re- 
tails at $1.20. Damascus Steel Prod- 
ucts Corp., Dept. HA, Rockford, 
Til. 


Item 64 
Mouse feeder-exterminator 


This Mouse Coffin present your 
customers with an easy and effec- 
tive way to get rid of the household 
mouse menace. The feed is packed 
in a plastic container that sticks to 
any surface and stays put. It has 


STHRS TO ANY SURFACE 
ee ee 


an automatic feeder that elimi- 
nates waste of the feed. The feeder 
comes blister packed on an eye- 
catching punched card pre-priced 
at 59¢. Lynwood Laboratories, Inc., 
Dept. HA, Norwood, Mass. 


Item 65 
Vinyl coated dish drainer 


This newly designed Deluxe Dish 
Drainer holds a complete service 
for eight, including large dinner 
plates, salad plates, dessert plates, 
cups and saucers. On the outside, 


cushioned hooks protect draining 
glasses. The drainer, No. 110, mea- 
sures 20% x 15%-in. Suggested 
list price is $3.59. Artistic Wire 
Products Co., Inc., Dept. HA, Taft- 
ville, Conn. 





“SATELLITE 


MODEL || 


its NEW 


STREAMLINED 
“Out of this World !” 


This BRAND NEW key duplicating machine, 
will cut cylinder and automotive keys .” 


AUTOMATICALLY - So simple, Pe 


a 


anyone can operate it and make * KEL 


¢? 


,¢ LOCK CO., INC. 
perfect keys. ? 


o CHARLESTOWN, N. H. 
i 


¢? P| end let 
Compact too — uses less than , an gs ie ss 


F information on your NEW 
a square foot of counter space. ; 


MADE IN SWITZERLAND * “SATELLITE” key machine 
° . y a er 
You'll love it when you see it! ao 





CONTACT YOUR JOBBER OR WRITE DIRECT TO US. Pg PLEASE PRINT 


Mail COUPON today! @& nes ee ee 


ee 


Want more facts? Circle 132, p. 77 
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CHEVROLET 
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“WALKS” WHEELS OVE 


won TRUCK-BUSTING BUMPS! 


Chevrolet truck wheel action on rough road surface, 
as depicted by 4-stage’ stop-action photography 














“WALKING WHEELS” KEEP CHEVY IN COST-SAVING SHAPE! 





~ cuevrouer 12S 


PROTECTS YOUR PROFITS 
THESE THREE WAYS: 


Hl Rides down high maintenance costs. When a bump looms up, Chevy’s independently suspended front 
wheels “‘walk’”’ right over it. Most road shocks and jolts never reach the chassis, cab or body. The truck 
rides smoothly, takes less of a beating, stays in cost-saving shape longer. Your income doesn’t dribble away 
in big repair bills. And you don’t lose money through excessive downtime, either. 











2 Rides cargoes over rough spots with less damage . . . minimum loss. Thanks to those same “walking 
wheels,” loads don’t do much bouncing in the body of a ’61 Chevy truck. That means you don’t have to 
contend with undue cargo damage that eats away at your earnings. (Chevy’s load-tailored rear suspension 


helps protect cargoes, too.) This sure protection for fragile loads—and profits—is standard in 1961 
Chevrolet trucks of every weight class. 





3 Rides drivers through with less fatigue—for tighter schedules. Wait till you see how Chevy front wheel 
action works to eliminate tiring shimmy and steering-wheel fight. It means that the man at the controls 
ean stay there longer with less fatigue—stay on schedule and do a bigger day’s work. (Another reason 


you can look for faster schedules is that Chevy’s bump-beating wheel action allows faster safe speeds on 
rough roads. ) 





That gives you an idea of how Chevy Independent Front Suspension works to move you ahead in the 
money-making department. And it’s available in 165 Chevrolet models for ’61, from new Corvair 95’s to 
36,000-lb. GVW tandems. Check it out with a demonstration ride at your Chevrolet dealer’s, sometime 
soon. .. . Chevrolet Division of General Motors, Detroit 2, Michigan. 


INDEPENDENT FRONT SUSPENSION I-BEAM AXLE DESIGN 


In Chevy, each front wheel, suspended independ- 
ently, is free to step cleanly over bumps (see 
left). Each works smoothly to reduce objectionable 
jolts so characteristic with I-beam axle design 
(right). Working with load-tailored rear suspen- 
sions in every weight class, |.F.S. provides the 
basis for profit-protecting performance .that’s 
unmatched by I-beam axle trucks. — 


1961 CHEVROLET STURDI-BILT TRUCKS ZZumetcy 


Want more facts? Circle 133, p. 77 
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all purpose 
water seal 
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Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile « Stucco « Masonry 
Concrete « Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 


agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 
oR ee 


RES 


distributor nearest you. 


MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 
E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 





San Francisco * Los Angeles * San Diego * 
Portland * Chicago * Seattle * Denver * Dallas 
Houston * St. Louis * St. Paul ¢ Detroit « 
Philadelphia « New York City * Memphis « 
Cleveland * Factory: King City, California 


Want more facts? Circle 134, p. 77 
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Corbin oraduates Fall class 
in builders’ hardware course 


Eight states are represented in intensive 


course to boost salesmen’s product knuvwledge. 





This graduating class has distributor and sales representatives from 


eight states. 


Distributor and sales representa- 
tives from eight states completed 
the Fall session of P. & F. Corbin’s 
three week builders’ hardware 
training course. The course was 
directed by L. J. Wandelear, A.H.C. 

Corbin, American Hardware 
Corp. division, New Britain, Conn., 
offers the training sessions twice 
a year to maintain professional 
standards in the selling end of 
builders’ hardware. 

Pictured (from left, back row): 
John Harrington, Griggs Building 


Supplies, Pasco, Wash; Robert 
Donnelly, New York office; Bill 
Wilson, Building Service, Inc., 


Great Falls, Mont; Winslow Pierce, 
Stanley Works, New Britain, 
Conn.; James Y. Stone, Faulkner- 


Clark Material Sales, Lexington, 
Ky; Jack Rigby, New Britain of- 
fice; Albert C. Cook, Jr., Straus- 
Frank Co., San Antonio, Texas; 
Fred A. Wall, Kwikset Sales & Ser- 
vice, Anaheim, Calif.; Jack T. 
Wright, Gary General Equipment, 
Gary, Ind. 

Front row: (from left) R. E. 
Keane, Corbin advertising man- 
ager; L. J. Wandelear, A. H. C., 
Corbin sales dept. supervisor; 
David Muirhead, American Hard- 
ware president; Miss Bette Wer- 
teen, Gary General Equipment, 
Gary, Ind.; L. C. Booth, A. H. C., 
American Hardware vice-president ; 
Geddes Parsons, A. H. C., Corbin 
general sales manager. 





ANOTHER PRODUCT 


That’s the Big BEAR “Four Dozen” 
deal, repeated by overwhelming de- 
mand. Remember the deal? You get 
this modern 10-prong display rack 
free. Put on counter, or hang on wall. 
Display is shipped completely set-up. 
You get a selection of four dozen 
popular-size, fast-selling BEAR Mask- 
ing Tape rolls. Your cost only $17.07 
(for 2 deals) your profit $11.37. 


2 eRONN | ad r DE 40%! Just goes to prove again: stick 
| ' NEW WANDY-oRIP Disp '”Arne 


with BEAR for the best deal any- 





where . .. for the “trouble-free” tape 


that keeps your customers happy. 


Write for complete 

details to Dept. HA-I, 
BEHR-MANNING CO., id 
Troy, N. Y., a division 

of Norton Company. 


Want more facts? Circle 135, p. 77 
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Du Pont announces— 





Du Pont 
ROSE FOOD 


Special blend of organic 
and inorganic nutrients. All 
the food needed to grow 
lovely roses. Contains long- 
feeding Uramite®. 





Du Pont SULFORON X 
4 Wettable Sulfur 


Controls powdery mildew 
on roses and ornamentals, 
peach and apple scab, 
brown rot on stone fruits. 








Du Pont 
ROSE CANE SEALER 


Protects pruning cuts on 
roses, small wounds on 
trees and shrubs. Handy 
dauber in the cap. 





~~... DuPont AZALEA and 
EVERGREEN FOOD 


Complete formula for acid- 
loving plants. One applica- 
tion feeds for an entire sea- 
son. Contains long-feeding 
Uramite® fertilizer com- 
pound. 


+ 4 Big Traffic-Building Specials 


New special combination deals sure to build 
traffic. Your customers get a break— you 
get extra profits! 





+ Free Du Pont Sprayers 


3 with 10 cases, 6 with 20 cases, 12 with 35 
cases, 24 with 50 cases. Sell 'em for $6.95 
apiece—all clear profit for you! 


+ Generous Co-op Ad Allowance 


Every case you buy get’s you a buck for your 
own advertising campaign. Free mats and 
scripts—just ask! 


8 New Sales Winners 














Du Pont TREE BANDER 
Insect Barrier 


Handy aerosol forms sticky 
band on trees, shrubs and 
vines to keep crawling in- 
sects off flowers and leaves. 


Du Pont 
1% ROTENONE 


Powerful — but safe —con- 
trols insects on a wide vari- 
ety of vegetables and 
flowers. 


Du Pont DORMANT 
and SUMMER Spray 


New—for use in growing 
season as well as in dor- 
mancy.Contains malathion. 
Even controls scale insects. 


———t 
Du Pont 
PROFESSIONAL SPRAYER 


Hose sprayer with special 
nozzle that can spray up- 
wards for underside of foli- 
age. Easily converts to mist 
spraying. 
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Bigger and better than ever! 
Now —14 full-color pages 
packed with vital and basic 
information on disease and 
insect control. Real traffic 
builders — because garden- 
erscan getthem only through 
Du Pont Dealers. 
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QUPOND GARDEN CHEMICALS 


REG us par off 


BETTER THINGS FOR BETTER LIVING (See page 117 for more exciting Du Pont news) 


« « « THROUGH CHEMISTRY 


Want more facts? Circle 136, p. 77 
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Keys can be a 
major profit line 
(Continued from page 47) 


and all sorts of small businessmen. 

“Maybe at first they only want 
one or two keys matched. Big deal, 
25¢ or 50¢! But, they are bound 
to notice our wide stock of locksets, 
lock accessories, and related hard- 
ware. They are impressed with our 
fast key service, and the fact that 
our keys are expertly cut. We 
don’t have call-backs. Al Garcia, a 
specialist we employed to run this 
key section, treats keys like preci- 
sion watches. 

Marty Presser chimes in, “Yes, 
and do you have any idea of the 
number of people who get locked 
out of their cars and homes every 
day? It’s really a problem in the 
city. 

“Also, I don’t think there are 
many dealers who consider the key 
volume to be had through new and 
used car lots, and automobile agen- 
cies such as AAA. It’s terrific. 

“But, you have to be good, and 
quick, and well stocked to handle 
any emergency. 

“Take our inventory. We have 
some 3000 key blanks covering 
everything from 25¢ padlocks to 
$12,000 foreign cars. There’s no 
modern lock we can’t alter the tum- 
blers on in a matter of minutes. 

“Frankly, I don’t think there is 
any lock problem we can’t handle. 
We don’t send out any work. We 
have learned all of the ins and outs 
of locksmithing.” 


The Pressers’ investment? 


“We paid off our old key machine 
decades ago. When we decided to 
build this up-front department, we 
bought another machine for busy 
times. Yes, that’s right, we often 
have two machines whirring away 
at the same time! 

“Then we used scrap lumber, and 
we bought a beat-up cash register 
and covered it with plastic. Besides 
the key machine, our total cost for 
the new department is about $25 
and many hours of labor.” 

What’s the volume potential of 
this department? 

“Well, say we turn our key stock 
two times a year, and this is no 
problem. That means about 6000 
keys at 25¢. That’s $1500 gross 
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install o bright new SINK TRAP quickl, () 
and easily at this one low price. 
All necessary parts included — no experience needed. 
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LUMB-E-Z 


HOME PLUMBING LINE 


SELLS ITSELF 








OMPLETE 
INSTRUCTIONS 
ENCLOSED 


Brand new PLUMB-E-Z, the plumbing Every item packed in a brilliant display carton. 
products designed for hardware store All necessary parts and accessories are included. 
sales. Add an exclusive high profit Complete instructions are furnished in simple language in every box. 
line to your operation with no effort Newspaper mats, merchandising folders and other dealer aids are 
beyond signing the order and ringing yours for the asking. 
up sales. 
Get on the PLUMB-E-Z band "areas ecmes trai camanes. .ininme 


wagon today and be the plumbing 
center of your area. 








Please send catalog on complete line. 


eevee eeeweeevneeneeeeneeeeeeweereeeeee eee eeeeneneeeaweee eee 





LUINIB-E-2Z 





PLUMB-E-Z MFG. CO. 
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List wholesaler from whom you ordinarily buy | 
plumbing items. 








| 
. | 
P. 0. Box 211 ; Piirtibenubethonthuveveseudeehavenbectsacenibenes 
HOME PLUMBING KITS ELMWOOD, CONN. Gomme enna eonsieneseteunans City in 
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Don't sell ‘‘Bossy’’short... 











She means business for you! 


. Are you cashing in on the horse and 
cow population in your area, by carry- 
ing needed currying equipment? 

A total of 101,520,000 cattle are 
spread throughout this country from 
Maine to California. The horse and 
mule population stands at 3,089,000. 





No. 15 Reversible Comb—spring 


steel! or solid brass, circular 
pattern, red enameled wood 
handie, packed 10 to a box. 


No. 530 ‘“Fitch’’ Pattern 
Comb, six-barred, closed 
back, all-steel, with red en- 
ameled wood handle, packed 
10 to a box. 






New Britain 


New York © Boston © Philadelphia « Atlanta * Jackson(Miss.) © West Palm Beach(Fia.) « Rochester(N.Y.) © Pittsburgh 
Detroit *« Chicago * Minneapolis * St. Louis * Dallas * Los Angeles * San Francisco * Seattle * Montreal * London 


No. 1 Sheet-Stee!l Comb—duplex 
(patented) pattern, leather han- 
die, packed 10 to a box. 


A lot of animals -—-- a lot of curry 
combs needed. 

Get your share of the market by 
carrying the most complete line of 
combs — Anchor Brand. Check with 
your North & Judd dealer and stock up 
now for new profits in 1961. 
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No. 3921 All-Rubber Comb—red 
web handle, packed 10 to a box. 


No. 0550 ‘‘Fitch’’ Pattern 
Comb, eight-barred, closed 
back, all-steel, red enameled 
wood handle, with cast mal- 
leable iron mane comb, %4” 
teeth, packed 10 to a box. 


NORTH — 


Manufacturing Company 





Connecticut 


Want more facts? Circle 138, p. 77 


88 © HARDWARE AGE, January 12, 196) 














; 











Keys can be a 


major profit line 
(Continued ) 


volume right there. Not bad for a 
sideline,” says Charlie Presser. 
“Then, think of the house and 
car calls, the new locksets, the re- 
built locksets, the tie-in paint and 
trim hardware. Think of the many 


hardware items which are not 
locks, but are associated with 
locks: kick plates, passage sets, 
escutcheons, door hinges, door 


checks, letter slots, panic bars, etc. 

“Yes, 25¢ per key sounds like a 
waste of time to some dealers, but 
to us that 25¢ is just the deposit 
on bigger and better sales.” —End 


Demonstration sells 
fluorescent lights 


A test-display box for the four 
basic types of fluorescent lights 
has been a sales winner for Miller’s 
Home Suppliers, Sarasota, Fla. 

Manager Harry J. Miller wired 
a box about 2 ft square by 10 in. 
deep, and mounted this unit on the 
wall. In the box are samples of the 
four different types of fluorescent 
lights, cold light-warm light, ete. 

Customers are urged to bring 
color swatches, and fabric and rug 
samples to the store for a “light 





The light box test is given to a man’s 
hand and rug samples to see which 
tube is desirable. 


box” test. Such samples, and even 
flesh tones, vary greatly under the 
different types of light. 

Each customer sees what each 
type of light will do for complexion, 
rugs, and the tone of wall paint 
or paper. Then the customer de- 
cides which type of lighting tube 
he will need. Or, if the fixtures 
are already in, the customer may 
decide to change shades of paint, 
etc. 
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Color-Cued 
‘‘Dirtchaser”’ 





El Rancho 
Push Broom 
+922 





+2151 Bowl and 
+2116 Vegetable 

Brush, with 
Turquoise, Yellow 
or Coral handles, 
piggy-backed. 





Turquoise or Yellow lacquered 
12” block and 48” 

handle with matching plastic 
filling, 214” trim. Packed 
assorted. 


Clear-lacquered 

14” block and 4’ 72” 

handle with Pyra-Mix filling, 
2598” trim. 


Bagged assortment of +9-J 
Pastry, Scourbrite Scouring, 
32151 Bowl, #2116 Vegetable 
and +1130 Nail. 








SF 
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Pioneered by Church and proved in use, this massive 
rigid polyethylene hinge marks a new era in plumbing 
history in which metal has been replaced by a tougher, 
more durable material which cannot corrode — is 


virtually indestructible. 





Church 


the best seat in the house... 


Want more facts? Circle 140, p. 77 
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hurch No. 500 


on-corrosive hinge 


The popular Church 500 has always 
been a best-seller because of its trim, 
modern lines which streamline the 
contours of any round front bowl. 
And now the Church 500 features 
a new hinge that can’t possibly rust, 
corrode, or discolor because it’s 
formed from rigid polyethylene. 


Amenican-Standard and 


Your customers will be quick to 
recognize the benefits of this 
improved Church 500. It comes in 
white and a full choice of colors. See 
your wholesaler soon and ask him 
about this 1961 model. C. F. Church 
Division, American-Standard, 
Holyoke, Massachusetts. 


C. F. CHURCH DIVISION 


Standard ® are trademarks of 


American Radiator & Standard Sanitary Corporation. 
Want more facts? Circle 140, p. 77 
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“How much ? ?” 


Editor’s Note: We think you'll enjoy, as we did, reading this 
pointed, but humorous comment on business life. The article 
originally appeared as an editorial in the Crothersville, Ind., news- 
paper, and was forwarded to us by Mrs. John W. Lewis of Lewis 
Lumber Co., Crothersville, with the note that they thought it 
would appeal to other retailers, as it did to them. The editorial 
is printed here with the kind permission of Banner Publications, 
Crothersville, Ind. 


There are many confusing things but the most confusing of all is to 
in the American business system, find out “How much.” 





© , 
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Visiting a neighboring shop, I 
learn about a new snoddering ma- 
chine that duleys the snatch twice 
as fast as we have been duleying 
by hand. 

“How much,” I write to the man- 
ufacturer, “is the new-style snod- 
dering machine?” 

In a few days I get a handsome 
9 x 12 in. envelope, made up of 
imitation leather. It contains a 
four color picture of the snodder- 
ing machine. It contains a mimeo- 
graphed sheet giving weights and 
measurements of the snodderer 
and the overall dimensions when 
crated. Another sheet lists the mod- 
els of snoddering machines. Still 
another six sheets, attractively 
printed on enamel book paper, tell 
all about the snodderer, including 
the fact that it has web feet just 
in case of flood. There is, of course, 
a company-addressed envelope. 

I use the envelope. I write two 
words on my letterhead. The two 
words are “How much?” 

This time it takes only three 
days. I get all the material I got 
before, plus a letter suggesting 
that I make any inquiry I want if 
I care to know more. 

I take another letterhead. I 
write “How much?” and underline 
it. 

The company really goes into ac- 
tion. I get the whole kit over 
again, including picture, brochure, 
letter, model sheet, letter and a 
ecard I can use if I want a snodder- 
er salesman to call on me. 

“How much,” I write, “is Model 
2544 X-14, snoddering machine 
made to duley the snatch. I have 
all the information I need, but 
would like to know the price, 
please.” 

This galvanizes the president 
himself into action. “We were 
pleased,” he writes, “to learn of 
your interest in our Model 2544V- 
14 Snodderer. The 2590X-20, which 
is a later model, has several refine- 
ments, including built-in rocker 
arms, pressure chamber, oil system 
and completely enclosed dugger 
cams. Our salesman will be in your 
neighborhood within the next few 
days and will be glad to have the 
opportunity to call on you.” 

I’m sure anxious for the sales- 
man to call. I'll go up to a dollar 
and seventy-five cents for a real 
good snodderer. 





Myers dealers 


STRIKE 
LT RIGE 








in the second annual Myers WINTER PUMP SELLING PROGRAM 


LAST YEAR Myers created history with the first winter 
Selling program in the pump industry...and its success was 
measured in terms everyone understands—increased pump sales. 


THIS YEAR Myers leads the way again in winter pump 
Selling with the Myers Winter Gold Rush Program. Stake your 
claim with Myers now... for bigger profits and your share of 
the Myers bonanza of valuable prizes. 
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IT'S FASY e When you sell and install a Myers pump, simply mail the post- 
paid warranty card to Myers. 
e For every warranty card received during the Myers Winter 


Gold Rush Program, Myers will send you Gold Shares which you 
can redeem in valuable merchandise prizes. 


For further information—See your Myers wholesaler or write 
today to ‘Klondike Ev,” Myers Winter Gold Rush Headquarters. 


The F.E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 


SUBSIDIARY OF THE MCNEIL MACHINE & ENGINEERING CO 
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GOSTS LESS 
THAN IMPORTS 


AND GUARANTEED BETTER 


.. . because they’re precision made, hardened and tempered 
throughout, under rigid atmospheric and electronic control. 


Upland engineered-automation entirely offsets low Japanese 
and European starvation wages. 


... assures you lowest price plus highest uniform quality, and 
full employment for American workers. 

Say “NO” to imports and “YES” to “UPLAND”. 

Make Upland your headquarters for pliers, hex keys and 
wrench sets. Call your jobber today. 


New improved 6',” slip joint 
plier. Available also in 8” and 
10” in all grades and finishes. 
Lists from $.45 to $1.00. 
Complete line of hex keys and 
hex key sets from 7 pcs. to 18 
pes., packaged in plastic and 
pilfer-proof pouches. Lists 
from $.19 to $1.39. 

Four and five piece open end 
wrench sets; clip and skin 
packaged. Can retail as low 
as $.99. 

NEW! Metric hex key sets for 
foreign cars and machinery. 
Lists from $.75 to $3.50. Open 
stock available. 


WRITE FOR NEW CATALOG #11 








i 








INDUSTRIES 


HAE-UI 260 UPLAND INDUSTRIES, INC., UPLAND (Suburb of Chester) PA. 
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Do mail campaigns pay? 
(Continued from page 51) 


cover a six-stage mailing to the 
prospect list. The six letters are 
reproduced on these pages. 

In analyzing Maskill’s accounts, 
Advertising Letter Service deter- 
mined that the average charge cus- 
tomer was worth some $2000 in 
retail purchases during the life of 
the account. Using a 10 percent 
profit figure as a basis for esti- 
mates, ALS determined that each 
new account was worth about $200 
in profit to Maskill. 

Accordingly, the six-phase mail- 
ing would have to produce 10 or 
11 new accounts to pay for itself. 

After the first-phase mailing, 
“You may not believe it, but we 
have obtained 82 ne accounts, 19 
of which are comny, _ial,’” wrote 
Mr. Boyle to his agency. 

After all six mailings? 


“We have had 260 requests (25 
percent of all prospects) for ac- 
counts. We will probably accept 
about 230 of these,” Mr. Boyle 
said. 

What are 230 accounts worth to 
Maskill? They will average about 
$4560 in total monthly billings. 
They offer a long-range profit po- 
tential of more than $43,000. 

In addition to the six-mailing 
program, ALS prepared three other 
phases of direct mail to: 

—Create goodwill among pros- 
pects: Got 51 replies. 

—Welcome new customers: 91 
came in to buy. 

—Bring old customers into the 
store to buy: 326 customers re- 
sponded. 

These three extra phases in- 
volved five mailings above the six 
mailings used to gain new charge 
accounts. 

In brief, 11 pieces of mail were 
worth hundreds of new charge ac- 
counts, many thousands of dollars 
in long-term profits, and many 
hundreds of bonus visits to Mas- 
kill’s stores by old and new ac- 
counts. 

Selected from among 300 other 
entries, representing many of the 
largest users of direct mail in the 
world, the Maskill campaign was 
adjudged “best of industry in the 
retail field,” (see HA, Nov. 3, 1960, 
p. 208). —End 

















THE MOST SUCCESSFUL 











OW 


ON EARTH 





FOX AGENCIES, PORT CREDIT, ONTARIO 
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AND ALL-CHROME 


$6.95 and $7.95 


i 


SWING-A-WAY MANUFACTURING COMPANY, ST. LOUIS 16, MO. + IN CANADA 





FAST-SELLERS 


WILL NOT RUST-OR CORRODE 





Easy movers in your customer’s home, fast 
movers in your hardware store—that’s the 
Bassick’s ‘‘white line’ of casters and furni- 
ture glides. 

New, high-visibility packaging lets your 
customer see, admire, and want to own these 
good-looking, 74” and 114” white nylon 
furniture glides. They sell themselves, with 
a minimum of time, attention, and counter 
space from you. 


SMART-LOOKERS 


Bassick’s smartly styled white nylon base 
glides give customers greater floor protec- 
tion than any previous furniture glides. They 
can’t corrode, can’t stain rugs—even in 
dampest climates. Their broad, resilient, 
friction-free surface makes them ideal for 
asphalt tile, cork and other modern floor 
coverings. 





FLOOR-SAVERS 
Profit-making companion to white-nylon 
glides are Bassick white-wheel, brass-finished 
casters. Sturdy Bassick white composition 
wheels can’t leave marks on floors. They're 
an eye-catcher and an impulse-seller on peg 
board or counter. Bassick white wheels come 
in 144", 144” and 2” sizes and with grip- 
neck stem or plate construction to fit most 
household furniture. 

Display these fast moving items in high- 
traffic areas and watch sales mount. THE 
BASSICK COMPANY, Bridgeport 5, Conn. 
in Canada: Belleville, Ont. 1.7 





Excellence 











STEWART-WARNER CORPORATION 
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Australians have course 


in builders’ hardware 


The idea of training courses in 
builders’ hardware has now spread 
to Australia. 

The Wollongong (Sydney) Hard- 
ware Distributors Assn. recently 
sponsored a class of 24 hardware 
salesmen, the first Basic Hardware 
Training School in Australia. 

The group was given much sound 
and appreciated advice by Adon 
Brownell. 

Mr. Brownell, Lockwood Hard- 
ware Mfg. Co., and author of the 
Hardware Age Builders’ Hardware 
Handbook, was well qualified Amer- 
ican to advise the Australians. Mr. 
Brownell visited down-under hard- 
waremen for in-person counsel a 
few years ago. 

With the success of the first 
class, the Wollongong Association 
is planning a second, larger class. 
This class will undergo 20 weeks of 
training, aimed at improving the 
skills of the “front man,” the Aus- 
tralian term for retail hardware 
salesman. 

Still another class, for manufac- 
turers agents, is planned as an ad- 
vanced group. 


Can a woman run 


a hardware store? 
(Continued from page 59) 


to buy hardware for projects, and 
the wives know even less than 
their husbands. These women 
would be embarrassed to tears to 
admit their ignorance to men 
clerks in most stores. 

“And so they turn gratefully to 
me. I’m still no expert, but I am 
quite familiar with basic hard- 
ware and hardware problems,” 
Mrs. Ritter says. 


Mrs. Ritter could turn the store 
over to her son, and manager 
Vernon Smith. “But then, I’d be 
ill at ease at home all day, and 
away from the people I like. No, 
Pil stay in this challenging and 
wonderful business. 


“Of course there’s a place for 
women in this business, if only 
to take better care of the women 
who shop in hardware stores.” 

—End 
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New 3-color floor or counter display 
for Trot Line and Staging...a sure 
way to increase your sales on these 
popular items. Each display contains 
3—1 Ib. balls of heavy trot line, 
6—1/2 Ib. balls of medium trot line, 
24—2 oz. balls of staging. Refills in 
open stock. 


100% NYLON 
, SEINE TWINE 
, COUNTER 

























Displayed out in front where it can 
really move. Here’s the best seine 
twine for net repairs or net manu- 
facturing. Also makes a good trot 
line and the small sizes are perfect 
for staging. Tough, rot proof, oil, 
grease and gasolihe resistant, this 
twine lasts and lasts. Individual 
tubes are wrapped in polyethylene... 
easy to stock, easy to display; always 
clean whether in a bin, on the stock 
shelf or ovt on your counter. Avail- 
able in natural, yellow, dark green. 


Ask your wholesaler about King Cot- 
ton...the Hardware Dealers Most 
Complete, Best Packaged and Most 
Profitable Cordage Line. 





me, 6,708 or 


CORDAGE 


KING COTTON CORDAGE 
105 Duane St., New York 8,N.Y. 33 
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SYLVANIA 










You'd have to go a long way to beat a 
profit deal like this: your margin from 
the new Sylvania display of 
PANELESCENT® Nite Lites comes to a 
fat $4.20* from an $11.90** gross! 
What’s more, the new display and the 
PANELESCENT (electroluminescent) Nite 
Lite do your selling for you! They’re 
ideal for anywhere in the house... 
durable...glare-free...and last for years. 


Want more? Then stand back! Sylvania 
backs these Nite Lites with high- 
frequency national advertising... in 
The Saturday Evening Post and Popular 
Mechanics ... Arthur Godfrey over 


LIFT $4.20" 
PURE PROFIT 


OUT OF THIS 
NY orale Y= 


.. With this new 
Sylvania self-selling display (=: Pe 


7 ‘ 
72 , a . oe" 


- 





CBS...and Don McNeill’s Breakfast 
Club on ABC. Your customers would 
have to be hermits to miss this dynamic 
promotion. 


Get your PANELESCENT Nite Lite dis- 
play today and ask about the new 
PANELESCENT Nite Lite Switch Plate. 
See your Sylvania distributor. Or write 

_ Lighting Division, Sylvania 
Electric Products Inc., 
Dept. 89, 60 Boston Street, 
Salem, Mass. In Canada: 
Sylvania Electric (Canada) 
Ltd., Montreal. 





"$< 
MALTY Terr the 





*Based on typical industry discounts 


LIGHTS YOUR WAY TO BIGGER PROFITS 


PANELESCENT 
Nite. lite 


BY SHEVANIA 


nursery: einai 


**Manufacturer’s suggested list 
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SYLVANTA 


Subsidiary of GENERAL TELEPHONE & ELECTRONICS (ees) 
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NOW 4 PRODUCTS 44 AVE Daily price changes 


push slow merchandise 
EARNED THE GOOD HOUSEKEEPING SEAL A hand made sign and small, but 


teady, kd re a dual 
the seal that influences the buying decisions of 40,930,000 WOMEN! | turpose in your store. 


purpose in your store. 
<n O8 REFUND o> 


>) What better proof of quality! Insist : As illustrated, a es Con perk up 
o Guaranined by @ on the original — do not accept interest 1n any item in your store 
Good Housekeeping 
< toy 


imitations. DURO-PLASTIC “fix-it” by emphasizing that a daily reduc- 
AS apvertistd anes 


eases in sed. Heeboceier tion will be made until the item is 


Life, Popular Mechanics and Popular sold. Each day, more regular cus- 
Science Monthly magazines. Stock 
these presold items now! 


st Reduced 


a a) | Until Sold 
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alti ~ The onl Floor Sample 
ad cranteed by 4 = on " 
Good ae , a mother-in-law Ls; : 
sos me ™ | — [rer eng of Gcentthes » approved” + in. Dri 
ee od Housekeeping, fix-it line. — es ee a ee 





There’s gold in this guaranty. Stock 
and sell DURO-PLASTIC fix-it prod- 
ucts .. . the highest quality, most 
complete and fastest selling fix-it 


ORDER FROM YOUR 
JOBBER, OR WRITE 


tHE WOODHILL | atl 


1390 East 34th Street Cleveland 14, Ohio 
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1+4=5 FAST-MOVING GARDEN TOOLS 











made and LIFETIME GUARANTEED by quality-famous MANN Craftsmen! tomers become more watchful and 
more tempted to buy. 

Finally, some one customer says 
to himself, “That’s a bargain and 
too! Weighs only 22 oz. I need it. If I wait another day, 
Ral ® someone else will buy it first.” 

77e* <8 . te. 09-115 This is how slow movers can be 


' . 
, sold, and often at a lesser reduction 
4. .. long-handled (48” white ash) “stand-up” models for nearly every mm would have to be taken when 


gardening use . . . digging, cultivating, prying, etc. such items are pushed aside and 
ignored indefinitely. 

Some dealers use this idea in 
their store windows. The theory is 





1 ... Short-handied (15” hickory) multi-use 
tool; choice of hobby gardeners —gift packaged, 
































ies Pes es that if it is so strong a traffic mag- 
na - net inside of the store, it will double 
® R2 df ® i j i ] Ss- 
~48 Cot. No. RD-1-48 Trowel -Ho Cat. No. RH-1-48 A broad (4”) 58 — in a window for ee 

and mattock blades combined; weighs only 34 o7. hoe and 2 in. “cutting” blade; wt. 40 oz. erby to see. : , 
It’s worth trying in your store. 
Make sign similar to the sample 
— “ey shown. Pick out some one slow 
oe cag, . = seller. Use the full list price as a 
ae eee starting point. Then reduce the 
—=1,® = item a set amount such as 70¢ or 5 
heayid Till Cat. No. RT-1-48 A 3-tine cul- Ravid- Weeder Cat. No. RW-1-48 Broad per cent, as part of your daily 

tivator combined with 2” mattock blade; 32 oz- hoe blade and 2-prong cultivator; weighs only 35 oz routine 
ALL are forged from top-quality MA ANN EDGE TOOL CO. You'll find that each day more 
American-made steel; ALL are Lifetime and more customers check the 
Guaranteed; ALL retail about $3.00 each. Lewistown !, Pennsylvania counter. You’ll see the temptation 
Making honest-value tools for more than a century. to buy growing. Finally the dog 
Want more facts? Circle 149, p. 77 will sell, 
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MANUFACTURERS 
SHOULD ALWAYS 
“HOLD THE BAG” 


We put it in writing. We 
take back any shopworn, 
obsolete or slow moving 
Wrap-On products in even 
exchange for equal list 
price value of any other 
products we make. 


Our no-time limit free re- 
placement guarantee is 
part of this policy. Wrap- 
On products are built to 
justify this guarantee. 


Handle all service transac- 
tions direct with us. You 
pay the postage to us. 
We stand the return post- 
age to you. It is an im- 
position to ask your hard 
working wholesaler to do 
this job. It simply means 
double postage expense— 
it adds unnecessary rec- 
ord keeping—and it slows 
up the exchange. 





We have quoted a recent editorial by William A. Phair in HARDWARE AGE. You 
will make more money if you follow this advice. For this reason we are giving you the 
buying word (or the selling word) over each of the products featured in this ad. 


GUTTER CABLES WRAP-ON INSULATION RAIN-SPRED 


The lead stiffening and weighting The most for the money. For the 2% The exclusive aluminum wicket to 
core is essential to successful per- to I1% more that you pay for keep the tube in place is essential. 
formance. This lead core is protected Wrap-On, you get 25% more weight Without the wicket the tube may 
from lime corrosion by the plastic of glass (insulating value). Our in- kink and fail to function, or it could 
insulation. Only Wrap-On supplies sulation is 5¢"' thick—not the usual blow inside a nearby window and 
this essential lead core. Wrap-On '/"' or less. We actually pay 25% flood the basement. 

gutter cables really work. more than competition for the glass 

in our package. 








-” 
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5 GUTTER CABLES ASSORTED IN 12 PACKAGES—$2.00 FREE AD 12 PACKAGES PER CARTON $2.00 
PROPORTION TO SALES. $4.00 FREE COUPON INCLUDED—LIST $12.00 FREE AD COUPON INCLUDED—LIST $11.76 


AD COUPONS INCLUDED—LIST $50.50 9. proud to recommend WRAP-ON This is a volume seller. At least half 
Insulation—it is a “best buy.'' Only @ million similar products were sold 
WRAP-ON offers electronically melit- 'ast year through millions of mail 
ed superior quality fibers that are order ads. Market acceptance has 
splinter, bead, and dust free—that been well established. The 4-color 
do not pull apart during installation, 7 '*!0" plastic bag mounts on a peg 

board—makes a most attractive “im- 


Here is a tremendous potential mar- 
ket that is worth cultivating. Every 
building in the frost zone faces the 
potential hazard of an ice dam 
formation that will back up _ roof 
drainage water and ruin walls and 





























Ise buy.” 
ceilings. All sizes are also ideal for eid 
poultry trough heating. RAIN-SPRED has been field tested 
for three years. It therefore hes 
important necessary features that are 
Cat. Watts Length | Retail * WO Standard WRAP-ON — 25 pret 
GC 5 40 5 1 $ 3.00 ft of 3" x 5%," fiber glass with 
GC 82/3 70] 82/3 ft| 4.00 30 ft of 2'' vapor seal tape — 
GC 20 160 20 ft 6.25 retail $1.00 
GC 40 320 40 ft} 10.25 
GC 80 640 80 ft; 17.50 * WOJ Jumbo WRAP-ON—25 ft Cat. RS packed 12 units per carton 
> : j of 6" x %" fiber glass with : , 
6c +2 7 es 4 Sa 0 6-6 veneer ecel tes0— of 2’ lbs. Retail each 98¢ 
| GC 80) retail $2.00 





























LET WRAP-ON PAY YOUR LOCAL AD BILL 


Every carton contains an attractive ad mat plus a generous supply of free ad coupons 
to pay your ad bill. In the Insulation and Rain-Spred cartons, the free ad coupons 
amount to more than an extra 25°, discount off the price you pay your wholesaler for 
the product. These ads over your name in your local paper really move Wrap-On 
products in volume and they bring new trade to your store. In this way, Wrap-On 
insures a rapid turnover of your stock. 





Want more facts? Circle 150, p. 77 
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Stee M: 64-77% 


reltii@ @ms Bee), 
Siip hand into glove 
thru open bag top 





Now your top selling garden glove offers 


GIFT SEEDS TOO 


You will sell more Green Thumb gloves than ever when 
customers see the gift package of popular Giant Zinnia seeds 
now enclosed with each pair. America’s favorite because 
they are smartly styled, comfortable, 100% washable and 
guaranteed to outwear any other garden glove of similar 
price. Popularly priced at 98¢. Presold by years of national 
advertising. You make $3.92 profit per dozen from a 5-inch 
wide display box. Patented “try-on” package prevents soil- 
age. Order now for big Spring demand — both women’s and 
men’s styles. 


JULEPS® SELL THE REST AT 69¢ 


Linen-light, colorful Juleps are 
made of magic vinylized fabric that 
outwears cotton gloves 3 to 1 for 
housework, painting, gardening. 
Self-selling tags. $3.04 profit on 
each dozen. Order from your 
wholesaler now. 





Colors 


Lime Green and Tangerine 


Ee dmont 


Edmont iInc., 1214 Walnut Street, Coshocton, Ohio 
Want more facts? Circle 151, p. 77 
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SELF-SERVICE + SELF-STORING 


ECONOMICAL 


Coat & maT 


HOOKS 





STACKING 


Space saver only 12” x 
6” counter or floor area 
needed for a sure-fire 
traffic stopper! 


THE #.@. 


NEW 


e EXCLUSIVELY IVES 


Stack * Reach in 
inspect « BUY! 


Unique method of merchandising 
and stocking—real space saver— 
the fast moving, ever expanding 
items in the Ives hardware line. 
DOOR STOPS e SASH LIFTS 
e SASH LOCKS e COAT and 
HAT HOOKS e HAND RAIL 
BRACKETS e MAGNETIC 
CATCHES e FLUSH SLIDING 
DOOR PULLS. The various items 
are packed in economical quanti- 
ties varying from 75 to 300 de- 
pendent upon size of article. Each 
item ‘‘Poly-wrapped” for ready 
sale. 


BUY ’EM from your 
IVES WHOLESALER 


IVES COMPANY 
HAVEN, CONN. 





Want more 


facts? Circle 152, p. 77 








Space-man whatzis is 

a conversation piece 
There’s never a lull in conversa- 

tion at the plumbing counter of 


Miller’s Home Suppliers, Sarasota, 
Fla. The store’s “space-man what- 
zis” takes care of that. 

Manager Harry J. Miller took 
odds and ends of plumbing and elec- 
trical fittings to build the little 
“man” shown. Though the figure 
stands scant 24 in. high, it domi- 
nates the scene. 


Children are especially intrigued 
by the figure. They follow their 
fathers into the plumbing section 
to see if the little man from space 
is still there. 


Dealers seek spring 
sales in many ways 


“Go after the garden club busi- 
ness,” is the advice of Conklin 
Hardware, Binghamton, N. Y. 

This dealer starts mimeograph- 
ing a four-page “Garden Club 
News” in May. The mailer is sent 
to every garden club within a 
radius of 25 miles. 

Each club is requested to send 
in news of its events such as 
officers’ elections, meetings, and 
social activities. The newsletter is 
mailed in bulk to each club for 
personal distribution. It is also 
sent to the dealer’s mailing-list 
customers. Also, it is a store hand 
out. 




















More features—famous 
Delta quality—enough 
beauty for a showpiece— 
all make this new Delta the 
most wanted lantern money 
can buy! 


IT’S THE 
DELTA 


Starfire 


Your customers will see the 
ad at right in big circulation 
magazines— 
BE READY 
FOR THEM 


Gain profits by displaying eye- 
catching Starfire prominently. 


ORDER THE 


Starfire 


FROM YOUR 
JOBBER,. 


THE LITE 
EVERYONE WANTS! 


—— 








Ss lg 


Poe” 


MODERN, ALL-NEW DELTA 


Ptarfire 


e 


LESS 
BATTERY 


America’s most wanted lite! Brilliant red 
flashing light on top for car emergencies. 
Nite-splitting spot beam for around the 
house, hunting and fishing. Handy rotary 
switch lets you “‘dial’’ the lite you need— 
spotlite, flashing red lite, or both together. 
Tripod legs permit level positioning on 
rough surfaces. Hang it or set it on the han- 
dle and point the spot beam where you 
need it. See the Starfire at your Dealer's! 


att? its, 


Piercing spot Point the spot Hang it any- 
lite. Brilliant beamwhereyou place. 
flashingredlite. need it. 


For 50 years Delta has been the leading manufacturer 
of quality electric lanterns. Select your next lantern 
from the many models made by Delta. 

Write for free Fisherman’s Calendar. 


Delta ahi 


DELTA ELECTRIC COMPANY 
207 W. 33rd Street, Marion, Indiana 


Want more facts? Circle 153, p. 77 
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Memorial wreaths: High-profit 


salesmaker three times a year 





Wreaths come boxed, and are displayed in them for fast handling. 


Many dealers sell boxed memo- 
rial wreaths as part of Christmas 
assortments. They find in them a 
fast turnover, 50 percent margin 
of profit line that sells well even 





in slack years. 

Vivian and Maurice Nolte, own- 
ers of Nolte Hardware, Kansas 
City, Mo., have found wreaths pro- 
duce good traffic and profit during 





two other periods of the year: 
Easter in early spring, and Memo- 
rial Day in late spring. 

“We sold 10 dozen wreaths this 
Christmas (1960), in the $2.98 to 
$6 range. Our Memorial Day 
wreath business is snowballing. 
Also, we put memorial wreaths on 
display before Easter,” Mrs. Nolte 
says. “At Easter-time, some cus- 
tomers use the wreaths for graves; 
others for home decor.’ 

Double exposure is given to the 
wreaths. A selection of 20 or so 
samples is strung up across the 
front of the store on wire. Another 
display is kept on the sidewalk to 
let the trade know about this in- 
teresting sideline. 

Each wreath carries about 50¢ 
profit on the retail dollar. Many 
customers buy more than one 
wreath. These customers tend to 
come back each year for their an- 
nual purchases. The wreaths and 
their boxes are hardy, so mark- 
downs are nil. If they are stocked 
early in the season there is no 
carryover problem. 





Turmer HARDWARE DEALER'S VACATION CONTEST 


A big contest for hardware dealers and their wives! All you do ts fill in 
an application card, enclosed in the Turner merchandise shown below 
If your card iS a winner, you'll share in the big prizes shown here. Order 


FIRST PRIZE 


your LP-70, LP-175-6 or LP-80 today. Fill in as many cards as you want 


All will count in the drawing 


*Duplicate first and second prizes for the jobber salesman 


fi DEALER ENTRY 


ms 


LP70 


BLANKS IN EACH OF 
THE PACKAGES SHOWN’ BELOW 


Dealer 


Buy 3 regular Turner Torches COS! 


and 4 Tanks, GET 2 TANKS 


FREE 


LP175-6 


6-Pack of Turner super capacity 
fuel fanks with 17'2° 
fits all standard torches, stoves, 


and lanterns. 


LP80 


$19.27 


Dealer 
COST 


$7.98 


o more fuel 


Dealer 


Includes 3 Hot Blast Paint COST 


Scrapers—1 FREE FUEL TANK. 


$19.95 


if you live 


or ACAPULCO 


If you live Ww, 


in NASSAU 


E 
ast of the Mississippi; River 


st of ale a 


-'ISSIDD: Rive, 


2 SECOND PRIZES 


2 ZENITH PORTABLE 


TELEVISION SETS 


5 3rd PRIZES 
me Viele 


ELECTRIC BLANKETS 





This contest Subject to Federal, Sate and local laws. 


10. 4th PRIZES 


VES 
10 TURNER PORTABLE CAMP STO 


EXTRA! All Turner Tanks have 14.1 
ounces or 26.7 fluid ounces of fuel. 


20 Sth PRIZES 
20 TURNER TORCH KITS 


Turner Corporation . SYCAMORE, ILLINOIS 


Want more facts? Circle 154, p. 77 


For details, write 
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Sometimes even something as 


simple as a plain ole Hacksaw 
Blade can be modernized, 
idealized and generally 
pepped up. It can’t always be 
done, but we've managed to 
do just that with these GRIFFIN 
HACKSAW BLADES. First off, 
we put the number of teeth on 
there in big letters...you can 
read ‘em without your glasses. 
Then to make it easy, we've 
printed right on the blade what 
it'll cut...you know, 24 teeth 
for tubing and small sections, 
18 teeth for bolts, pipe, etc. 
Makes it easy for you to pick 
out the right blade for the cus- 
tomer, 


Then we mark each blade like 
so, FRONT ——> , means your 
customer can't put the blade in 
his frame backwards. And the 
whole blade is painted a genu- 
ine antique satin black... looks 
good in your stock...no rust, 
no scale, no oil. 


; And these are really good 
f you don’t read anythin 
Wy ‘ities blades, made by an outfit that’s 


else... Don't miss this been making FINE HACKSAW 
FREE BLADE OFFER BLADES since 1880. Why not 
...- Right Here write today for a sample blade 
...see for yourself just how 
good they are. Just drop the 
coupon in the mail to GRIFFIN, FREE BLADE COUPON 
105 Duane Street, New York 8, G. W. GRIFFIN COMPANY 


‘ 105 Duane Street, New York 8, N.Y. 
New York and we'll send you a 


i Please send me without obligation a FREE 
modern Griffin Hacksaw Blade. GRIFFIN HACKSAW BLADE. 


My Nome 


Company 


rappin | 


[] Check here for literature and prices. 
FRANKLIN, NEW HAMPSHIRE 


Sales Representatives 
JOHN H. GRAHAM & CO., INC. 
105 Duane Street, New York 8, N. Y. 


Want more facts? Circle 155, p. 77 
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in the 
Garden! @ @ @ Stock the complete 


TRUMP line. Each series includes 

trowel, tronsplanter, fork, weed cutter, and 
cultivator. Four series in four distinct price 
ranges to give you more sales—bigger profits! 








No. 212 Trowel 


Superior 
Quality 


No. 200 Estate Series. 
Triple chrome plated 
for dependable, long life. 
Comfortable, exceptionally 
well-balanced; striking 
eye-appeal. Dark, 
hardwood handles. 


No. 412 Trowel 


—”~, 





Moderately 
Priced 


No. 400 Deluxe Series. 
Attractive geranium-red 

finish with bright polished steel 
tips; full-size, comfortable 


No. 800 Trowel stained hardwood handles. 





Gardener's 


Delight 


No. 800 Series. Bright green 
enomel finish on 18-gauge 
steel; smooth, hardwood 


No. 700 Trowel 










handle plugs. W ell- 
balanced; deep bowl. 


Low Price... 
High Quality 


No. 700 Series. Steel bodies 
ottractively finished in bive 
enamel with smooth, hardwood 
hondle plugs. 


Feature TROMP tools in your 
garden display 
Ask your wholesaler about the complete line. 
ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. ¢ Pascagoula, Miss. e Niagara Falls, Ont. 
Want more facts? Circle 156, p. 77 
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Two-for-one sale is 


dealer’s volume plan 


A Maine dealer thinks he has 
found one key to larger unit sales 
through a novel pricing policy. 

The plan works like this. Every 
new item the dealer buys is weighed 
in terms of whether two of the 
product could be used in an aver- 
age home. 

That is, for example, the average 
home can use two buckets. One is 
needed in the basement or garage, 
the other in the laundry. Most 
homes can use two waste baskets 
or two mops, or two saucepans or 
two paint brushes. 

As the dealer prices new prod- 
ucts, he holds aside those that could 
be priced in pairs. If, for example, 
the dealer pays 80¢ each for plastic 
buckets he would normally retail 
for $1.39 each, he may price them 
at two for $2.75. On the straight 
price, he would get $2.78 for two. 
But he figures it is better to shave 
a few pennies and double his 
volume. 

At the close-out booth during a 
recent dealer show, this dealer 
bought several hundred mops that 
he planned to run on special at $1 
apiece. Then he thought twice 
about the price. 

Instead of $1 each, he priced the 
bargain mops at two for $1.99 and 
sold them out in days. 

“Besides raising my average unit 
sale amount,” the dealer says, “I’m 
slowly but surely building a repu- 
tation for value among my trade.” 





HARDWARE HUMOR 
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“Do you have any that are borrow 
proof?” 








) 





WHY 
THIS SYMBOL 
MEANS 
MORE PROFITS 
FOR YOU 














“BAIT OF CHAMPIONS” 





This symbol of quality means Arbogast 
lures are action tested under every fishing 
condition. Customers recognize it as the 
mark of baits that catch more fish. That’s 
why Arbogast is America’s top selling 
line of baits. 


By Dick Kortis, 
President 








ARBO-GASTER® — Selling Features: Deep 
diving—floating lure. Digs deep with fast 
retrieve. Trolls at any speed yet won’t 
twist line. Big lip prevents snags. Hula 
Skirt squirms to give live action. Packed 
6 to display carton. %, 4, \% oz. 4 colors. 
Retail $1.35. 


' fp Fe aaa 


THE EYE®—Selling Features: Designed to 
imitate a fish eye, favorite food of lunkers. 
Will not hang up. Flashy spinner revolves 
on slowest retrieve, resembles swimming 
minnow. Will not twist line. Packed 12 
on display card. %, 4, % oz. 4 colors. 
Retail 85¢. 


ie ‘= 


#2 HAWAIIAN WIGGLER® — Selling Fea- 
tures: Shallow running, underwater lure 
for fishing in heavy cover. Weedguard pre- 
vents snags. Equipped with trailer hook 
to get short strikes. Packed 6 to display 
carton. %, 4 oz., 5 colors. Retail $1.25. 


Full Color, Full Page Ads in top national 
outdoor magazines make Arbogast Amer- 
ica’s top-selling, top-advertised line of lures. 


SEE YOUR JOBBER TODAY 
Write for FREE CATALOG on 
ARBOGAST “BAIT OF CHAMPIONS.” 


FRED ARBOGAST COMPANY, INC. 


343 West North Street, Akron 3, Ohio 
Want more facts? Circle 157, p. 77 
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the ROCK’N RAIN 


| WAVE-IMPULSE SPRINKLER ~- 
“FLIPPER” ASSURES 


EVEN WATER ~ 
“si PATTERN LENGTH - 
DISTRIBUTION omens in CONTROL 





HYDRO-JET DRIVE — THE 
POWER\IS IN THE NOZZLE 


| - VY NO GEARS TO CLOG 


- EXCLUSIVE : 
ROCKING ACTION —————— 


PATTERN WIDTH 
CONTROL 


A | 
SHERMAN 


FIRST! <= | 7 HEAVY 
. . / ~~ RUST-PROOF 


Newer than new -—— BASE 


the all-purpose sprinkler! | 
e Exclusive Sherman Design— 


Rust-proof automotive-type cea ; aay 
finish | 6 The Rock'n Rain — new in design — new in concept. 


Hydro-jet Drive! Sherman has combined the best features of America’s two most popular 

Trouble-free operation! — sprinklers — the conventional gear-type oscillating and the impulse-type. 

Pattern length and The special Hydro-jet drive powers the Rock'n Rain using only a fraction 

width control of the water required by conventional oscillating sprinklers. For the first 

Advanced styling — time, dual adjustments control the width of the spray as well as the length 

precision engineered! _ — exclusively with Rock’n Rain. It is ‘the one truly all-purpose sprinkler 
available today! 


‘ 


NOW READY! NEW for. 


NEW 1961 SHERMAN LAWN HOSE ess America’s 
GOODS CATALOG! It’s loaded with new | Lowest Priced 
and improved products that mean PROFITS 9 . j . Wave Sprinkler! 


for your lawn and garden department! , 
Sey ony $2.95 
\ | list 


'61 WAVE-KING 


H.6. SHERMAN MANUFACTURING CO. 
Battie Creek, Michigan 


Want more facts? Circle 158, p. 77 
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INSIST ON Everyone(-2#")needs DALTON 


—and Spring is the Season for these Sure-Fire Money 


Makers! So, Figure Ahead—Order from your Jobber 
Today! — - 


DALTON 
SAW- 
HORSE 
LEGS 





ok Perfect for the professional user. 
24 High Legs Powerful | 15 ve it AG- -DC moter, 
u oad spee r.p.m , 

Pr. $4.99 Jacobs geared chuck and key. 


30” High Legs H.D. multiple thrust ball bear- 
All-Steel. Fully g g and ee. 


’ — hy Pr. $5.99 yn Rw» yeh switeh. List. . $29.95 
& ereaabar soeurely. Crossbar ean be SPEE.DEE Wall Type 
| enamel finish. Safely withstands GARDEN 


load of 1500 Ibs. Display pkg. HOSE HANGER 


¢ Knocked down, packaged 
for impulse sales Com 
pact—saves warehouse space 
e Holds {00 ft. of hose 
¢ Mount on wall « Heavy 
steel, enamel 
News. finish « Easy to 


: assemble — bolts . 
> _— <a ae —s mprroved UY . Retails 
> i Be SPEE-DEE Pat. Pend. 79¢ 
| i] @ " SAWHORSE ; ae 








Now! 4 nail holes on top 
double the holding power, 
prevent separation of 
bracket from rail. 














ad BRACKET 

RATCHET TYPE RATCHET TYPE 
For %"' thru 2”’ PIPE Y4"’ thru 1’° BOLT STOCK 
HOLDER 


e Mount on 





e Includes 4 
jars with lids 


e Holds 7 tools 
@® Retails 98¢ 
Flanged Nail Holes for quick, Prices higher on W. Coast except Elec. Drill 


ete pgTON MEG. COLE cSrioue" 


Packag 











at %", Va’, Ve" 3-WAY Want more facts? Circle 160, p. 77 
or ’ , 78 - 


or %'", %”, 1” BOLTS Y4"’ SIZE TO 1" PIPE STOCK 








com, es St 


to 2’’ PIPE SIZES thru 1%’ BOLTS RATCHET: 1’ to 2’’ PIPE SIZES 








; 
—_—_—_ a 


NEW, Advanced Features Senne In London 


When you’re looking for just the right Threader 
to do the job better, faster, and still give you long 
dependable service to help you increase your job- | » ~ 
profit dollars —INSIST ON TOLEDO! Here | ra | 9 al 0] 
are a few of many Toledo Quality Built and | 

Quality Checked TOLEDO TOOLS at popular , : 

prices. Get extra value . . . advanced design and 


Toledo engineered mechanical features ... at 
no extra cost, see and buy Toledo Tools ! 





<abap a ii= 














{SOLO THRU AUTHORIZED “TOLEDO” DISTRIBUTORS) 


FEBRUARY 6-10 1961 
OLYMPIA-LONDON 


—= 


Write For New Catalog 


- a : y 2 
 ¢h i / ; 
- | a ,. > 
E DO & ALA % (AMtchtl 


| 
PIPE THREADERS e WRENCHES © MACHINES e TUBING TOOLS | 
| 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 1th International Hardware Irades Fair 


Want more facts? Circle 159, p. 77 | Want more facts? Circle 161, p. 77 
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SALESPACKAGED | 


ORDER 


ae mye FROM YOUR 
i pi N 7 "a EF: MANUFACTURING CO., Inc. angele 


116 E. Walnut St. OR WRITE 
Milwaukee 1, Wisconsin 


Want more facts? Circle 162, p. 77 
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29 MILLION 


love their steam irons...and 


wish they’d stop 


PREVENTION ... 
AT A PROFIT! 


Kleensteam is the handy water 
de-mineralizing conditioner that 
TURNS TAP WATER INTO THE 
CHEMICAL EQUIVALENT OF 
COMMERCIAL DISTILLED 
WATER... in minutes, right at 
the sink! The CUSTOMER carries 
Kieensteam home in her purse... 
NOT ON HER BACK! 


Kieensteam paurects steam irons against 
CLOGGING ... PREVENTS damaging TAP WATER 
‘ “LIMING” inside! 


Kieensteam builds REPEAT BUSI- 
NESS (replacement sales are HUGE!) 
Retail price, 98¢ for ‘Starter Kit’’, 
2 Refills 98¢... EXCELLENT PROFIT 
MARGINS! 


PACKAGED FOR IMPULSE BUYING! 
Shelf Stacker/Hanging Displays, 
plastic Bubble Packs, Refill Displays! 
Displayed with 2% Oz. PACKETTE of 
new, pre-measured Kieen-Out JRON 
CLEANER for market introduction. 


Sell the PREVENTION for clogged-up 
steam irons along with the CURE... 
to THOUSANDS in your area who 
own steam irons that need BOTH! 


WRITE ...WIRE...PHONE... 
ILLINOIS WATER TREATMENT COMPANY 
840 CEDAR ST., ROCKFORD, ILLINOIS 

Want more facts? Circle 163, p. 77 
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Builders’ hardware theme 


used in dealer group ad 








LOOK 
BELOW FOR YOUR 
WEAREST ACE STORE 


e ACE HARDWARE 











A simple request? Hardly. It can baffle the most knowledgeable 
person. Why? Because in this one category alone there are so 
many types of hinges that even the expert would find confusing, 
and yet—no mystery to the ACE HARDWARE trained personnel 
who respond to this request every day. ACE HARDWARE will 
find the proper hinge for your job! For contractor or "do-it- 
yourselfer" a staff of hardware specialists is on hand, dedicated 
to the task of aiding every one who seeks help in solving building 


or repair problems. 
IT IS OUR REASON FOR BEING! 


ACE HARDWARE IS AN ORGANIZATION OF HARDWARE 
MERCHANTS, many of whom have served their communities 
for generations, who are aware of their responsibilities to their 


customers. 


You will find the hard to get hardware item at ACE STORES. 
The off-standard bolt . . . the odd-ball “gismo" . . . yes we have it. 
In this era of specialization, ACE STORES have been the prime 


suppliers to the men and women of city and suburbia for all of 
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the thousands upon thousands of articles known as hardware. 


Finding the right item for your job is our job. 


.At ACE STORES you will get what you want when you need it— 
and it is ALWAYS PRICED RIGHT! FOR HARDWARE IT'S ACE 


ACE HARDWARE 


SHOP AT YOUR ACE STORE NEAREST YOU 
CHICAGO W. North Ave. WE 7-6350 HIGHLAND PARK: 
6444 H. Milwaukee Ave... RO 3-9881 1746 Second... ... 18 2-1150 
3935 Irving Park Rd... .18 3-1671-2 3535 W. Armitage Ave WORTHBROOK: 
$830 W. Clark St........10 1-3929 2625 W. Harlem Ave 1159 Church St. CR 2-0015 
3911 Lincoln Ave gu 1-1777 9662-64 Northwest Hwy. PARK RIDGE: 
1540 W. Devos RO 4-1474 2308 ¥. ae Ave. 
a . = st. : SUBURBAN STORES 
= aerence Ave. 
ARLINGTON HEIGHTS: 
12 E. Northwest Hwy.....CL 3-549  SMOKIE: 5035 Oakton St... OR 3-0700 

CRYSTAL LAKE: 55 M. Williams St. 609 WAUKEGAN: 
DES PLAINES: 694 Lee St. VA 4-2108 227 W. Genessee St. ON 2-2656 
EVANSTON: 917 Chicago Ave. UN 4-8080 WILMETTE: 
EVANSTON: 1910 Central St. UN 4-3100 1119 Central Ave. AL 1-0183 
PA S-3148 FRANKLIN PARK: 9620 Grand GL 5-2311 WINNETKA: 952 Linden Ave. H! 6-3000 


122-26 4. Northwest Hwy. TA 3-3188 
ROLLING MEADOWS: 

3003 Market Plaza Cl §-9050 
ROSELLE: 121-3 Main St... LA 9-9711 
3650 4. Southport Ave... 
2717 &. Clark St. 

3340 W. Foster Ave... 
7230 W. Foster Ave. 


ACE HARDWARE 


e ACE HARDWARE e ACE HARDWARE e# ACE HARDWARE @ 


* ACE HARDWARE @ ACE HARDWARE e6« ACE HARDWARE ¢ 
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ACE HARDWARE 


ACE HARDWARE e 


HARDWARE 


Here is an advertisement published in a Chicago 
newspaper playing up the hardware store as a source 
of supply for home building and repair items. It also 
plays up the hardware store for its complete assort- 
ments. The advertisement combats competition from 
other types of retail outlets selling only the swift 


moving hardware items. 





Stovepipe is considered important enough for annual 
window display. 


“Stovepipe old fashioned? 
... Not on your tintype!” 


“Don’t kid yourself that stovepipe is old fashion- 
ed!” reports Jim Miller, Jim’s Hardware & Toys, 
Atchison, Kan. 

“For every home that changes to central heating, 
there’s a hunter’s shack or lakeside cottage being 
built, needing stovepipe and accessories for its heating 
plant. 

“Also, there is plenty of replacement selling to 
customers still using various types of hot air heat. 
We’re selling more stovepipe than ever before. It’s 
a quick turnover line at least four months a year.” 

Jim’s Hardware has assumed a responsibility, 
because it has elected itself as “stovepipe headquar- 
ters.” 

This means that Mr. Miller must be careful to 
stock all needed items in the line: elbows, backdraft 
sections, collars, dampers, reducers, etc. 

“We keep our window display up .or about a month 
prior to cold weather. It may be old fashioned merchan- 
dise to some dealers, but it surely produces needed 
profits,” Mr Miller says. 

Items, such as stovepipe, also drill home to custom- 
ers the idea that a store is a hardware store. The 
fact that a store stocks such items leads customers to 
remember the store when they need other types of 
merchandise. 

Many of these items are replacement merchandise, 
hence there is a steady demand each year as customers 
get ready for the winter season. 





and the cro! 
29 MILLION 


love their steam irons ...and 


wish they’d stop 
- clogging up! 


You can sell the 


CURE... 
AT A PROFIT! 


keen-our 


STEAM IRON 
CLEANER 


New, PRE-MEASURED Kleen-Out 
steam iron cleaner CLEANS OUT 
CLOGGED IRONS... STOPS 
SPURTING, SPUTTERING, UGLY 
STAINING! Contains magic 
METALGARD ... cleans out but 
never ‘‘eats the metal’’ 

as other cleaners do! 


Packed 2% Oz. of liquid in 
brand-new, EXCLUSIVE CONTAINER 
..- DOUBLE-THICK PACKETTE... 
handiest to USE and STORE! 

Snip off end and pour! 


no" 
* < ae 
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DISPLAY PACKAGE (shelf 
stacker or hanging) WITH POW- 
ERFUL SELLING MESSAGE! 
Four 2% Oz. PACKETTES... 
10 FLUID OZ. ...(4 iron clean- 
ings!) retail price, 98¢. HIGH 
PROFIT MARGINS! Display has 
everything for FAST SALES! 


KLEEN-OUT IS BACKED BY 
LARGE NEWSPAPER ADS 
AND SATURATION RADIO 
AIMED RIGHT AT STEAM 
IRON OWNERS! 


For initial MARKET INTRODUCTION Kleen-Out is 
packaged with famousKleensteam water conditioner kit. 
SELL THE CURE FOR CLOGGED STEAM IRONS ALONG 
WITH THE PREVENTION TO THOUSANDS IN YOUR 
AREA WHO OWN CLOGGED-UP STEAM IRONS! 

One money-saving introductory package that builds 
REPEAT SALES! 


WRITE ... WIRE... PHONE... 
ILLINOIS WATER TREATMENT COMPANY 
840 CEDAR ST., ROCKFORD, ILLINOIS 

Want more facts? Circle 163, p. 77 
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Skilled 
Hands 
Know the 


Difference... 


That's why Genuine 


Ritalb 
WRENCHES 


Sell Fast 








Order from your wholesaler today! 
The Ridge Tool Company, Elyria, Ohio, U.S. A. 


Want more facts? Circle 164, p. 77A 
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HAROLD E. MASBACK 
began his career in the 
hardware field in 1910 as 
a sales clerk with the R. J. 
Masback retail hardware 
store. Two years later R. J. 
Masback became Masback, 
Inc., wholesaler at New 
York, N. Y. Mr. Masback 
was promoted to the spe- 
cial order department of 
the new firm. A year later, 
he became a sales repre- 
sentative for Masback. He 
held this position until 1917, at which time he 
was called to serve his country in World War I. 
He served two years in France as a first-sergeant. 
Upon his discharge from the army in 1919, he 
returned to Masback, being moved up to the ex- 
port department. In 1922 he was made advertis- 
ing and sales promotion manager, and later sales 
manager. In 1939 Mr. Masback became vice- 
president in charge of sales. He was again hon- 
ored in 1942, being made executive vice-president 
and general manager of the firm. In 1947 he was 
elected president of the company. He held this 
position until 1954 when he was elected chairman 
of the executive committee for one year. In 1955, 
Mr. Masback became president of the Garden 
Equipment Corp., Floral Park, N. Y., a position 
he presently holds. Mr. Masback’s hobbies are 
golf and bridge. He is a member of the Eastern 
Hardware Golf Association. 





Want more facts? Circle 165, p. 77 > 
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Model 325R (shown) 
or Model 325, with 
spunky 3% h.p. engine. 


~ REVERSATILITY 


Through the magic of stroboscopic 


‘photography you can watch Springfield 


reversatility at work. Available on Springfield 
Pies 
Models 325R and 60VTR exclusively. 


REVERSATILITY. You expect the best from Spring- 
field, and in the positive-action reverse designed for 
Springfield Models 325R and 60VTR you get it! 

Tight corners no longer are a problem. Turf clump- 
ing and difficult soils that ruin the efficiency of 
other tillers, don’t faze your Springfield with Rever- 
satility. 

Either with the big Model 325R, or the all-purpose 
Model 60VTR, Springfield Reversatility adds to the 
pleasure of yard and garden tasks. 


QUICK-CHANGE TINES. No mechanic's kit required 
to change tines on a Springfield. Efficient lifetime- 
guaranteed bolo tines are attached by a simple lock 
pin, and arrangements can be varied to till rows 8, 
11, 17, 20, 23 or 26 inches in width. 





HANDY-HANDLE CONTROLS. Topped by the mar- 
velous Quick-Lok Clutch control, the full range of 
Springfield tiller controls are located within easy 
reach on the handlebars...mighty handy for busy 
hands! The Quick-Lok Clutch locks and unlocks with 
slight finger pressure, and is the Springfield way to 
end wrist fatigue. Its control is located on the right 
handlebar. Throttle control and optional reversing 
lever are close at hand on the left handlebar. 


PERFECT OPERATING BALANCE. Springfield is 
the easiest of all tillers to use because of sensible 
functional design. Depth gauge {adjustable up or 
down to control depth of tilling) makes tiller, not you, 
do the work. Adjustable wheels and handlebars per- 
mit changing tiller balance to fit your needs perfectly. 











Model 60VTR (shown) 
or Model 60VT, with 
spirited 3 h.p. engine. 





Engine: 
Starter: 
Throttle: 
Clutch: 


Reverse: 


Handlebars: 
Transmission: 
Bearings: 

Depth Bar: 
Transport Wheels: 


Tiller Tines: 


Weight: 


Engine: 


Starter: 
Throttle: 
Clutch: 


Reverse: 


Handlebars: 
Transmission: 


Frame: 
Bearings: 


Depth Bar: 


Transport Wheels: 


Tiller Tines: 


Weight: 


3 h.p.—4 cycle 
Recoil 
On handlebar 


Positive cone clutch drive, long-life 
clutch lining, ‘‘Quick-Lok” engaging 
mechanism—assures easier fingertip 
lock release 


Separate lever control for safety 
operation, handlebar lever-operated. 
Factory installed on Model 60VTR only. 


Tubular steel—heavy duty — 
adjustable height 


Worm, steel hardened and ground and 
bronze alloy worm wheel, runs in oil 


Needle bearings for tiller shaft 
Timken bearings for worm shaft 


Adjustable 0” to 4” hinged for ease 
of operation 


2—10”x1.75 semi-pneumatic (furnished) 
adjustable width 


High carbon forged steel—heat treated 
for hardness, guaranteed for life against 
breakage, 12 tine blades, 12” diameter, 
adjustable width 


97 lbs. 


3.25 h.p.—4 cycle 
3h.p.—4cycleinB&S 


Recoil 
On handlebar 


Belt tightener type. Positive ’’Quick-Lok”’ 
engaging mechanism —assures easier 
finger-tip lock release 


Separate lever control for safer operation. 
Handlebar lever operated. Positive belt 
tightener type. Factory installed on 
Model 325R only 


Tubular steel—heavy duty — adjustable 
height 


Worm, steel hardened and ground and 
bronze alloy worm wheel, runs in oil 


Semi-steel casting 


Needle bearings for tiller shaft 
Timken bearings for worm shaft 


Adjustable 0” to 8”—hinged for easy 
reverse of tiller 


2—10”x1.75 semi-pneumatic (furnished) 
adjustable width and 3 position front to 
rear balance adjustment 


High carbon steel, heat treated for 
hardness, guaranteed for life against 
breakage, 16 tine blades 4 to the set. 
Adjustable for 8, 11, 14, 17, 20, 23, 

or 26 inch widths 


Model 325 — 139# 
Model 325R — 142# 


Since the latest design in engineering advances are con- 
Stantly being adapted to Springfield powered lawn and 
garden equipment, specifications may change without notice. 
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Each Springfield Rotary Tiller is guaranteed 
free from defects in material or workman- 
ship for one full year from date of purchase. 


Engine carries manufacturer’s guarantee. 
Tines guaranteed for life against breakage. 


Springtield 
work-saving 
accessories 


For Models 325 & 325R heavy-duty tillers 


CULTIVATOR, with hilling sweeps. 
Shipping weight 13 lbs. No. 60TH. 


a 
FURROWING 
TOOL, 

and attachment 
bracket. 
Shipping weight 
4 lbs. 

No. 60TF. 
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“The House of Power” 


a product of Quick Mfg., Inc. 
Springfield, Ohio 


Printed in U.S.A. Form No. 102 





Convention Calendar 





conventions 


shows 


conferences 








For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list. 


January 

11-12 W. H. Kiefaber Co. Lawn 
Garden & Outdoor Living Ex- 
hibit, Dayton, Ohio. 

15-17 Ace Hardware Corp., Annual 
Convention & Exhibit, Chicago. 

15-18 Pennsylvania & Atlantic Seo- 
board Hardware Assn., Philo- 
delphia. 

16-18 Minnesota Retail Hardware 
Assn., Minneapolis. 

16-20 National Housewares Exhibit, 
Chicago. 

22-24 Albany Hardware & Iron Co.., 
Dealer Show, Albany, N. Y. 

22-24 Intermountain Assn. of Hard- 
ware & Implement Dealers, Salt 
Lake City, Utah. 

22-24 Pacific Northwest Hardware & 
Implement Assn.. Spokane, 
Wash. 

22-24 Texas Hardware & Implement 
Assn., Houston, Texas. 

22-26 National Sporting Goods Assn.., 
Convention & Show, Chicago. 

23-25 South Dakota Retail Hardware 
Assn., Sioux Falls, S. D. 

23-25 United Hardware Distributing 
Co., Annual Stockholders’ Meet- 
ing & Merchandising Show. 
Minneapolis. 

Van Camp Hardware & Iron 
Co., Spring & Summer Mer- 
chandise Show, Indianapolis 


Ind. 


Mountain States Hardware & 


Implement Assn., Denver, Colo. 
Oklahoma Hardware & Imple- 
ment Assn., Oklahoma City, 


Okla. 

Illinois Retail Hardwore Assn., 
Honolulu, Hawaii. 

S. Federbush Co., Spring Show- 
case, Lodi, N. J. 


Frankfurth Hardware Co., Mer- 
chandise Clinic & Show, Mil- 


waukee, Wis. 





Convention Check List 





29-30 Louisiana - Mississippi Retail! 
Hardware Assn., Jackson, Miss. 

29-31 Indiana Retail Hardware Assn.., 
Indianapolis. 

29-31 North Coast Retail! Hardware 
Assn., Inc., Seattle, Wash. 

29-31 Geo. C. Wetherbee & Co.. 
Dealer Show, Detroit, Mich. 

29-31 Wisco Hardware Co., Merchan- 
dising School & Sales Show, 
Madison, Wis. 


30-31 American Hardware Supply 
Co., Merchandise Fair, Pitts- 
burgh. 


February 
5-6 Nebraska Retail Hardware 
Assn., Lincoln, Nebr. 
5-6 Tennessee Retail Hardware 
Assn., Nashville, Tenn. 


5-7 Virginia Retail Hardware Assn. 
Roanoke, Va. 

5-8 Ohio Hardware Assn., Cleve- 
land, Ohio. 

6-7 Wisconsin Retail Hardware 
Assn., Milwaukee, Wis. 

7-9 C. Y. Schelly & Bros., Inc., An- 
nual Spring Show, Fairgrounds, 
Allentown, Pa. 

Connecticut Hardware Assn. 


Hartford, Conn. 


Home Improvement Products 


Show, New York, N. Y. 


Arkansas Retail Hardware 
Assn., Little Rock, Ark. 


Tri-State Hardware & Imple- 
ment Assn., Amarillo, Texas. 


Kentucky Retail Hardware 
Assn., Louisville, Ky. 

Michigan Retail Hardware 
Assn., Detroit. 

Western States Hardware- 


Houseware Show, San _ Fran- 
Cisco. 


12-15 lowa Retail Hardware Assn. 
Des Moines, lowa. 

12-15 Our Own Hardware Co., Spring 
Convention, Minneapolis. 

15-16 Piedmont Hardware Co., Gen- 
eral Trade Show, Danville, Vo. 

19-20 Oklahoma Hardware Co., An- 
nual Spring Market, Cklahomo 
City, Okla. 

19-21 New England Hardware Deal- 
ers Assn., Boston. 

19-21 Northern Wholesale Hardare 
Co., Annual Convention & Mer- 
chandise Show, Portland, Ore. 

19-21 West Coast Hardware & 
Housewares Show, Los Angeles. 

20-22 Western Retail Implement & 
Hardware Assn., Kansas City 
Mo. 

21-23 Albany Hardware Co., Annual 
Hardware Show, Albany, Ga. 

21-23 Hardware Assn. of the Caro- 
linas, Charlotte, N. C. 

26-28 West Virginia Hardware Assn. 
Huntington, W. Va. 

27 to New York State Retail Hard- 

Moar. | ware Assn., Syracuse, N. Y. 


March 
5 Central Jersey Wholesalers 
Inc., Dealer Show, Asbury Park 
N. J. 

7-9 Alabama Retail Hardware 
Assn., Birmingham, Ala. 
Georgia-Florida Hardware Assn. 
Inc., Jacksonville, Fla. 


Southern Hardware Conven- 
tion, Miami Beach, Fla. 
National Assn. of Sheet Metal 
Distributors, Spring Meeting, 
Cleveland, Ohio. 


Industrial Supply Convention, 
Atlantic City. 








National Events 


Home Improvement Products Show, 
Feb. 8-11, Coliseum, New York, 
N. Y. Management office: 331 Madi- 
son Ave., New York 17, N. Y. 


Industrial Supply Convention, May 23- 
25, Hotel Traymore, Atlantic City. 
Sponsored by American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Thomas-Hunter Associates, 
2130 Keith Bldg., Cleveland 15, 
business manager; National Indus- 
trial Distributors’ Assn., 1900 Arch 
St., Philadelphia 3, Robert C. Fern- 
ley, executive secretary; Southern 


Industrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., E. L. 
Pugh, secretary-treasurer. 


National Assn. of Sheet Metal Dis- 
tributors, Spring Meeting, April 19- 
21, Sheraton-Cleveland Hotel, Cleve- 
land, Ohio. Thomas A. Fernley, Jr., 
executive secretary, 1900 Arch St., 
Philadelphia. 


National Housewares Exhibit, Jan. 
16-20, Exposition Hall, Chicago. 
Sponsored by National Housewares 
Mfrs. Assn., 1130 Merchandise 
Mart, Chicago 54; Dolph Zapfel, 
secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Jan. 22-26, Morri- 
son Hotel & Palmer House, Chicago. 
G. Marvin Shutt, executive director, 
716 Rush St., Chicago 11, Ill. 


Regional Events 


Ace Hardware Corp., Chicago, An- 
nual Convention and Exhibit. Jan. 
15-17, at Conrad Hilton Hotel, Chi- 
cago. 


Albany Hardware Co., Albany, Ga., 
Annual Hardware Show, Feb. 21-23, 
at National Guard Armory, Albany, 
Ga. 


Albany Hardware & Iron Co., Dealer 
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A NEW MARKET IS WAITING! 


For the first time, o -ultiple use Tool that can either be used as a SANDER or BUFFER! 
Two tools in one. . . for sanding or polishing, furniture, cars, floors, walls, etc. A NEW 
Tool, and priced to sell. 


V2 THE SIZE AND WEIGHT AND 1/2 THE PRICE OF COMPETITIVE TOOLS, the RAM 
BUFF 'N SAND is designed to operate at 500 R.P.M. to not only perform properly, 
but avoid burning surfaces due to high speed operations. Three conductor cord, mirror 
finish, thrust ball bearings with universal AC-DC motor, the BUFF 'N SAND also in- 
cludes 24 sanding discs and a high quality 72" O.D. Lambs Wool Bonnet. 


Packed 4 per case. List Price $43.95 
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L2EAAZA HEDGE TRIMMER 
STOP COSTLY MOTOR BURNOUTS! 


Another first with RAM. A high quality 14° tempered steel bladed Hedge Trimmer 
equipped with a 50 foot 3 conductor Heavy Duty Cord. No power loss or motor 
failure with the RIGHT cord already attached. 


1800 strokes per minute for fast action cutting with VARI-ACTION design edges ideal 
for straight or angle shrub trimming. 
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RAM TOOL REMONT AVE., CHICAG 

411 N. 


Mirror finish housing with universal air cooled, powerful stall-proof motor, attractive 
red handles and yellow cord in colorful display packaging furnishes real selling 
, eye-appeal. 


Light weight and perfect balance, cuts faster and cleaner than others. 
Packed 4 per case. List Price $44.50 


TOOL CORPORATION 


411 N. CLAREMONT AVE. « CHICAGO 12, ILL. 
Want more facts? Circle 166, p. 77 
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Convention Calendar 





conventions 


shows 


conferences 





Convention Check List 





January 

11-12 W. H. Kiefaber Co. Lawn 
Garden & Outdoor Living Ex- 
hibit, Dayton, Ohio. 

15-17 Ace Hardware Corp., Annual 
Convention & Exhibit, Chicago. 

15-18 Pennsylvania & Atlantic Sea- 
board Hardware Assn., Phila- 
delphia. 

16-18 Minnesota Retail Hardware 
Assn., Minneapolis. 

16-20 National Housewares Exhibit, 
Chicago. 

22-24 Albany Hardware & Iron Co., 
Dealer Show, Albany, N. Y. 

22-24 Intermountain Assn. of Hard- 
ware & Implement Dealers, Salt 
Lake City, Utah. 

22-24 Pacific Northwest Hardware & 
Implement Assn., Spokane, 
Wash. 

22-24 Texas Hardware & Implement 
Assn., Houston, Texas. 

22-26 National Sporting Goods Assn., 
Convention & Show, Chicago. 

23-25 South Dakota Retail Hardware 
Assn., Sioux Falls, S. D. 

23-25 United Hardware Distributing 
Co., Annual Stockholders’ Meet- 
ing & Merchandising Show 

inneapolis. 

24-25 Van Camp Hardware & Iron 
Co., Spring & Summer Mer- 
chandise Show, Indianapolis, 
Ind. 

24-26 Mountain States Hardware & 


Okla. 
27-30 Illinois Retail Hardware Aissn.., 
Honolulu, Hawaii. 
29 S. Federbush Co., Spring Show- 
case, Lodi, N. J. 


waukee, Wis. 





Implement Assn., Denver, Colo. 
27-29 Oklahoma Hardware & Imple- 
ment Assn., Oklahoma City, 


29-30 Frankfurth Hardware Co., Mer- 
chandise Clinic & Show, Mil- 





For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list. 


29-30 Louisiana - Mississippi Retail 
Hardware Assn., Jackson, Miss. 

29-31 Indiana Retail Hardware Assn.. 
Indianapolis. 

29-31 North Coast Retail Hardware 
Assn., Inc., Seattle, Wash. 

29-31 Geo. C. Wetherbee & Co.. 
Dealer Show, Detroit, Mich. 

29-31 Wisco Hardware Co., Merchan- 
dising School & Sales Show, 
Madison, Wis. 

30-31 American Hardware Supply 
Co., Merchandise Fair, Pitts- 
burg! 


February 
5-6 Nebraska Retail Hardware 
Assn., Lincoln, Nebr. 
5-6 Tennessee Retail Hardware 
Assn., Nashville, Tenn. 


§-7 Virginia Retail Hardware Assn.., 
Roanoke, Va. 

5-8 Ohio Hardware Assn., Cleve- 
land, Ohio. 

6-7 Wisconsin Retail Hardware 
Assn., Milwaukee, Wis. 

7-9 C. Y. Schelly & Bros., Inc., An- 


nual Spring Show, Fairgrounds, 
Allentown, Pa. 


Connecticut Hardware Arssn.., 


Hartford, Conn. 


8-11 Home Improvement Products 


Show, New York, N. Y. 

12-13 Arkansas a? Hardware 
Assn., Little | Ark. 

12-13 Tri-State Hardware & Imple- 


ment Assn., Amarillo, Texas. 


12-14 Kentucky Retail Hardware 
Assn., Louisville, Ky. 

12-14 Michigan Retail Hardware 
Assn., Detroit. 

12-14 Western States Hardware- 
Housewore Show, San Fran- 
CISCO. 


12-15 lowa Retail Hardware Aissn.., 
Des Moines, lowa. 

12-15 Our Own Hardware Co., Spring 
Convention, Minneapolis. 

15-16 Piedmont Hardware Co., Gen- 
eral Trade Show, Danville, Vo 

19-20 Oklahoma Hardware Co., An- 
nual Spring Market, Cklahoma 
City, Okla. 

19-21 New England Hardware Deal- 
ers Assn., Boston. 

19-21 Northern Wholesale Hardare 
Co., Annual Convention & Mer- 
chandise Show, Portland, Ore. 

19-21 West Coast Hardware & 
Housewares Show, Los Angeles. 

20-22 Western Retail Implement & 
Hardware Assn., Kansas City 
Mo. 

21-23 Albany Hardware Co., Annual 
Hardware Show, Albany, Ga. 

21-23 Hardware Assn. of the Caro- 
linas, Charlotte, N. C. 

26-28 West Virginia Hardware Assn.. 
Huntington, W. Va. 

27 to New York State Retail Hard- 

Mar. | ware Assn., Syracuse, N. Y. 


March 
5 Central Jersey Wholesalers 
Inc., Dealer Show, Asbury Park 
N. J. 


7-9 Alabama Retail Hardware 
Assn., Birmingham, Ala. 


26-28 Georgia-Florida Hardware Assn. 


Inc., Jacksonville, Fla. 


April 
16-19 Southern Hardware Conven- 
tion, Miami Beach, Flo. 


19-21 National Assn. of Sheet Metal 
Distributors, Spring Meeting, 
Cleveland, Ohio. 


May 


23-25 Industrial Supply Convention, 
Atlantic City. 








National Events 


Home Improvement Products Show, 
Feb. 8-11, Coliseum, New York, 
N. Y. Management office: 331 Madi- 
son Ave., New York 17, N. Y. 


Industrial Supply Convention, May 23- 
25, Hotel Traymore, Atlantic City. 
Sponsored by American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Thomas-Hunter Associates, 
2130 Keith Bldg., Cleveland 15, 
business manager; National Indus- 
trial Distributors’ Assn., 1900 Arch 
St., Philadelphia 3, Robert C. Fern- 
ley, executive secretary; Southern 


Industrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., E. L. 
Pugh, secretary-treasurer. 


National Assn. of Sheet Metal Dis- 
tributors, Spring Meeting, April 19- 
21, Sheraton-Cleveland Hotel, Cleve- 
land, Ohio. Thomas A. Fernley, Jr., 
executive secretary, 1900 Arch St., 
Philadelphia. 


National Housewares Exhibit, Jan. 
16-20, Exposition Hall, Chicago. 
Sponsored by National Housewares 
Mfrs. Assn., 1130 Merchandise 
Mart, Chicago 54; Dolph Zapfel, 
secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Jan. 22-26, Morri- 
son Hotel & Palmer House, Chicago. 
G. Marvin Shutt, executive director, 
716 Rush St., Chicago 11, Ill. 


Regional Events 


Ace Hardware Corp., Chicago, An- 
nual Convention and Exhibit. Jan. 
15-17, at Conrad Hilton Hotel, Chi- 
cago. 


Albany Hardware Co., Albany, Ga., 
Annual Hardware Show, Feb. 21-23, 
at National Guard Armory, Albany, 
Ga. 


Albany Hardware & Iron Co., Dealer 
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4220245) BUFF ’N SAND 
A NEW MARKET IS WAITING! 


For the first time, a multiple use Tool that can either be used as a SANDER or BUFFER! 
Two tools in one .. . for sanding or polishing, furniture, cars, floors, walls, etc. A NEW 
Tool, and priced to sell. 


VY. THE SIZE AND WEIGHT AND 1/7, THE PRICE OF COMPETITIVE TOOLS, the RAM 
BUFF "N SAND is designed to operate at 500 R.P.M. to not only perform properly, 
but avoid burning surfaces due to high speed operations. Three conductor cord, mirror 
finish, thrust ball bearings with universal AC-DC motor, the BUFF 'N SAND also in- 
cludes 24 sanding discs and a high quality 7%" O.D. Lambs Wool Bonnet. 


Packed 4 per case. List Price $43.95 
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42a HEDGE TRIMMER 
STOP COSTLY MOTOR BURNOUTS! 


Another first with RAM. A high quality 14” tempered steel bladed Hedge Trimmer 
equipped with a 50 foot 3 conductor Heavy Duty Cord. No power loss or motor 
failure with the RIGHT cord already attached. 

1800 strokes per minute for fast action cutting with VARI-ACTION design edges ideal 
for straight or angle shrub trimming. 
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411 N. Cl 


Mirror finish housing with universal air cooled, powerful stall-proof motor, attractive 
red handles and yellow cord in colorful display packaging furnishes real selling 
eye-appeal. 
Light weight and perfect balance, cuts faster and cleaner than others. 

Packed 4 per case. List Price $44.50 


TOOL CORPORATION 


411 N. CLAREMONT AVE. « CHICAGO 12, ILL. 
Want more facts? Circle 166, p. 77 
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Show, Jan. 22-24, at company of- 
fices, Broadway at Arch St., Al- 
bany, N. Y. 


American Hardware Supply Co., Mer- 
chandise Fair. Jan. 30-31, at com- 
pany offices, 14 Terminal Way, 
Pittsburgh, Pa. 


Central Jersey Wholesalers, Inc., 
Dealer Show, March 5, at Hotel 
Berkeley-Carteret, Asbury Park, 
N. J. 


S. Federbush Co., Totowa Boro, N. J. 
Spring Showcase, Jan. 29, at Lodi 
Armory, Lodi, N. J. 


Frankfurth Hardware Co., Merchan- 
dise Clinic & Show, Jan. 29-30, at 
Milwaukee Auditorium, Milwaukee, 
Wis. 


Georgia-Florida Hardware Assn. Con- 
vention and Trade Show, Mar. 26-28. 
Hotel Headquarters at Hotel George 
Washington, Jacksonville, Fla. Ex- 
hibits at Jacksonville Coliseum. 
R. L. Ricker, secretary-treasurer. 


Hardware Assn. of the Carolinas 
Hardware & Housewares Show & 
Convention, Feb. 21-23. Hotel head- 
quarters at Charlotte Hotel, ses- 
sions and exhibits at Radio Center 
Auditorium, Charlotte. Martin F. 
Kaelke, Box 6215, Charlotte 7. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
22-24. Hotel headquarters and ses- 
sions at Hotel Utah, Salt Lake City. 
Leon L. Weeks, 308 Bank of Idaho 
Bldg., Boise, Idaho. 


W. H. Kiefaber Co., Annual Lawn, 
Garden & Outdoor Living Show, 
Jan. 11-12, at company offices, 40 
Keowee St., Dayton, Ohio. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 24-26. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, Box 73, Boulder, 
Colo. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 19-21. Hotel 
headquarters and sessions at Stat- 
ler-Hilton Hotel, exhibit at First 
Corps of Cadets Armory, Boston. 
Chester C. Putney, 665 Boylston 
St., Boston 16. 


North Coast Retail Hardware Assn. 
Convention, Jan. 29-31. Hotel head- 
quarters and exhibit at Olympic 
Hotel, Seattle, Wash. Martin W. 
Danko, Route 12, Box 109. Fife 
Square, Tacoma, Wash. 


Northern Wholesale Hardware Co., 
Annual Convention & Merchandise 
Show, Feb. 19-21, at company’s 

(Continued on page 123) 





Du Pont traffic-building specials 





make more money for you 


“PULL-EM-IN” CUSTOMER SPECIALS | YOUR PROFIT-MAKING SPECIAL DEALS 

















5-Ib. box of 

Customers buy 8-02. They pay You sell 24 of these combinations for $55 68 
ROSE SS | Veatch 34,80 

SQUEEZE-DUSTER 
a — a YOUR PROFIT 520.88 
yay ‘eee = a You sell 12 of these combinations for............427.00 

on 
GARDEN + SPREADER-STICKER 55 95 Your cast. ........... 16.85 
INSECTICIDE FREE YOUR PROFIT *10.15 
rs | inati r..... 959, 

Yar exten 8 OF on lla ene 
DU PONT SPRAYER when they buy it with | Your cost as one 





any Du Pont Product 


| YOUR PROFIT $22.30 or more 





+ Free Sprayers. 3 when you buy 10 cases. Up to 


PLUS —THIS BIG HALF-PRICE DEAL FOR YOU 24 with 50 cases. All clear profit! (offer expires Feb. 15) 


every case you buy. Mats and scripts free! 


+ Free Garden Guides. avaitabie only at Du Pont 


Dealers—a real traffic builder! 


DU PONT LAWN WEED KILLER $3840 


24 8-0z. cans—Reg. $18.75 


*38% 


7 Your setting price | : aati 
| DU PONT LAWN WEED KILLER | win ¥ an : + 8 New Products. The most complete line in '61! 
| 24 L-pt. cans—Reg. $29.20 cost, «= Your. | + Generous Co-op Ad Allowance. 1 tor 
| PROFIT | 
| | 
| | 





GARDEN CHEMICALS 


(See page 86 for more exciting Du Pont news) 





REG. US. PAT. OFF. 
BETTER THINGS FOR BETTTER LIVING 
.»» THROUGH CHEMISTRY 
Want more facts? Circle 167, p. 77 
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Refreshment Sets for Spring and Summer 


These beautiful sets are real bargains! They’re priced 
low enough to appeal to every housewife, and they'll 


Hy of promise bring you a handsome profit. For best results, 
eee 


mass-display them in their attractive gift-display 
boxes. There’s a decoration to appeal to every taste. 


. 
ert Q eT, { Or artes What an exciting, colorful display these sets will 
D D make on your counter ...and how they'll sell! For 
additional information, see your wholesale distribu- 


= Dp acked with tor or write us direct. 


Now...more than ever... 


profit for you! ANCHORGLASS 


Want more facts? Circle 168, p. 77A Want more facts? Circle 168, p. 77> 
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Show, Jan. 22-24, at company of- 
fices, Broadway at Arch St., Al- 
bany, N. Y. 


American Hardware Supply Co., Mer- 
chandise Fair, Jan. 30-31, at com- 
pany offices, 14 Terminal Way, 
Pittsburgh, Pa. 


Central Jersey Wholesalers, Inc., 
Dealer Show, March 5, at Hotel 
Berkeley-Carteret, Asbury Park, 
N. J. 


S. Federbush Co., Totowa Boro, N. J. 
Spring Showcase, Jan. 29, at Lodi 
Armory, Lodi, N. J. 


Frankfurth Hardware Co., Merchan- 
dise Clinic & Show, Jan. 29-30, at 


Milwaukee Auditorium, Milwaukee, 
Wis. 


Georgia-Florida Hardware Assn. Con- 
vention and Trade Show, Mar. 26-28. 
Hotel Headquarters at Hotel George 
Washington, Jacksonville, Fla. Ex- 
hibits at Jacksonville Coliseum. 
R. L. Ricker, secretary-treasurer. 


Hardware Assn. of the Carolinas 
Hardware & Housewares Show & 
Convention, Feb. 21-23. Hotel head- 
quarters at Charlotte Hotel, ses- 
sions and exhibits at Radio Center 
Auditorium, Charlotte. Martin F. 
Kaelke, Box 6215, Charlotte 7. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
22-24. Hotel headquarters and ses- 
sions at Hotel Utah, Salt Lake City. 
Leon L. Weeks, 308 Bank of Idaho 
Bldg., Boise, Idaho. 


W. H. Kiefaber Co., Annual Lawn, 
Garden & Outdoor Living Show, 
Jan. 11-12, at company offices, 40 
Keowee St., Dayton, Ohio. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 24-26. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, Box 73, Boulder, 
Colo. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 19-21. Hotel 
headquarters and sessions at Stat- 
ler-Hilton Hotel, exhibit at First 
Corps of Cadets Armory, Boston. 
Chester C. Putney, 665 Boylston 
St., Boston 16. 


North Coast Retail Hardware Assn. 
Convention, Jan. 29-31. Hotel head- 
quarters and exhibit at Olympic 
Hotel, Seattle, Wash. Martin W. 
Danko, Route 12, Box 109, Fife 
Square, Tacoma, Wash. 


Northern Wholesale Hardware Co., 
Annual Convention & Merchandise 
Show, Feb. 19-21, at company’s 

(Continued on page 123) 





Du Pont traffic-building specials 
make more money for you 


“PULL-EM-IN” CUSTOMER SPECIALS 


YOUR PROFIT-MAKING SPECIAL DEALS 





Customers buy 8-0z. 


ROSE 
SQUEEZE-DUSTER 


5-Ib. box of 


NEW DU PONT only 
ROSE FOOD 


at ‘4 price 


They pay 


$2.32 


You sell 24 of these combinations for 


$55.68 
Your cost. . 34.80 


YOUR PROFIT $20.88 








They buy 


They get one 59¢ 
8-02. dropper can of 


GARDEN + SPREADER-STICKER 


They pay 
only 


You sell 12 of these combinations for. 


bins deck oe 
Your cost. .. 16.85 


2.29 


INSECTICIDE YOUR PROFIT 10.15 


FREE 








..$59.40 


You sell 12 Sprayers in combination deals for... . 


Your customers get $2 OFF on the or sell them separately for $83.40. 


DU PONT SPRAYER when they buy it with 


any Du Pont Product 


Your cost me 
YOUR PROFIT $22.30 or more 








T Free Sprayers. 3 when you buy 10 cases. Up to 


24 with 50 cases. All clear profit! (offer expires Feb. 15) 


T 8 New Products. The most complete line in '61! 
+ Generous Co-op Ad Allowance. $1 for 


every case you buy. Mats and scripts free! 


+ Free Garden Guides. Available only at Du Pont 


Dealers—a real traffic builder! 


GARDEN CHEMICALS 


(See page 86 for more exciting Du Pont news) 


PLUS —THIs BIG HALF-PRICE DEAL FOR YOU 


Your selling price 
76.80 


YOUR 
PROFIT 


*38* 


DU PONT LAWN WEED KILLER | 


, You 
24 1-pt. cans—Reg. $29.20 CcOsT 


DU PONT LAWN WEED KILLER) $3840 


24 8-0z. cans—Reg. $18.75 


REG Us. PAT. OFF 
BETTER THINGS FOR BETTTER LIVING 
..» THROUGH CHEMISTRY 
Want more facts? Circle 167, p. 77 
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Refreshment Sets for Spring and Summer 


These beautiful sets are real bargains! They’re priced 
low enough to appeal to every housewife, and they’ll 


‘ 
Hy ot promise bring you a handsome profit. For best results, 
eee mass-display them in their attractive gift-display 
‘. boxes. There’s a decoration to appeal to every taste. 
D ert Q CT, { OF D artes What an exciting, colorful display these sets will 
make on your counter ...and how they'll sell! For 
additional information, see your wholesale distribu- 


ne packed with tor or write us direct. 


profit for you! ANCHORGLASS 


Want more facts? Circle 168, p. 77A Want more facts? Circle 168, p. 77> 














Early American Prescut...full of glamour! 


By popular demand, we’re adding four new exciting REFRESHMENT SETS 


; iC : Sets Lbs. Approx. 
pieces to fabulous Early American Prescut, the line on — So ‘tine 


that has created more excitement, sales and profits in Curlicue Bands 34 $2.00 


stores about the country than any line of glassware Pastel Ribbons 6 34 2.00 
a Bact 22K Gold and White 6 34 2.00 
in years. These sparkling new pieces are irresistibly Petite Fleur , 34 500 


glamorous, yet they’re practical for everyday use in Fiesta Bands 6 34 2.00 


the home. They’re priced so low, women will buy all EARLY AMERICAN PRESCUT 


: Doz. Lbs. Approx. 
four. Glamorize Prescut on Royal Blue velvet or No. Size tom Cen Cin Retail 


mirrors under a spotlight to bring out all their sparkle : 752 934” Gondola Dish 1 15 $.39 
and brilliance—and you'll be amazed at how fast they — ‘167 74” Round Bowl 1 20 39 


768 634” 3-Toed Dish 1 12 39 
will sell. You'll love the profit too! 776 9” Oval Bowl 1 18 39 


ANCHOR HOCKING GLASS CORPORATION 
Lancaster, Ohio 


makes you money... Visit us at the 
NATIONAL HOUSEWARES SHOW « McCormick Place, 
makes you friends Chicago, Ill. « January 16-20 « Booths 908-910-912 





3 NEW “SPECIAL” FANS 
FROM GENERAL ELECTRIC 


Now, you can sell General Electric 
Fan Quality at rock-bottom prices 


Whoever said opportunity knocks once didn’t see 
this ad. Here, opportunity knocks three times. 

For, whether you use these quality General 
Electric Fans as leaders to perk up early season 
fan business .. . or to build store traffic ... or as 
the first rock-bottom step up the price ladder to 
the regular General Electric line—these “‘special”’ 
fans are sure to mean more profits for you! 

Retain this ad to remind you to call your dis- 
tributor today! Quantities are limited! 


General Electric Company, Automatic Blanket & Special 20-inch P ortable 





rT 


Re RNS ‘ 
OME eet sxe 
epee. 


8 
ts 


Fan Department, Bridgeport 2, Connecticut. e Powerful! 2 speeds and off. Protective grill guards 
front and back e Weather-protected motor factory- 
oiled for life of fan « New crisp styling e New spruce 
blue with white grill e Trimline styling. 








Be 
bs 
ae 
a 
we 


+ 


= 
aS=>= 


20-inch Portable Fan—W-17 


e It’s electrically reversible with two speeds each 
way e Convenient control knob e Can be used in most 
sash windows—mounting bar available as accessory 
e Factory-oiled for life of fan e Crisp new Trimline 


20-inch Special Roll-Around Fan—P-5 styling in new spruce blue with white grill. 


¢ Most versatile of all fans! Rolls easily anywhere. Ad- Progress ls Our Most /mportant Product 
justable height and tilt! e Two speed push-button control 


ee Che galt tases" GENERAL @@) ELECTRIC 
SEE GENERAL ELECTRIC FANS AND COOLERS AT THE HOUSEWARES SHOW! 


Want more facts? Circle 169, p. 77A Want more facts? Circle 170, p. 77> 
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PACKED WITH 


FOR VOLUME SALES 


© 
Take a fresh look at SALES OPPORTUNITY NEW Tripl 
for 1961, consider the complete Lustro-Ware Line GALLON JUG 
of sparkling-fresh housewares for your , 

plastics department! A full range of merchandise 

to keep you “in business” on every plastic 
housewares category. New, ‘“‘ahead-of-the-market”’ 
items to keep you abreast of customer demand. 
Superior quality standards also assure 


customer satisfaction and repeat sales. 


Don’t overlook, too, the “‘big sell’”’ 
of Lustro-Ware national advertising and ; we wes REFUSE 
ow 4 sizes 


our unconditional money-back guarantee. | NOW 


-TAIN 


vy snap 


ER 


. “martio< 
ianaies 


Altogether Lustro-Ware gives your plastics 


department the greatest buy appeal ever! 


NHMA SHOW 








t 


ee7 aaa = 
a: 


poe, 
iin aan 











> ’ a 
*~ + 
* Guaranteed by 
Good Housekeeping 


Vr, 


_ RTRs 








For Every SALES SEASON 


Only a Lustro-Ware housewares center has such year ‘round 
traffic appeal. National ads on fast-turn staples with tie-in 
merchandising services to direct customers to your store. For 
catalog and FREE merchandise aids write: 

COLUMBUS PLASTIC PRODUCTS, INC., Columbus 23, Ohio 


Sale xs offices i prine pal cities o I / w % and Canada 








Melnor's 
amazing new — 
urret Sprinkler 


nn 
~ 
% : 
a 
3 


Of 


Here’s the sprinkler that every homeowner has been strips up to 5’ x 50’ and up to 10’ x 50’, rectangular 
waiting for. The Melnor Turret is ideal for watering areas up to 20’ x 40’, and square areas up to 30’ x 
long, narrow borders of grass along driveways, N TH 30’. It gives even penetration from end to end, 
walks, or flower beds. It covers four different A> 4 Fy, Without wetting adjacent areas. Handsomely 
lawn areas, making it the most versatile a, , Ree | designed, and precision engineered of non- 
sprinkler on the market. The four posi- O¢ ; ay - corroding aluminum, zinc,and chrome 
tion turret spray selector quickly swiv- > ; a “ on brass. The Turret Sprinkler is uncon- 
els into place for these spray patterns: ~ ditionally guaranteed for one full year. 


& 
: 4 


~) 
OO 

SELF-SELLING CARTON |i, =+- 
Flip the lid of Metnor’s Turret la 
Sprinkler and it becomes a "Utes, 
counter display piece. Your ly 
customers can see ata 
glance how this unique 
four-in-one sprinkler 
operates. 


-) WE EL IN OB INOustRiES, inc. © 
MOONACHIE. NEW JERSEY 


Want more facts? Circle 171, p. 77 
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main office, 519 N. W. Park St., 
Portland, Ore. 


DEPENDABILITY 


Dependability means many things 


to many people. 

To the mariner, dependability is 
exemplified by the never-failing flash 
of the lighthouse which guides his 
ship safely into port. 

To hundreds of hardware whole- 
salers and dealers — and their cus- 
tomers, too — the WRIGHT 
Diamond trade mark is the 
symbol of reliable, high quality 
products, competitively priced 
and manufactured by 

a company whose 


Oklahoma Hardware Co., Annual 
Spring Market, Feb. 19-20, at Huck- 
ins Hotel, Oklahoma City, Okla. 


Our Own Hardware Co., Spring Con- 
vention, Feb. 12-15, at company 
offices, 618 N. Third St., Minne- 
apolis, Minn. 


Pacific Northwest Hardware & Imple- 
ment Assn. Convention, Jan. 22-24. 
Hotel headquarters and sessions at 
Davenport Hotel, Spokane, Wash. 
J. Malcolm Smith, 303 Empire State 
Bldg., Spokane, Wash. codaiaiiian Sies.iiha 

Pennsylvania & Atlantic Seaboard pendability and serv- 4 > 
Hardware Assn. Finch Moy ined anal acne. 

15-18 exhibit at Sheraton Hotel, , eager 

Philadelphia. J. Wayne Tisdale, That's why it will pay 

3820 Walnut St., Harrisburg, Pa. art to stock and 
SGM ces 


WIRE PRODUCTS... 


WELDEDGE WOVEN HARDWARE CLOTH 


Wright Weldedge Hardware Cloth (2, 3, 
4 and 8 mesh) is precision woven by a new 
process, with flat wire selvages giving added 
strength, rigidity and uniformity of mesh. 
This new process makes this Wire Cloth 
Southern Hardware Convention of the straighter and flatter than ever before. It 
Southern Wholesale Hardware Assn. has a wide variety of uses around the home, 
& the American Hardware Mfrs. on the farm and in industry and can also be 


Assn., April 16-19. Hotel head- furnished with conventional loop selvage 
quarters at The Americana Hotel, p seivage. 


Miami Beach, Fla. SWHA manag- Heavily galvanized after weaving. 


ing director, Ralph E. Kirby, 806 


Peachtree St., N.E., Atlanta 8, Ga. 
AHMA secretary, Arthur L. Faubel, 

h—+-- naeaaaa REVERSE TWIST 
NETTING 





Piedmont Hardware Co., Annual Gen- 
eral Trade Show, Feb. 15-16, at 
company display room, 554 Crag- 
head St., Danville, Va. 


E. Rabinowe & Ceo., Annual Spring 
Open House, Feb. 12, at company 
offices, 465 Saw Mill Road, Yonkers, 
N. Y. 

C. Y. Schelly & Bros., Inc., Allentown, 
Annual Spring Show, Feb. 7-9, at 


Agricultural Exposition Hall, Fair- 
grounds, Allentown, Pa. 




















342 Madison Ave., New York 17. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 12-13. Hotel WRIGHT WIRE STRAND 
headquarters, sessions and exhibit lothesli 
at Herring Hotel, Amarillo, Texas. (cemestiae 
R. B. Allen, 1409 Fourth Ave., Can- 


yon, Texas. 


United Hardware Distributing Co., 
Minneapolis, Annual Stockholders’ 
Meeting and Merchandise Show, 
Jan. 23-25, at Minneapolis Audi- 
torium. 


Van Camp Hardware & Iron Co., 
Indianapolis, Spring & Summer 
Merchandise Show, Jan. 24-25, at 
Exhibit Hall Indiana Theatre Bldg., 
Indianapolis, Ind. 


West Coast Hardware & Housewares 
Show of the Pacific Southwest Hard- 
ware Assn., Feb. 19-21, at Great 
Western Exhibit Center, Los An- 
geles. Otto H. Grigg, 1519 S. Gar- 
field St., Los Angeles. 


Western States Hardware - House- 
wares Show, sponsored by Califor- 
nia Retail Hardware Assn., Feb. 12- 


Want more facts? Circle.172, p. 77> 





This quality wire, per- 
fectly stranded and 
heavily galvanized is 
supplied in cartons 
containing twenty 50- 
foot connected coils 
for easy handling. 

* 6 Strand No. 18 
® 6 Strand No. 20 


®¢ No. 3 Cushion 
Center 


4 Strand No. 20 
7 Strand No. 18 











‘Aluminum 


Easily identified by 
the famous ROOSTER 
trade mark, Wright- 
line Reverse Twist 
Netting with reinforc- 
ing line wires unrolls 
perfectly straight and 
flat —and stays that 
way! It’s easier to use 
— has no sags or 
bulges. Furnished gal- 
vanized either before 


or after weaving. 


G. F. WRIGHT STEEL & WIRE co. 


WORCESTER 3, 


MASSACHUSETTS 


Write today for catalog on these and other fine Wright Woven Wire Products 


industrial Wire Cloth © Woven Wire Lath © Hardware Cloth © Welded Fabric 
Galvanized Wire ‘ad 


Wire Strand © Gutter Guard *W Packaged 


Flower Fence © insect Screening © Hexagonal Netting 
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14. Hotel headquarters and sessions 


at Jack Tar Hotel. Exhibit at (ena. 
As , 





Brooks Hall Civic Center, San MOST BEAUTIFUL 
Francisco. Krueger B. Jacobsen, 122 CAN OPENER 
Ninth St., San Francisco 3. MADE 


Western Retail Implement & Hard- 

ware Assn., Feb. 20-22. Hotel head- 

‘ quarters at President Hotel. Ses- 

i sions and exhibit at Municipal Au- 
s your ditorium, Kansas City. J. Keith 


ONE-STOP SOURCE | Ss" "= 


Geo. C. Wetherbee & Co., Detroit, 
for Mich., Dealer Show, Jan. 29-31, at 
Detroit Light Guard Armory, 4400 


SCREWS, NUTS E. Eight Mile Rd., Detroit, Mich. 





Wisco Hardware Co., Merchandising 
AND BOLTS School & Sales Show, Jan. 29-31, 
at company warehouse, 15 S. Brear- 
for Every Industry ! ly St., Madison, Wis. 
PORTABLE 
STEEL © BRASS State Events 
COPPER © NAVAL BRONZE Alabama Retail Hardware Assn. Con- a ECTR IC 
vention, Mar. 7-9. Hotel headquar- 
SILICON BRONZE ters at Tutwiler Hotel. Sessions CAN 
STAINLESS STEEL and exhibit at Municipal Audi- OPENER 
MONEL ¢ ALUMINUM torium, Birmingham. A. B. Hill, 


2201 Highland Ave., Birmingham 


Arkansas Retail Hardware Assn. Con- = RIVAL MANUFACTURING C0 


Masses City 29 Missou 





vention, Feb. 12-13. Hotel headquar- 
ters at Marion Hotel. Sessions and 
exhibit at Robinson Auditorium, 
Little Rock. Tom R. Pickney, 1014% a 





Main, Little Rock. — = 
Connecticut Hardware Assn. Conven- 
tion, Feb. 8. Hotel headquarters 


a aT: pe CALLS = 
and sessions at Bond Hotel, Hart- 


ford, on Russell Carlson, New D Y K E M 
Milford. STEEL BLUE'< 


Illinois Retail Hardware Assn. Con- =: NI 
vention, Jan. 27-30. Hotel head- y= —F- 
quarters and sessions at Hawaiian 
Village Hotel, Honolulu, Hawaii. 
William F. Ewert, 1451 Merchan- 
dise Mart Plaza, Chicago 54. 


NC 










Industry's Easiest-to- 
Use Catalog places all 
your Fastening needs at 
your fingertips! Large, 
clear listings, helpful 
illustrations. Use your 


> 
tees 





Indiana Retail Hardware Assn. Con- 
vention, Jan. 29-31. Hotel head- 
quarters at Sheraton-Lincoln Hotel. 


| Jefferson catalog today Y7 Sessions and exhibit at Murat Tem- 
| and every day. Additional L ple, Indianapolis. W. J. Sheely, 4120 

copies free on request. g N. Keystone, Indianapolis. 
Iowa Retail Hardware Assn. Conven- 


tion, Feb. 12-15. Hotel headquarters 
at Hotel Savery. Exhibit at Vet- 
erans Memorial Auditorium, Des = : — 
Moines. Philip R. Jacobson, 520 W. —————— 


© Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 


il ih] 
WH 
HN 3: 


Hi | 
| 




















after it arrives . . . for same-day . . —— ————— 
shipment of most orders. You can't Soe ony ee Roeeee EE ‘Popa package 8-oz. can fitted with = 
beat Jefferson service — anywhere! Kentucky Retail Hardware Assn. Con- for cope Fa he ge cco = 
vention, Feb. 12-14. Hotel head- pee ready pe apes ina few minutes. == 
quarters, sessions and exhibit at Saal Gua ae Oe io ee velicf. = 
Kentucky Hotel, Louisville. Edward = prevents metal glare. Increases effi- ==. 
Keiley, 501 Republic Bldg., Louis- ay Camey ane aecumney. = 
ville 2. Write for full information 
SCREW CORPORATION Louisiana - Mississippi Retail Hard- | 2 'HE DYKEM COMPANY 
691 BROADWAY * NEW YORK 12, N. Y. ware Assn. Convention, Jan. 29-30. = prunes nag dans 
$Pring 7-8400 Hotel headquarters, sessions and a. oer TSE - 2 Gh tee Mn 
exhibit at Heidelberg Hotel, Jack- = ————————————— 
Want more facts? Circle 173, p. 77 Want more facts? Circle 175, p. 77 
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STERLING 
“DIAMONDS FOR DEALERS: LINE of PLUMBING BRASS 
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Sellable 


lavatory 
eh aebale t= " i. : 
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COMPLETE LINE OF BATH TRIM, LAVATORY LEGS AND TOWEL BARS, LAVATORY FITTINGS, LAUNDRY TRAY 
TRIM, SINK FITTINGS, LAWN FAUCETS, BOILER DRAINS, VALVES, SINK STRAINERS, TRAPS, FLEXIBLE SUPPLIES 


Sterling’s “Diamonds-for-Dealers” Line is tailored 
especially for Hardware Dealers! Modern Styling (to 
catch the eye); Top Construction (to make sure cus- 
tomers call back); and Value Packed—to assure highest 
profit! Call your Wholesaler or send coupon. 


Sterling Faucet Company 
Morgantown, W. Va. 


Please send folder “Hardware Group of 
Plumbing Fittings” 


NAME 
COMPANY 
ADDRESS 








» 
aaty STERLING 
in guantiiy” FAUCET COMPANY 
: | MORGANTOWN, W. VA. 





3 








Want more facts? Circle 176, p. 77 
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your guide to 
trouble-free 
aerosol paints 


NON-CLOG DESIGN 
IDEAL SPRAY PATTERN 
NO FINGER FATIGUE 


Look for 

the plastic top 
with this 
distinctive profile 
-..it identifies 
THE EXCLUSIVE 
SPRAYON 
“DANVERN’” 
AEROSOL VALVE 


When you stock self-spraying 
paint, this famous valve means 
dependable performance and 
happy customers. You'll find it 
on the aerosol cans of many of 
the nation’s best-known paint 
manufacturers*. Engineered 
specially for paints, the Sprayon 
“Danvern” valve has no parts 
that “age” on the shelf and is 
virtually foolproof in opera- 
tion. It is clean and easy to use 
and always works. Be sure the 
aerosols you stock have it. 


* Names furnished on request. 


SPRAYON PRODUCTS, INC. 


2071 East 65th St., Cleveland 3, Ohio 
Want more facts? Circle 177, p. 77 
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son, Miss. David O. Mansfield, Box 
1696, Jackson. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 12-14. Hotel head- 
quarters at Pick-Fort Shelby Hotel. 
Sessions at Pick-Fort Shelby Hotel 
and Cobo Hall. Exhibit at Cobo 
Hall, Detroit. Harold W. Schu- 
macher, 1916 Michigan National 
Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 16-18. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. 
C. J. Christopher, 3033 Excelsior 
Blvd., Minneapolis 16. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 5-6. Hotel headquar- 
ters and sessions at Hotel Corn- 
husker. Exhibit at Pershing Munic- 
ipal Auditorium, Lincoln. Frank 
Capalino, 303 Insurance Bldg., Lin- 
coln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 27-Mar. 1. 
Hotel headquarters and sessions at 
Syracuse Hotel. Exhibits at Onon- 
daga County War Memorial, Syra- 
cuse. Nicholas H. Kiley, Hills Bldg., 
Syracuse 2. 


Ohio Hardware Assn. Convention, 
Feb. 5-8. Hotel headquarters and 
sessions at Sheraton Cleveland 
Hotel. Exhibit at Cleveland Public 
Auditorium, Cleveland. John B. 
Conklin, 1540 W. Fifth Ave., Co- 
lumbus 12. 


Oklahoma Hardware & Implement 
Assn. Convention, Jan. 27-29. Hotel 
headquarters and sessions at Skir- 
vin Hotel. Exhibit at State Fair- 
grounds, Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, Jan. 23-25. Hotel head- 
quarters and sessions at Sheraton 
Carpenter Hotel. Exhibit at Coli- 
seum, Sioux Falls. Harris T. Ben- 


son, 2108 S. Western Ave., Sioux 
Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 5-6. Hotel head- 
quarters at Andrew Jackson Hotel. 
Sessions and exhibit at State Fair- 
ground Coliseum. R. J. Parish, Box 
784, Nashville. 


Texas Hardware & Implement Assn. 
Convention, Jan. 22-24, Hotel head- 
quarters, sessions and exhibit at 
Shamrock Hilton Hotel, Houston. 
R. M. Souder, 1108 Gibraltar Life 
Bldg., Dallas 1. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 5-7. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Roanoke, Roanoke. G. T. Omohun- 
dro, Jr., Scottsville. 


ALL OF 1961 


Toilaflex will be advertised regularly 
all through 1961 in all the following 
magazines: Saturday Evening Post, 
Better Homes & Gardens, American 
Home, House Beautiful, Sunset, Farm 
Journal, McCall's, Ladies’ Home 
Journal, Living for Young Home 


Makers. 


We are directing buyers to your 
store for their Toilaflexes, and we 
hope you will take advantage of 
the wealth of cals these ads will 
bring to you. 


‘TOILAFLEX 
Toilet Qo Plunger 


The Plunger They 
Ask for By Name 


By the makers ot 
Water Master tank balls. 
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this cabinet... 


ce OS 
ZOU 2 
~ eat EXTENSION = 


business 


in SPRINGS 


Here’s the easy practical way to meet 
the daily calls for standard springs. 
Cabinet No. 932 contains 402 plated, 
precision-made springs — 127 different 
sizes of extension and compression 
springs — in coded compartments. 
Boxed refills shipped from stock. Also 
smaller assortments in one- and two- 
drawer cabinets. 


Order from your jobber, or write us 


Also Weatherstrips 
Clean-out Augers 
Pole Sockets 


ARDNER WIRE CO. 
1329 So. Cicero Ave., Chicago 50, Ill. 
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Higher quality 
eat-t- fat-we-y-t-J(-) et ote 


Homko Lawn Equipment is built 

the way you would probably do it 
yourself .. . with exceptional design, 
exclusive features and superb quality. 


Back this up with the terrific Homko 
Hoedown promotion (a complete 
promotion that makes it even easier 
to sell) and you've got the best 
selling power mower line you've ever 
handled. The complete line that 

sells better because there's so 

much more to sell! 


alimiae-laleMmaat-limedali-merelelelelamiels 
complete information on the big 
Homko profit line for 1961 and news 
about the ‘‘Homko Hoedown!" 





WESTERN TOOL & STAMPING COMPANY 
2725 Second Ave. * Des Moines 13, lowa * Dept. HA-é 


Name 
Firm Name 
Address 


CC ____——————————— State 
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ALL-NEW 


JIGSAW. 


ae 


ORBITAL SANDER 
MODEL 592-83 295 | 


NOW! UP 10 907% MARK-UP 


ALL-NEW MODELS WITH EXCLUSIVE 


ALL-NEW 
¥,” DRILL KIT 
MODEL 507— 


$3295 


Everyone’s talking about profits these days, and now Skil is 
really doing something about them. 

You get a full 50% mark-up on these new Skil models by 
buying the new 5-Tool Assortment No. 23810. It’s a high- 
turnover assortment, too—includes just one each 14” drill, 
14,” drill kit, 34” drill, sander, and jig saw. And this same 50% 
mark-up (with full 3314% profit) is yours when you buy any 
of these 6 new models in 5-pack quantities. 

But Skil gives you more than longer profits. You get faster 
turnover too. Skil has not just 1 but 6 brand new models, 
all engineered with the quality, features, and performance 
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ALL-NEW 
yy” DRILL & POWER UNIT 
MODEL 503— 91825 


ALL-NEW 
COMPACT %%” DRILL 
MODEL 541- $3495 


ON THESE NEW SKIL TOOLS 


MATCHED STYLING ARE PRICED FOR FAST TURNOVER 


you want, and all priced for fast movement at the 
retail level. 

The many quality features include a tilting base for 
bevel cuts on jig saw, precision gear drive and power- 
ful universal motor on the sander, true double-reduction 


gearing on the %” and ¥4” drills, new cooler-running 
motors, many others. What’s more, Skil’s new “family” 
styling helps you build sales of complete matched sets 
of tools. Call your wholesaler today or write us for the 
full story on these new tools. 


... Silling Vind Today with Cadwskip 


SKIL CORPORATION, 5033 N. Elston Ave., Chicago 30, Ill. 








How’s the Hardware Business? 





Rug cleaner rentals aimed at housewives offers 
dealers new source of traffic, sales and profits 


Hardware dealers looking for 
new ideas to spark their rental 
departments may want to consider 
this new electric rug cleaner rental 
program aimed at housewives. 

The prograin is offered by Glam- 
orene, Inc., Clifton, N. J. The pro- 
gram is built around rental of an 
electric rug cleaning machine and 
the sale of rug cleaning material. 
The machine is Glamorene’s Elec- 
tric Rug Brush. The material is 
Glamorene’s Drug Cleaner for 
Rugs. 

The machine was test-marketed 
by Glamorene last summer. Some 
20 hardware dealers in New York 
set up the rug cleaner in their 





This color floor display is part of the 
home rug cleaner program. 


stores. This test was without bene- 
fit of advertising or display ma- 
terials. Results were so encourag- 
ing that Glamorene developed a 
rental program for the machine. 
Here is how the program works. 
A hardware dealer gets set up in 
rental of the electric rug cleaner 
with an introductory offer that 
costs $39.95. For this $39.95, a 
dealer gets a case of four gallons 
of rug dry cleaner with a retail 
value of $15.92, plus an Electric 
Rug Brush with a retail value of 
$39.95. 
A complete display and promo- 
tion kit for rentals is included. 
The company suggests a rental 
fee of $2 per day. A rental is esti- 
mated to result in the sale of two 
gallons of rug cleaner. Thus, the 
return to a hardware dealer on a 
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one-day rental would be $5.18: 
rental fee $2 plus $3.18 gross profit 
on the rug cleaner. These figures 
are based on surveys made by 
Glamorene on machines now in use. 

According to the survey among 
New York dealers last summer, 
dealers averaged three to four 
rentals per machine each week. 

The company reports dealers fre- 
quently place a machine in the 
rental department. Soon a second 
and third machine is put in service 
as demand builds up. 

The display and promotion kit 
included in the program gives deal- 
ers instructions on how to set up 
the program in their stores, a 
rental record, window banners, ad 
mats, and lapel and decal identi- 
fications. 

The program also is promoted to 
consumers through radio, television 
programs, and co-op newspaper ad- 
vertising campaigns. 

The cleaner resembles a powder, 
but is mostly a liquid. The cleaner 
is brushed into the rug with the 
electric brush which has’ two 
brushes which mesh and overlap 
to work the cleaner into the rug. 
The do-it-yourself home rug cleaner 
finishes the job by vacuuming the 
loose cleaner. 


Industrial distributors 
report sales down 6.5% 


Sales of industrial supplies and 
equipment during November were 
down 6.5 percent over last Novem- 
ber, reports the National Industrial 
Distributors’ Assn. 

Sales for the first 11 months of 
this year are 1.4 percent behind 
sales during the same period of 
1959. 

Accounts receivable as of Nov. 
30 were off 4.2 percent over a year 
ago. Inventories were up 1 percent 
as of Nov. 30. 


Personal income total 
levels off in November 
Personal income for 1960 began 
to level off in November, after 10 
months of continuous rise. 
Income was at an annual rate of 


$409.5 billion, reports the Dept. of 
Commerce. This is the same as at 
the end of October, and $20.8 bil- 
lion higher than a year ago. 

Wages and salaries were at an 
annual rate of $274.4 billion, $500 
million less than the previous 
month, but still $13.6 billion higher 
than a year ago. 

Total agricultural income in No- 
vember was at an annual rate of 
$16.5 billion, unchanged from Oc- 
tober and $1.3 billion higher than 
November 1959. 


November retail sales 
up 5 percent from 1959 


November’s $18.6 billion in retail 
sales was 5.3 percent better than 
November 1959, reports the Dept. 
of Commerce. 

The durable goods category 
showed the greatest improvement, 
pulling out of a declining trend to 
a 7.3 percent increase over last 
year. Sales of durable goods in 
November totaled $5.9 billion, com- 
pared to $5.5 billion a year ago. 

Sales in the nondurable goods 
category continued to keep above 
last year’s totals with a 4.4 percent 
increase in November. Sales were 
$12.7 billion, compared to $12.1 
billion during November 1959. 


Manufacturers expand, 
move to new facilities 


Patterson-Sargent Co., has com- 
pleted construction of a new paint 
plant at North Brunswick, N. J. 
The new building has 44,700 sq ft 
of floor space. 

Magic Iron Cement Co., Cleve- 
land, Ohio, has expanded its Cleve- 
land facilities with a new building 
housing plant and offices. 

Rubbermaid, Inc., Wooster, Ohio, 
recently broke ground for a 120,000 
sq ft plant located on a 104-acre 
tract. The $1.3 million facility will 
house the plastics manufacturing 
operations. Completion is set for 
June, 1961. 

Rubberset Co., East Newark, 
N. J., began operations at a branch 
plant in Monterey Park, Calif. The 
new plant replaces Rubberset’s for- 
mer location in Los Angeles. 

Cutler Hammer, Inc., Milwaukee, 
has begun operation of its new 
motor control plant at Belmont, 
Calif. The plant has more than 
35,000 sq ft of floor space. 














NEW LAWN-BOY PAIR 


for lawn and garden care 





LAWN-BOY comes up with the perfect selling combina- 
tion! The top profit line of quality power mowers, the 
exclusive, all-new Hobby Gardener PLUS the biggest pro- 
motion ever (first of 3 for this year, see below) to help 
you sell. But now LAWN-BOY brings you still greater 
profits by teaming these mowers up with the newest gar- 
den tool on earth—the remarkable Hobby Gardener. 
Experts say Hobby Gardener is the hottest thing of the 
year for a hundred dollars. Comes ready to go—with an 


.°” NEW LAWN-BOY “LAWN CARE FAIR’— “*s 


first of 3 big L-B promotions for '61! “e 
7 
° Giant cross-merchandising promotion that will not only sell ° 
YA power mowers—but everything else your customers need to ° 
° SOW grass, grow grass, mow grass and enjoy grass. A fully- e 
— integrated store promotion with everything you need including .° 
*e,. “How-to-do-it” Manual to put it over. Don’t miss it! a 
°. we” 


HANDIEST TWOSOME 
EVER DESIGNED 






easy-starting LAWN-BOY engine designed for it alone. A 
solid 3-season seller that tills, cultivates, seeds, hoes, 
edges, even digs holes for bulbs. Inexpensive power as- 
sistance for all the hard spring, summer znd fall jobs. The 
LAWN-BOY Pair, the “LAWN CARE FAIR’ —top profit 
opportunity that is yours only from LAWN-BOy. Was 
there ever a better time to become an L-B Dealer? Send 
for the facts today and see. 
WRITE LAWN-BOY, BOX LHA-11, WAUKEGAN, ILLINOIS 


The Top Profit Line In The Industry 


LAWN-BOY 


OMC ENGINES & EQUIPMENT DIVISION 


Outboard Marine Corporation, Waukegan, Illinois 





Want more facts? Circle 182, p. 77 


HARDWARE AGE, January 12, 1961 © 131 





Lumbermen take steps to remove confusion from 
trade terms as an aid to the do-it-yourselfer 


Lumber manufacturers and deal- 
ers have decided to come to grips 
with a problem that has become 
chronic in the lumber industry. 

The problem is the confused do- 
it-yourself homeowner. 

The confusion is caused by mis- 
leading lumber industry’ trade 
terms such as “two by four” and 
“board feet.” The terms them- 
selves are easy for lumbermen to 
understand, but they do not actual- 


ly reflect the exact size of a fin- 
ished cut of wood. 

An ever growing number of self- 
styled carpenters has been led 
astray. They feel the lumber in- 
dustry is to blame for not being 
exact. The hardware dealer has a 
stake in the situation through the 
do-it-yourselfer buying builders’ 
hardware items and fasteners and 
being misled by thicknesses of 
doors or lumber involved. 








Be Sure to Stock 


CHAPIN’S NEW 1961 
HANDY HOSE SPRAYERS 


Improved Design! A Complete and Eye-appealing Line! 










On Target 


for high-volume 

sales in your 

fast-growing 
lawn and garden market! 


Attaches to garden hose, operates on 
water pressure! Zinc alloy die cast 
Cap; brass swivel hose coupling; stain- 
less steel deflector. Complete instruc- 
tions on ceramic label. The most con- 
sistent in performance of any garden 
hose sprayers! Get all the facts. 


Send for Chapin’s new catalog; write 
Dept. HA-2. 







No. 403—6-gallion for 
liquid or wettable powder 
insecticides, fungicides. 





No. 413—20-gallon for 
liquid and wettable powder 
weed killers, fertilizers, 
lawn moth solutions, 
fungicides, etc. 


No. 406—3-gallon for 
liquid or wettable powder 
insecticides, fungicides. 


_ No. 404—4-gallon for 
liquid or wettable powder 
insecticides, fungicides. 


Quality Sprayers and Dusters Since 1887 


MANUFACTURING WORKS, INC. 
BATAVIA, N. Y. 





tintin 
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As a result, the National Retail 
Lumber Dealers Assn. and the Na- 
tional Lumber Mfrs. Assn. have 
formed committees to study the 
problem and see if they can come 
up with a workable solution. 

An agreement on terms may be 
developed by late this year. New 
terms would have to be cleared by 
the American Lumber Standards 
Committee of the Department of 
Commerce. The associations expect 
the program will take several years 
to complete. 





Promotions ————. 


Manufacturers’ New 
Merchandising Plans 


Woodhill launches its 
largest ad campaign 


Woodhill Chemical Co., Cleve- 
land, Ohio, will launch its largest 
consumer advertising program for 
its line of Duro-Plastic home re- 
pair and fix-it products. 

Among the consumer ads sched- 
uled to run in 1961 are inside front 
covers in home improvement supple- 
ments of Popular Science during 
the spring and fall; six back-cover, 
4-color ads in Popular Mechanics, 
and insertions in Life and Good 
Housekeeping. The schedule also 
calls for a back-cover ad in the 
Science and Mechanics Handbook 
for home repairs. 








Kenerson Edgar expands 
Penny-Brite ad program 

Kenerson Edgar Co., Cleveland, 
Ohio, manufacturer of Penny-Brite 
copper and stainless steel cleaner, 
will increase its advertising pro- 
gram during 1961. 

National magazine advertising 
will be supplemexted by direct mail, 
TV and newspaper promotion in 
selected market areas. New pack- 
aging has also been designed to 
aid the promotion. 


Stanley will feature 27 
items in spring program 

The Stanley Works, New Brit- 
ain, Conn., is planning its third 
successive Spring Specials _ pro- 
gram, promoting 27 hand and pow- 
er tool items. 

Leading the program is a full- 





SEE US — SPACE 1216 — NHMA SHOW et® Fee eeeeee eee Oe 


PIONEER LINE 
“Vinylite” KUSHION- KOATED 





FiQwv'! 





WIRE KITCHEN AIDS 


BEE? 'z_ UriAll DISHDRAINER 


SPECIAL FEATURES 


For Peg Board Rack Display Selling 
Prevents Counter Soiling 

Prevents Loss of Plastic Cutlery Holder 
re Product Fresh Looking Until 
° 





ideal deadlock 


new tamper-proof 
safety lock is easy 
to install 





Keeps Unit Intact Until Sold 











Dishdrainer equipped with 8 Tumbler Drain Holders, also 2 section 
Poly Plastic Cutlery Drain Holder. 


Polybagged Drainer Easily Nested. See illustration, Packed ', Doz. 
to ctn. 


Each Unit, Dishdrainer with Plastic Cutlery Drain Holder, Polybagged. 4 eS 


| 





Send for complete Catclio,ce seuay or contac? our local representative. 


Te 
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\3 1 E [MM SiN | This popular priced bolt deadlocks at full throw, can’t 
| | be opened with a blade. Fits wood or aluminum com- 


| bination doors, commercial aluminum 
i —'-40\'2n doors and house trailer doors up to 
* BR 134” thick. Simple three hole left-or- 
~|\S/ right installation. Overall size—234” x 
LY WY 114” x °” for stiles as narrow as 13,” 
\ The 14” x 1” bolt has a full %” aie 
standard or saw- proof. 















































Packaged one to a box in- The new Ideal Deadlock makes a 
; perfect combination for commer- 
cluding both mortise and cial doors with the aluminum 
~ rim type strikes installa push bars and heavy duty closer. 
’ ' 
FLxe/s\[0)| 3 on template and two Ya at 
“bes 3 
| keys. Chrome plate or emma 
baked on enamel finishes IDEAL DOOR CLOSER — Double- 
, action power—no bounce or slam— 
| of brass or aluminum. 10-year lubrication. 
Big excitement . . . that’s what the new Panzer ' 
Compactor has been creating since it’s introduc- Write today for complete § & 7 
tion, under new management, at the National prices and delivery infor- = , 
Trade Shows. If you haven’t heard the complete mation on the new D L sani ay 
story of the customer engineered Panzer, better Deadlock. ti a 
° . . ow price soll ciuminum pus 
write or phone soon. Some selective franchises Ideal .. . the most reached bars—baked enamel finish—for 
: - ‘ oors up to wide. 
still available. for latches in the world. 











PANZER PRODUCTS, INC. 


Waynesboro, Virginia e Phone Whitehall 2-8205 
A subsidiary of Virginia Metalcrafters, Inc. wo R K S, IN Cc. 


Makers of quality metal products since 1890. 215 East Ninth Street «+ St. Paull, Minnesota 
Want more facts? Circle 185, p. 77 | Want more facts? Circle 186, p. 77 
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IDEAL BRASS 











HOLT Rental Machines 


increase other business, too 


SANDER, EDGER, POLISHER rent- 
als step up sales of sandpaper, 
steel wool, paint, varnish, wax, 
etc. while paying for machines out 
of rental income to do-it-yourself 
customers and small contractors. 
Safe, simple to use, built for rental 
use and abuse. Fill in coupon now 
and see how this profit-making 
trio builds business for you. 




















as 
oa gs 


New Rental Sander. Stronger vacuum 
and improved pickup reduce dust. 
Short coupled, well-balanced; easy 
to handle and transport. Does truly 
professional job. Has same durability 
and quickly demountable drum cush- 
ion (patented) as Holt professional 
sander. 


JW12 Polisher waxes, polishes, 
steel wools; scrubs and shampoos 
rugs and carpets. Easy for women 
to use. Motor grease-sealed for 
life. Stowaway handle uses less 
display space. 








for sanding floor edges, 
corners, closets, boats, desk 
tops, and so forth. 


Holt Edger. Unsurpassed ' 


SALES AND SERVICE CENTERS IN MAJOR CITIES 


MANUFACTURING CO. 


BETTER FLOOR MACHINES 
INCE 1924 


10 (eis 


Oakland 12, Calif.; 
272 Badger Ave., Newark 8, N. J. 





669 - 20th St., 10702 - 46th St., Tampa 10, Fla. 


45 














| HOLT MFG. CO., Dept. P1 - 
B 669 - 20th St., Oakland 12, California; 10702 - 46th St., Tampa 10, Florida; § 
8 272 Badger Ave., Newark 8, New Jersey. | 
é 5 
8 Please send me details on Holt rental machines. i 
ft a 
4 Name Position : 
ee i 
8 Firm | 
5 | 
B Address ' 
' a 
7 ae 
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Sizes from 6 ft. to 12 ft. 


NOW EACH IN 


BELT HOLSTER 


“HOLSTER-PAK’’®, the greatest 
advance in the history of steel 
tape merchandising, helps you 
sell more EVANS “White- Tapes,” 
gives your customers most for 
their money. Because all Evans 
pocket tapes (except Thin-Tapes) 
now come packaged in belt hol- 
sters mounted on an individual 
pegboard card at no extra charge! 


agk Wor 






















The combination of high quality Evans 
Tapes — each with a free Belt Holster — 
must mean more sales and more profit. 
Stock them in all sizes, Regular and Power. 
They sell on sight! 





CLIPS ON BELT! 





RULE CO. 


Factories at; Elizebeth, N. J. & Montreal, Quebec 
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THE HANDIEST ne a 














SINCE ‘ 
ELECTRICITY | ag 





FROM 6 INCHES 


TO 10 FEET LONG Tap-A-Line — 


mounted on or 
behind work benches, 
in the lab, on test tables, 
in lamp or appliance stores — 
provides multiple taps from a single 
power source. Safe — concealed conductors — 
tight positive contacts — easy to install in any poetnan. 
Sold by Electrical, Electronic and 
Hardware Jobbers and Dealers 


Tap-A-Line Mfg. Co. 
P.O. Box 563 
Pompano Beach, Fla. 
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NOW! Staple gun 
for only 4.95 


With Exclusive Push-button Loading 
and Built-in Staple Extractor. p> 








Here’s the fastest selling staple gun on the 

market today. Designed especially for home 
use. Staple sizes ¥%4‘’, %,’’. Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


| 
— a ® 
‘Swingline: INC., tong isiand City 1, New York 
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Manu‘acturers’ Promotions 
(Continued) 





page, 2 color ad in This Week 
magazine May 7, along with retail- 
er listings in 48 newspapers. 

In addition, the promotion will 
include a 2-page, 2-color ad in the 
Saturday Evening Post on May 6, 
and a 3-page ad in the May issue 
of Popular Science. 

Dealers interested in being in- 
cluded in the retailer listings can 
write the Stanley Works for de- 
tails. Order forms must be in by 
Feb. 18. 


Kromex increases size 
of its housewares line 


Kromex Corp., Cleveland, Ohio, 
manufacturer of housewares is in- 
creasing its line of housewares 
merchandise and is stepping up its 
promotional program to the con- 
sumer. 

During the first three months of 
1961, Kromex will exhibit in nine 
major trade shows. The 1961 ad- 
vertising program will include ads 
in several major consumer publi- 
cations. 


Armstrong Cork offers 
consumer camera bonus 


Armstrong Cork Co. is offering 
dealers a traffic building camera 
promotion available to customers if 
they purchase Vinyl Accolon roto- 
gravure floor covering. 

Dealers will receive a tie-in dis- 
play package to identify their 
stores as headquarters for the of- 
fer. In this display package are a 
window banner, an in-store display 
banner, ad mats, radio spots and a 
camera offer counter display. 

Armstrong will advertise the 
promotion on three daytime tele- 
vision shows: House Party, The 
Brighter Day, and The Verdict Is 
Yours. Customers may purchase a 
$4.25 camera for $2.25 with their 
purchase of the floor covering. 


Failures still high 

Commercial and industrial busi- 
ness failures for the week ended 
Dec. 15 were 351, reports Dun & 
3radstreet. This is a decline of 
nine from the previous week, but 
66 higher than during the com- 
parable week of 1959. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Pro Hardware to offer 
one-cent sale in Feb. 

Pro Hardware distributors are 
repeating their one-cent sale in 
February. 

The combination offer is to build 


president of Pro Hardware, point- 
ed out that the program features 
a basic hardware item at a good 
price, and offers the consumer a 
related item with the first purchase 
for a penny more. 

The program was first used in 
February 1960 and many dealers 
sold out of the sale merchandise. 

The following wholesalers are 
participating in Pro’s 1961 one- 
cent sale: 

Allison-Erwin Co., Charlotte, N. 


traffic for retailers based on the C.; Decatur & Hopkins Co., Bos- 
plan of drug chains. Paul Cosgrave, ton; Charles Ilfeld Co., Albu- 











Le 


7 ASA W W\ lM 


Mf VW 2 


What does U.S. Patent 


No. 2,829,684 mean? 


It means you provide your customers with the 
very best in Bow Saw Blades—never to be refiled! 
Another SANDVIK feature! 


The patented SANDVIK tooth hardened blades 
give three to twelve times the cutting life of an 
ordinary blade, and all this without resharpening. 

SANDVIK Hard Point Blades are available 


in 21", 30”, 36”, 42” and 48” lengths, and fit all 
standard frames. 


Specify SANDVIK with the patented “HARD 
POINT” teeth!! 


Sandvik steet. ie. 


SAW & TOOL DIVISION 


VW 1702 Nevins Road, Fair Lawn, New Jersey 


—— 
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Don’t miss the play 
‘cause you don’t have a plan! 



























































Cn Gear 
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This pian automatically organizes you 7 ways 
to score more sales...and at a profit. 


HERE’S WHAT YOU GET! 


1. TORO PRODUCTS scientifi- 
cally stocked to match your mar- 
ket. Whirlwinds (3 models less 
than $100—bag included) 
Sportlawn Reels ¢ Sportsman, 
Pony, Colt Riders ¢ Power Han- 
dle (Lift-off engine). 








4. TORO MERCHANDISING MATERIALS 
to turn lookers into buyers. « TORO | 



























PLAN to give you those 
“extras” to snare bargain 
2. TORO LOCAL ADVERTISING PROGRAM "hunters. Dealer accessory 
planned and timed to build maximum traffic. merchandiser * Accessory * 
Local newspaper, radio or TV ¢ Local Co-op kit ¢ Lawn Vac kits ¢ Leaf 
plan © Tailored direct mail campaign ® Phone _ Cleaning kit ¢ Leaf bag kit. 
directory listing. 





6. TORO AUTHORIZED SERVICE DEALER 
PROGRAM to keep ’em sold after they’re sold. 


3. TORO PROMOTION PROGRAM Puiipgudanes» Positions posse. 


(April, May) to build good will, 
pinpoint prospects. “Lawn Games 
By Toro” booklet (Supported by @ 
direct mail). 


7. TORO CONSUMER FINANCE PLAN 
to make you easy to buy from. Toro time. 





You can’t beat a man with a plan. Sign up with the sales-building Toro Program 
Dealer Plan today. For full information contact your Toro distributor or write to: 


TORO 


TORO MANUFACTURING CORPORATION 


3019 SNELLING AVENUE, MINNEAPOLIS 6, MINNESOTA 
Want more facts? Circle 192, p. 77 
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HOW TO 


MAKE 
MORE 
MONEY 


WHILE GIVING 
YOUR CUSTOMERS 


100% 
MORE 
VALUE 


WITH THE 


NEW LINE OF 
super duty 


cy 


poUBLE- THICK 
WIRE 
BRUSHES 


FOR ALL 
ELECTRIC DRILLS 


Mail Coupon For 
FREE SAMPLE 


AND FULL 
DETAILS 





T COASTAL ABRASIVE & TOOL CO., INC. (Dept. HA) 
g 40-22 23rd St., Long Island City 1, N.Y. 


Please send free sample of your 

new double-thick wire brush and 

information on this big profit-maker. 
NAME 
STORE NAME 
ADDRESS 
C 
Zz 











ITY 
ONE 





STATE 








Be Sure to Include: 


JOBBER’S NAME 
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New Wholesalers’ Aids 





(Continued) 


querque, N. M.; May Hardware 
Co., Washington, D. C.; I. W. Phil- 
lips Co., Tampa; Rose, Kimball & 
Baxter, Elmira, N. Y.; P. A. & S. 
Small Co., York, Pa.; Stratton- 





| 
ttl 
aH 
Hin 





ty 








~ 





















Warren Hardware Co., Memphis; 
Strevell-Paterson Hardware Co., 
Salt Lake City; W. A. L. Thomp- 
son Hardware Co., Topeka; Whit- 
lock Corp., Yonkers, N. Y.; and 
M. S. Young & Co., Allentown, Pa. 


Bingham's Big 8 mailer 
offers 25 88¢ specials 
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SPS ON Son 


<epeeer 
PRICES SLASHED! DISCOUN 


W. Bingham Co., wholesaler in 
Cleveland, Ohio, has a Big 8 sale 





and After - Inventory promotion 


Belt: 





Loosens Rusted Bolts, 
nuts, 
screws, 





—_o 


OVER 22 MILLION 
NATIONAL MONTHLY 


ADS PRE-SELL 
FOR YOU! 


At Wholesalers Everywhere | 
RADIATOR SPECIALTY CO. 


CHARLOTTE, NORTH CAROLINA 
Want more facts? Circle 194, p. 77 


cera or 
How to make 


IT 





Merchandise 
Disappear — 


and Profits 


pNe)el-Yola 





Flexible-View Displays by HELLER 
increase store-wide sales by an 
average of 36%. Yet the cost is 
surprisingly low. 

HELLER provides in-store engi- 
neering and merchandising assist- 
ance. 

Why not check with us today for 
complete information. 


THE 


ELLER 


COMPANY 





MONTPELIER, OGHIO 





WCH 4 
ceemaiemn ch agile aust nani ea 
Want more facts? Circle 195, p. 77 














SEND FOR CATALOG 
AND JOBBER’S NAME 


NAME 





TITLE 





COMPANY 





STREET 





CITY/STATE 





r 





PROFIT 





UTILITY 





VISE 





LINE 


Every gleaming red vise in the big 
Simplex line has extra sales fea- 
tures your customers can see. 
Heavy steel slide protects screw. 
Replaceable nut and hardened 
steel pipe jaws are bonuses. 
Liberal discounts and merchan- 
dising aids build profits. 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 
OO GAPE scree ok TEN 
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mailer, featuring both staple items 
and slow movers. 

All items in the mailer have 
prices ending with the digit 8. 
There are more than 60 items in- 
cluded, with 25 specials at 80¢ 
each. 

Bingham reports that this year’s 
after-inventory promotion has had 
twice as much response from deal- 
ers as last year. 


Liberty circular lists 











good, bad fishing days 


Liberty Distributors’ 1961 Sport- 
master fishing tackle circular com- 
bines a fishing calendar showing 
good, fair, and poor fishing days, 


se 
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along with merchandise bargains 


and helpful hints for fishermen. 


The circular features basic mer- 
chandise and has several coupon 
items to generate store traffic. A 
store display kit, printed in lumi- 


| nescent red and blue ink, and con- 





sisting of banners, pennants, price 
cards, ad mats and store display 





ideas will also be supplied to re- | 


tailers. 


The store kit is designed so that | 


retailers will be able to use it to 
promote all brands and types of 
sporting goods they may handle. 


Allied's special values 
are aimed at housewife 


Allied Hardware Services, Chi- 
cago, has issued a 4-page Dollar 
Saving Days mid-winter broadside. 
The mailer has 56 sale items and 
includes 4 coupen values. Special 
housewares values are emphasized 








WISSOTA 


TOP QUALITY 
TOOL and SICKLE 
GRINDERS 


and Abrasive Wheels 


® FOR SHOP, GARAGE ¢ 
® HOME WORKSHOP 4 


» AND FARM! ‘ 
STOCK THE FULL WISSOTA LINE... 
DISPLAY 'EM ... YOU'LL SELL ‘EM! 


“8 








—_-— 
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NEW ELECTRIC TOOL GRINDERS 


* Heavy Duty %, 1/3, Y2 and % H.P. Motors. 
© Chisel Grinding Attachment with 4 & 1/3 H.P. 
* Easy Access to Front of Grindin 
* Bali Bearing . . . Top Quality 
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Ww 
Wir drt eit : a 
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PKOFITABLE 
TRAFFIC 
BUILDER 


LOW COSsST— HORIZONTAL TYPE 
ELECTRIC SKATE SHARPENER 


* HOLLOW GRINDS BLADE LENGTH OF RUNNER 


Close coupled motor to wheel design provides 
vibration-free, satin-smooth skate blade grind- 
ing. 8 inch high speed resinoid wheel rapidly 
removes stock of worn blades. Motor is 
totally enclosed. 

Diamond dressing attachment furnished pro- 
duces a true, accurate radius on face of wheel. 
Easy to use . . . just swing yoke up and down. 















MADE IN OUR NEW 
MODERN ABRASIVE 
WHEEL PLANT! 


WISsoTA 


TOP QUALITY, 
TESTED AND 
ACCURATELY 
DRESSED, FULLY 
VITRIFIED 


ABRASIVE WHEELS 
and SICKLE CONES! 


Uniformly Madel ond the operator. 
Ask Your Jobber or Write Dept. 





Sefer for good 
tools, sections 


MANUFACTURING COMPANY 





MINNEAPOLIS 4 MINNESOTA 
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Be your town's 


“PRICE-LEADER 


- but still 
make a PROFIT! 





by using Liberty's 
BARGAIN 


OF THE 


MONTH 























-PIECE MAGNETIZED 


SCREWDRIVER SET 
with 
unbreakable, plastic handles 
ee 6 ®6 
ASK YOUR LOCAL 
LIBERTY DISTRIBUTOR 
ABOUT THE RED HOT PRICE 
e® 6@ ® 
This Item — And Every Liberty 
Bargain-of-the-Month is Backed 
by a hard-hitting Display Kit for 
Your Store... 

@ Banners 


@ Pennants 
@ Ad Mats, etc. 


- ASK YOUR LIBERTY sige at aiats 


oO 





CN, Manac are Biig-taie); 


JER 
C 
- 
‘= 
« 


ie 


‘aa 
BERTY DISTRIBUTORS 


SP aG dell: 











to get housewives to look to the 
independent hardware dealer for 
household needs. 

Besides the 4-color mailer, Allied 
furnished dealers with a 212 piece 


Savings Like Never Belore’ 
4 Big Coupon-Offers. Too 








store and window trim kit. The kit 
included window banners, over-the- 
wire pennants, price cards and 
newspaper ad mats. 

Using an Allied promotion for 
the first time are Meisel Hardware 
& Supply Co., Bay City, Mich., and 
the Long-Lewis Hardware Co., 
Birmingham, Ala. 


Corpus Christi Hardware 
planning spring mailer 





Here’s the Corpus Christi Hard- 
ware Co., Corpus Christi, Texas, 
spring Carnival of Values mailer. 

This is one of several mailers to 
be issued during 1961 through the 
firm’s Plan for Profit. 





rol-O-valve 


TOILET TANK BALL 
GUARANTEED TO 


STOP ¢ 
TOILET TAN| 
LEAKS 


@SEATS IN DIFFERENT 
POSITION EACH TIME 


@NO TOOLS REQUIRED 
@SELF THREADING 
@ACID RESISTANT 


@ GUARANTEED 
5 YEARS 












Rol-O-Valve is a vinyl plastic device 
guoranteed to stop tank leaks, 
It’s New—It’s Different—It Works 
and It Sells. Returns good profit at 
a suggested retail of $1.00. 

Sold through leading distributors. 
If your present source cannot sup- 
ply write or wire — 
ROL-O-VALVE SALES 
BOX 167 AMERICUS, GA, 


Want more facts? Circle 199, p. 77 
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AGA Me. 730 — Consisting of 
* METAL S-DRAWER CASINET 
* 1,000 SPRINGS (#1 to #100) 
* METAL DISPLAY with SPRINGS 
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CHAIR-LOC 


— be a Liquid 
W-E-L-L-S Wood 

. i ot wood fibre— 
makes them 6-x-p-a-n-d 
permanently. 

e Quickest and easiest way 
to fix loose chair rungs, 
legs, handles, dowels, 
dove-tails, ete. 

A Fast-Selling Impulse item 
Write for Free Samples and 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. J. 


AN WOES 7 


CcPEW Plastic % ry | 








ANCHORS: : 


Ask Your Distributor about Carded 
other profitable Jordan items 


TeWieyAn ae 
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Champlo’ SPRINKLERS 


LIST PRICE 





ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %"" pipe sh 


UNION VALVE (Non-Union $2.60) 
d Swivel seat for long life, %4"’ pipe $1360 
_ POP-UP SPRINKLER HEAD 
dp Pops up 1'2” above grass $] 00 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


. HOSE Y 


ideal for Siamese connections 


30 





NE 





30 





8 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS plas CO. 
AL 
Want more facts? Circle 203, n "77 


MEM 
THE TRADE SHOW C&D. ) 


THAT COVERS ALL SHOWS Sy” 


FEBRUARY 12 - 13 = 14 1961 
10 t0 9 P.M. — 9t0 6 —9ted 














at the NEW YORK 
TRADE SHOW BUILDING 
8th AVE. at 35th ST.,N. Y.C. 


$100,000,000 


BARGAINS GALORE! 


TOOLS *© HARDWARE 
HOUSEWARES © PAINTS 
NUTS © BOLTS © SCREWS 


MARU Hanowans GOVERNMENT 
nopn o Wink o aunt & INDUSTRIAL MDSE. 
MOTORS @ MACHINERY to be SOLD — 


SPORTING GOODS 


PLAN to ATTEND 


®e FOR TRADE ONLY * 





Fred D. Reder, Exec. Direct. 
Institute of Surplus Dealers 


AUTOMOTIVE PARTS, ETC. 
{a Trade Association) 














700 Eight Ave., N. Y. 36 rw, 
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e Fully Bright Plated 

e Extends to 9%” 

e Trucks mounted on 
Live Rubber Cushions 





>. 
Check this low priced nation-wide promotion ball bearing 
skate. One of a complete line of sidewalk roller skates, from 
beginners’ WHIZZER to deluxe Speed King SILENT EIGHT. 


Distributed through hardware and toy jobbers from coast to coast 


HUSTLER CORPORATION srerune, 1unors 
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RED JACKET 


“> aithlanrenr’ 


JET PUMPS 


Vy HP 
Pump Unit 





Hows 7 150 


Y. HP 
Pump Unit 





sac ~ 
Sahn | 
iw © , 
NOW SELL TRADITIONAL RED JACKET 
QUALITY COMPETITIVELY AT A PROFIT 


There’s no change in design, quality or performance 
of these Trailblazer jet pumps—/just in the prices— 
they’re even lower. These new prices give you an even 
better competitive edge to build your sales volume 
with price-conscious customers. They also make ideal 
leaders to trade-up to higher-priced Red Jacket 
water systems. Get the complete price list from your 
Red Jacket distributor. 


te 


Pek ao BE _ 


RED JACKET MANUFACTURING COMPANY 
DAVENPORT, IOWA 


WAREHOUSES: 
Athena, Ore. * Boyertown (Philadelphia), Pa. * Dallas, Tex. * Memphis, Tenn, 
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Wear-Ever Percolator 





Wear-Ever Hallite Dutch Oven 


The biggestsellingperco- 4-cup reg. Women want this good-looking, 


lator ever made. And look $3.99; now, $3.59* good-cooking pot for all kinds of 51-at. 

at these prices—red-hot! 6-cup reg. one-dish dinners: chili, stews, spa- Hallite Dutch Oven reg. 
$4.49: now, $3.79* ghetti, barbecued spareribs, etc., ¢ : Ss + 
8-cup reg. etc. They won't wait when they see 9.95; now, 7.95 
$4.89; now, $3.99* your price. Copper or turquoise +western prices slightly higher 


colored covers. 


*Western prices slightly higher 





THERE’S MORE...Wear-Ever's 
inviting at least 15,000,000 
people to your stores to see 
these winners 


tf ae 
ood Hpousek epilts 








February-March: full-color ad on Wear-Ever 
Percolator will appear in 30 major Sunday sup- 
plements for a total of 15,000,000 impressions. 





March-May: another full-color ad on Wear-Ever 
Hallite Dutch Oven and Tea Kettle will appear 
in Sunday supplements with a circulation of 
15,000,000. This ad will also appear in Febru- 
ary Good Housekeeping with 4,500,000 readers. 
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Wear-Ever Hallite Tea Kettle 


—at a $3 saving. You don't 21/>-at. 
have to do any bluffing—just Hallite Tea Kettle reg. 


put ‘em out where women g¢ ; $ * 
can see them. Copper or 9.95; now, 6.95 
*Western prices slightly higher 


turquoise colored covers. 





So... /f you play the game 
right, you can pile up the 
chips for sure 


e Runtie-in ads—feature all three Wear-Ever 
specials. 

e Use the banners, counter cards, stickers 
coming to you FREE from Wear-Ever. 


ABOVE ALL... 
DON’T GET CAUGHT SHORT OF STOCK 


ORDER TODAY FROM YOUR 
WEAR-EVER SUPPLIER 


Important: Normal discounts apply on all of above specials! 
Dutch Oven and Tea Kettle offers expire May 24. 
Percolator offer expires April 24. 











HOUSEWARES 
SOCIAL CLUB 
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Wear-Ever 
Pan Tree 


You're home FREE with 
this eye-catcher when 
you make a minimum 
purchase of Wear-Ever 
top-sellers. All pre- 
priced at popular, odd 
penny prices, 
$1.39, $1.69, 

etc. Prepacked 
factory-fresh in 
polyethylene bags. 





WEAR-EVER ALUMINUM, INC. 


NEW KENSINGTON, PA. 
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Read it in 





HARDWARE 


NEWS OF 





HARDWARE AGE FOR 





News About Dealers: Ex-Groceryman Starts 





Hardware Store in Texas; Drake’s Opens 


Commerce, Texas—C. M. 
Sparks and his son, Gene, 
have opened a hardware 


store in the same building 
that formerly housed 
Sparks’ grocery and hard- 
ware store. There were 
plenty of door prizes given 
away during grand open- 
ing festivities. SPARKS’ 


HARDWARE has. everything 
from pottery to paint. Mrs. 
Naomi Stooksberry and Al- 
len Rainbolt continue with 
the firm as clerks. 


Columbia, Mo. — Owner- 
manager, George Drake has 
opened his new store in the 

(Continued on page 147) 





S & M Appoints Lunde 
Merchandise Manager 


Ken Lunde has _ been 
named sporting goods mer- 
chandise manager of S & M 





e 


KEN LUNDE 


Co., Minneapolis wholesaler. 
He replaces Howard Barron 
who joined Glen Sullivan to 
form the Bar-Van Co., man- 
ufacturers’ agents. 

Mr. Lunde has been with 
Montgomery Ward and Fair 
Stores in Chicago. 


New Corporation Buys 
Crescent Tool Company 


Crescent Tool Co., James- 
town, N. Y., has been pur- 
chased by a newly formed 
corporation called Crescent 
Niagara Corp., Buffalo, 
N. Y. Crescent Tool will 
operate as a wholly-owned 
division. 

Announcement of the pur- 
chase was made jointly by 
Marvin L. Peterson, former 
Crescent Tool president, who 


retired Dec. 31, and Charles 
H. Stephens, president of 
Crescent Niagara. 

Mr. Peterson, whose fam- 
ily was the principal owner, 
was the son of the founder 
and has been president since 
1933. He will continue as 
a consultant to the firm. 

Crescent Niagara was 
formed from a former in- 
vestment securities company 
known as Schoellkopf, Hut- 
ton & Pomeroy, Inc. In ad- 
dition to Crescent Tool, 
Crescent Niagara will con- 
tinue to operate the Buffalo 
Sintering Corp. 

Mr. Stephens, formerly 
vice-president of the secur- 
ities firm, J. Fred Schoell- 
kopf, IV, and Paul A. 
Schoellkopf, Jr. were prin- 
cipals in the Crescent Tool 
acquisition. 


industrial Conference 
To Be Held Sept. 11-12 


The American Supply & 
Machinery Manufacturers’ 
Assn. will sponsor an in- 
dustrial distribution confer- 
ence in Cleveland on Sept. 
11-12. 

All members of ASMMA, 
National Industrial Distrib- 
utors Assn., and the South- 
ern Industrial Distributors 
Assn. will be invited. In 
addition, distributors and 
manufacturers will be in- 
vited who are not members 
of any of these groups but 
who work with members of 
one of the groups. 
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W. M. WYETH, Ill 


W. M. Wyeth Elected 
President of Wyeth Co. 


W. M. Wyeth, III, has 
been elected president of 
Wyeth Co., St. Joseph, Mo., 
wholesaler. 

Mr. Wyeth succeeds his 
father, John Wyeth, who 
has been elected chairman 
of the board. 

Mr. Wyeth represents the 
fourth generation of 
Wyeth’s in the 101-year-old 
company and is the fifth 
member of the family to be 
president. 

Mr. Wyeth recently was 
elected president of the 
Hardware Golf Assn. 


Turner & Seymour Buys 
Russell Chain Products 


Turner & Seymour Mfg. 
Co., Torrington, Conn., has 
acquired the Russell line of 
chain products formerly 
made by Risdon Mfg. Co., 
Naugatuck, Conn. 

The equipment and in- 
ventory of the weldless 
chain line have been moved 
to the Turner & Seymour 
plant and all shipments are 
being made from Torring- 
ton. 


Hamilton Cosco Names 
Rhoades to New Post 


James N. Rhoades has 
been named director of mar- 
keting for the household di- 
vision of Hamilton Cosco, 
Inc., Columbus, Ind. Mr. 


Rhoades, who has been with 
the firm since 1947, was di- 
rector of marketing services. 

Hamilton Cosco has re- 
vamped its marketing set 
up grouping sales, adver- 
tising, product planning, and 
sales promotion in product 
categories within the mar- 
keting division. 

Kirk Bassett, former sales 
manager of the upholstered 
furniture division, has been 
appointed product manager 
for the stool and table line; 
John J. Nolan, former ad- 
vertising manager, appoint- 
ed product manager of the 
Cosco juvenile line. 


Huey & Philp Appoints 
Kelso to Hardware Post 


L. R. Kelso has_ been 
named sales manager of the 
hardware division of Huey 
& Philp Co., Dallas whole- 
saler. William H. Philp, 
Jr., continues as assistant 
sales manager. 

Mr. Kelso joined the 88- 
year-old wholesale firm in 
1945 as sporting goods buy- 
er and has held that post 
ever since. Previously he had 
been associated with Hib- 
bard, Spencer, Bartlett Co., 
Evanston, IIl., wholesaler, 
Simmons Hardware, St. 
Louis, and Leonard’s Dept. 
Store, Fort Worth. 

Huey & Philp was pur- 
chased recently by United 


Industrial Syndicate, Inc., 
New York, (see HA, Aug. 
25, p. 107). 
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PAUL R. HARTIG 


Yale & Towne Elects 
Hartig Vice-President 


Paul R. Hartig has been 
elected vice-president and 
general manager of the Yale 
Materials Ha idling Div., 
Yale & Towne Mfg. Co., Phil- 
adelphia. 

Mr. Hartig was general 
manager of General Elec- 
tric Co.’s insulator depart- 
ment, Baltimore, Md. 


McLaughlin Industrial 
Moves to New Location 


McLaughlin 
Distributors, 


Industrial 
Inec., which 


has been operating out of 
the old Union Hardware & 
Metal Co. building at 5555 
Ferguson Dr., Los Angeles, 
has moved to 7141 South 


Paramount Blvd., Pico- 
Rivera. 
The company will con- 


tinue to have a Los Angeles 
mailing address, Box 54133. 
Los Angeles phone number 
is RAymond 3-2411. Pico- 
Rivera phone number is 
OXford 2-8761. 

McLaughlin is one of two 
companies formed following 
the sale of Union Hardware 
& Metal Co., former Los 
Angeles wholesaler. (See 
HA, Dec. 15, p. 63.) 


Century of Milwaukee 
Holds Dealer Show 


More than 60 manufactur- 
ers displayed their wares at 
the one-day dealer show held 
recently by Century Hard- 
ware Corp., Milwaukee whole- 
saler. 

Dealers and their families, 
numbering over 1000, came 
from Wisconsin, Michigan 
and Minnesota to make the 

(Continued on page 148) 





Dealers Gain By Selling Customer Benefits, 
Not Price, Worthington Co. Salesmen Are Told 


Sell owner benefits rather 
than price at the consumer 
level. This was the sugges- 
tion given salesmen of the 
Geo. Worthington Co., Cleve- 
land wholesaler, on how they 
can advise dealers and thus 
be of greater service to their 
accounts. 

The speaker was F. Bliss 
Winn, president of O. Ames 
Co., Parkersburg, W. Va., 
whose company has been a 
supplier of the Worthington 
company for more than a 
century. 

The occasion was a three- 
day sales clinic conducted by 
the company for its sales- 
men at the Statler-Hilton 
hotel in Cleveland last month. 


Mr. Winn was the banquet 
speaker, and pointed out that 
when the dealer sells quality 
and service, over price, he 
provides consumer satisfac- 
tion that results in a better 
profit for the dealer. 

Norman Luekens, Worth- 
ington president, opened the 
clinic. Joseph Demshar, Jr., 
sairs manager of the dealer 
division, was chairman of the 
sessions and of the closing 
banquet. 

New products and lines 
were introduced by the buy- 
ers. Salesmen were organ- 
ized in groups. Clinic-type 
presentation meetings were 
set up in 10 rooms. Each 
salesmen’s group spent two 
hours in each meeting. 


Janney Sells S&Q Unit to Coast-to-Coast; 
Will Continue Indastrial, Janco Divisions 


Janney, Semple, Hill & 
Co., long established Minne- 
apolis wholesaler, has sold 
its S&Q stores division to 
Coast-to-Coast Stores Cen- 
tral Organization, Inc., also 
of Minneapolis. 

This transaction will take 
Janney out of the general 
hardware business. How- 
ever, the company plans to 
continue to operate its in- 
dustrial department and its 
Janco division. The Janco 
unit handles floor coverings 
and appliances. 

Included in the sale, ac- 
cording to Benton J. Case, 
Janney board chairman, 
were several retail stores 
owned and _ operated by 
Janney. These units will be 
operated under a Coast-to- 
Coast franchise. 

The sale involved “several 
millions of dollars in inven- 
tory and included the trans- 
fer of all Janney trade 
names, including S&Q and 
the Janney’ Best paint 
brands,” according to 
Arthur C. Melamed, presi- 
dent of Coast-to-Coast. 

The transaction will af- 
fect 457 locally-owned stores 
that have been operating 
under the Janney S&Q vol- 
untary chain program. 


Meetings of S&Q store 
owners have been held at 
Minneapolis, Kansas City, 
and Denver to acquaint these 
dealers with the plans of 
Coast-to-Coast. 

It is expected that some 
of the S&Q stores will ac- 
quire a Coast-to-Coast fran- 
chise. However, many stores 
will probably not be eligible 
for such a franchise due to 
a conflict with a Coast-to- 
Coast store already operat- 
ing in a town. It is esti- 
mated that 100 to 150 S&Q 
stores may acquire a Coast- 
to-Coast franchise. 

Prior to the acquisition 
of the Janney stores divi- 
sion, Coast-to-Coast had 870 
franchised stores operating 
in 20 states. All the stores 
are locally owned. 

Mr. Case, in announcing 
the sale of the stores divi- 
sion, said, “Before deciding 
to sell to Coast-to-Coast, we 
made a thorough investiga- 


tion of several organiza- 
tions and chose Coast-to- 
Coast because it has the 


best record. We are cer- 
tain,” he said, “that the 
S&Q stores will continue to 
receive from Coast-to-Coast 
the services they need for 


(Continued on page 147) 





Schoellkopf Starts 
Specialization Plan 


Plans to handle fewer 
lines, and to expand sales 
efforts in these lines, are re- 
ported by Schoellkopf Co., 
Dallas wholesaler. 

As part of this program, 
the company has dropped 
its hardware and _  house- 
wares lines. Products in 
which the company will 
specialize, according to 
George H. # £=Norsworthy, 
president, are marine sup- 
plies, sporting goods, guns 
and ammunition, Westing- 


house lamps and Lawn Boy 
power equipment. 

The firm’s Automotive 
Division and Factory Divi- 
sion are not affected by the 
changes. 

Schoellkopf will continue 
to travel salesmen in the 
same territory previously 
covered. 

The major portion of the 
housewares and hardware 
inventory remaining has 
been acquired by Walter H. 
Allen Co., Ine., a Dallas 
wholesaler. Several other 
nearby wholesalers also 
bought small amounts of the 
inventory. 
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Model P60 
20” 
Suitcase Fan 


6 High Style Models—all with 5-Year Warranty 


All Competitively Priced! 
All Deliver Full Margin to Dealer! 


Motor’s rubber mounted for quieter operation. 
Six gleaming models (in new attractive taupe 
and white finish) include suitcase type, win- 
dow, and stand-mounted portables. 


Model A60R 
Window Fan 
(Electrically 
Reversible) 


Model P60M 
Mobile Fan 


Sold only through wholesalers on a selective basis. 
Write now for full information on fans and for 


FREE sales aid materials available. 606s 


ATLAS TOOL & MANUFACTURING CO. 
5145 Natural Bridge Blvd. St. Lovis 10, Mo. 
Want more facts? Circle 208, p. 77 
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News of the Trade 
brief reports of 


MANUFACTURERS SALESMEN 


@ Western Lock Mfg. Co., Huntington Park, Calif.—Three 
salesmen named. Otis F. Culpepper, formerly with Inter- 
national Paper Co., to Oklahoma and northwest Texas; 
Richard W. Bacon, formerly with Federal Enameling & 
Stamping Co., to Minnesota, northern Wisconsin and Mich- 
igan; David E. Adams, formerly with Union Gypsum Co., to 
Arizona. 








@ Bolens Products Div., Food Machinery & Chemical Corp., 
Port Washington, Wis.—Edwin R. Hendon, formerly with 
Distributors, Inc., as supervisor of a retail hardware chain, 
to Pennsylvania out of Hanover, Pa. 


@ Deming Co., Salem, Ohio—Robert T. Davis, former 
trainee, to eastern Ohio, western Pennsylvania and north- 
ern Maryland; Melville D. Shine, veteran pump salesman, 
to California, Arizona, Utah, New Mexico and El Paso, 
Texas. 


| @ Oxwall Tool Co., Ltd... New York— George Christy to 
| cover Kansas, Missouri, Kentucky and parts of Indiana and 
| Illinois; Jim Corkren to cover Arkansas, Louisiana, Missis- 
| sippi and western Tennessee. 


@ Desmond Brothers, Torrance, Calif.—George E. Work- 
ing, paint dealer for 30 years in Canton, Ohio, to Florida 
area with headquarters in Miami. 


@ Bissell, Inc., Grand Rapids, Mich.—Walter Thompson, 
formerly with Vollrath Co., to southern California as dis- 
trict manager out of Sherman Oaks, Calif. 


@ C. Hager & Sons Hinge Mfg. Co., St. Louis.—Bill Rogal- 
ski, a veteran in builders’ hardware sales, to northern Ohio 
out of Maple Heights, Ohio. 





news in brief of 


MANUFACTURERS AGENTS 


@ Lifetime Div., Northern Industrial Chemical Co., South 
Boston, Mass.—These representatives have been re-appoint- 
ed to handle Lifetime melamine dinnerware following pur- 
chase of company (see HA, Oct. 20, p. 163). Robert Ailes, 
Macclenny, Fla.; Robert M. Barnes Co., Inc., New Orleans; 
Elwood S. Smith, Westwood, Mass.; Berni Brothers, Port- 
land, Ore. 


@ Aaron Fink, New York—An agency has been opened 
by Aaron Fink, formerly associated with Masback Hard- 
ware Co., New York wholesaler. Mr. Fink will cover 
New York and Long Island from 347 Madison Ave., Room 
1803. 


@ Burch Co., Los Angeles—P. J. Lepak has joined this 
agency as an associate. He will represent Beacon Plastics 
Corp. and Star Plastic Specialties, Inc. Mr. Lepak has been 
with Marshall-Wells, World Wide and Wesco Merchandise. 


@ All-Luminum Products, Philadelphia, Pa—Two agencies 
named. Oklahoma, Texas and Arkansas to Gee Cee Sales 
Co., Dallas, Texas; Montana and Idaho to H. D. Severson, 
Bayview, Idaho. 


@ Arvin Industries, Inc., Columbus, Ind. — Tennessee, 
Georgia, Alabama, Mississippi, Louisiana and Arkansas 
to Lantz Sales Co., Memphis, for summer furniture, 
grills and ironing tables. 


@ E. T. Rugg Co., Newark, Ohio—Chicago area to J. P. 
Sutton & Son, Inc., Schiller Park, IIl. 


@ Desmond Brothers, Torrance, Calif—Ohio to George 
Stradley, associate of Dan Beifuss, Alliance, Ohio. 


@ Armour Alliance Industries, Alliance, Ohio—Northeast 
states to Walter Ennis Associates, Bronxville, N. Y. 








Janney Sells S&Q 

To Coast-to-Coast 
(Continued from page 145) 
successful operation.” 

About a year ago, Janney 
moved into new, modern 
quarters in Hopkins, Minn., 
just outside Minneapolis. 
This move was the result of 
a civic redevelopment pro- 
gram in Minneapolis which 
called for demolition of 
Janney’s previous quarters. 
Disposition of the Hopkins 
warehouse was not. re- 
vealed. 

Janney was founded in 
1866 as a retail store. It 
later developed into a whole- 
sale operation. In 1952 
Janney initiated a_ volun- 
tary chain program for se- 
lected dealers. At the same 
time it continued its general 
hardware business. 

A few years ago the com- 
pany dropped its general 
business, and concentrated 
on its voluntary chain pro- 
gram, along with its indus- 
trial business and its Janco 
operation. 

Coast-to-Coast was 
founded in 1929 and has 
grown steadily over’ the 
years. Its operations are 
limited to servicing its fran- 
chised stores with an ex- 
tensive merchandising and 
management program. 

The sale of the S&Q 
stores removes from the 
hardware scene a name long 
associated with the hard- 
ware business. Mr. Case, 
who moved up through the 
ranks of Janneys, has long 
been very active in whole- 
sale circles. 

On Dec. 28, two days after 
the announcement of the 
sale of the S&Q division, 
Mr. and Mrs. Case were hit 
by an automobile while 


News of the Trade 











crossing a street in Minne- 
apolis. 

The Cases were reported 
seriously injured and were 
taken to the Abbott Hospi- 
tal, 110 E. 18th St., Minne- 
apolis. They were on their 
way to a wedding when 
they were struck. 


News About Dealers: 





(Continued from page 144) 


Broadway Shopping Center. 
Mr. Drake, a veteran sales- 
man and owner of several 
businesses, has named his 
store DRAKE’S HARDWARE 
STORE. He will be assisted 
by Joe Neighbors, who was 
a purchasing agent for a 
Toledo, Ohio, wholesaler and 
a salesman for Belknap 
Hardware & Mfg. Co., Louis- 
ville. 


Santa Cruz, Calif. — Al- 
fred and Elsie Gamboni 
have purchased COSTELLA & 
CAIOCCA HARDWARE’ which 
they renamed GAMBONI 
HARDWARE. Grand opening 
continued for several days 
at the newly painted store. 
Shoppers’ bargains, appli- 
ance demonstrations and 
door prizes attracted streams 
of grand-opening customers. 


Media, Pa. — MOONEY’S 
HARDWARE, 4 E. State St., 
is now owned entirely by 
C. R. Mooney, Jr. Mr. 
Mooney bought out his part- 
ner, Hugo Brunner. 


Oxford, Pa.—New display 
windows, new aluminum 
materials and a fresh coat 
of paint make the store 
front gleam and _ attract 
customers to GEORGE FREDD 
& SON HARDWARE store at 
45 8S. Third St. The new 
front was only part of a 
modernization program un- 

(Continued on page 148) 
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The glistening front of George Fredd & Son Hardware, Oxford, Pa. 





to appeal 


Priced 
to sell 








Model C24CH 


Cater to the “cook-out craze” with the Barbecue 
Braziers that catch the eye . . . capture the sale. 
Attractive Coppertone finish on wide range of 
models from 14” to 24” bowl diameters. All have 
crank-adjustable grills. Some have smoker ovens, 


Full Margins! 
Competitively Priced! 


Merchandise samples available to jobbers, 
wholesalers, and distributors on request. 
Write 


ATLAS TOOL & MANUFACTURING CO. 


Founded in 1926 
5147 Natural Bridge St. Lovis 15, Mo, 


Manufacturers of a complete line of Barbecue Braziers, Power 
Mowers, Tillers, Edger/Trimmer, and Portable and Window Fans. 


Want more facts? Circle 209, p. 77 
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Century of Milwaukee 
Holds Dealer Show 


(Continued from page 145) 
show the most successful in 
the young hardware whole- 
saler’s history. Century, 
founded in 1923, became a 
full-fledged hardware whole- 
saler in the early 1950’s after 
serving successfully as a steel 
and roofing materials distrib- 
utor from the beginning. 
According to Century, 
there were two reasons for 
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Seumall aisles were the seller of the day at the recent dealer 
held by Century Hardware Corp., 





holding this dealer show. 
First, the wholesaler wanted 
to demonstrate its confidence 
in its future in hardware; 
second, the wholesaler want- 
ed new dealer customers to 
see how extensive the lines 
are at Century. 

Activities throughout the 
show day included an all-day 


buffet, supervised nursery 
service for dealer children, 
tours of the plant, door 


prizes, and entertainment. 





show 
Milwaukee. 





OBITUARIES 





Cornealius S. Stern 


Cornealius S. Stern, 68, 
of Geo. Worthington Co., 
Cleveland wholesaler, died 
Dec. 16. He had been as- 
sistant manager of the 
builders’ hardware depart- 
ment since 1947. Mr. Stern 
joined Worthington in 1906 
as a trainee. Within five 
years he moved to the build- 
ers’ hardware department 
and in 1913 began covering 
a sales territory. About 34 
years later he went back 
inside to assist the manager. 


Milton Margulis 


Milton Margulis, 46, presi- 
dent of Felton, Sibley & Co., 
Inc., Philadelphia, died Dec. 
30 in an accident at the fac- 
tory. Mr. Margulis was also 
president of Alsamite Paint 


Co. and Carroll, Ltd. of 

Philadelphia. 

Harold B. Hartley 
Harold B. Hartley, 55, 


owner of H. & H. Hard- 
ware Store, Columbus, Ohio, 
died recently of a _ heart 
attack at his home. 


George W. Way 


George W. Way, retired 
hardware dealer of Norfolk, 
Va., died recently in a Nor- 


folk Hospital. Mr. Way, who 
lived in Norfolk for 60 years, 
retired from business in 
1958. 


Joseph W. Walker 


Joseph W. Walker, 85, re- 
tired Paterson, N. J., hard- 
ware dealer, died in mid- 
December at Alps Manor 
Nursing Home, Wayne, 
N. J., after a long illness. 
Mr. Walker was president 
of J. W. Walker Hardware 
Co. which he founded and 
operated for 54 years. The 
business was liquidated in 
1959. 


Sidney A. Crysler 


Sidney A. Crysler, 71, ap- 
pliance department sales 
manager for Seattle Hard- 
ware Co., Seattle, Wash. 
wholesaler, died recently fol- 
lowing a heart attack. Mr. 
Crysler had broad exper- 
lence in specialty selling be- 
fore he joined Seattle in 
1935 to head appliance de- 
partment sales. 


Morton B. Cooper 


Morton B. Cooper, 66, co- 
owner of Cooper Hardware 
store, Oxford, N. Y., died 
recently after a short ill- 
ness. Mr. Cooper has op- 
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JACK GREEN 


Security Storm Elects 
Jack Green President 


Jack Green has _ been 
elected president of Security 
Storm Lock & Hardware 
Corp., Brooklyn, N. Y. He 
succeeds George J. Fried- 
man who has left the firm. 

Hy Orenstein was elected 
treasurer, and Frances Oren- 
stein secretary. Other man- 
agement personnel remains 
the same. 


Concord Woodworking 
Celebrates 50th Year 


Concord Woodworking Co., 
West Concord, Mass., lawn 
and garden products manu- 
facturer, is celebrating its 
50th year. 

Concord Woodworking was 





erated the store with his 
brother, Lester M. Cooper, 
Sr., for 16 years. 


G. O. Leach 


G. O. Leach, 81, of Ok- 
lahoma City, Okla., died re- 
cently. Mr. Leach was man- 
ager of Harbour-Longmire 
Co., Oklahoma City, before 
his retirement. Before that 
he managed Pettee’s Hard- 
ware Store there. 


Thomas C. McCuiston 


Thomas C. McCuiston. 88, 
Kernersville, N. C., hard- 
wareman of 49 years, died 
recently in Winston-Salem, 
N. C., Hospital. 


N. P. Frayseth 


N. P. Frayseth, 72, hard- 
ware dealer and gun ex- 
pert of Willmar, Minn., 
died in mid-December fol- 
lowing a long illness. 


Mrs. Samuel H. Horwitz 


Mrs. Samuel H. Horwitz, 
67, Chicago hardware dealer, 
died recently at Woodlawn 
Hospital. 


founded in 1910 by Kennan 
Damon. His sons are direct- 
ing the firm—John K. Damon, 
president, and William H. 
Damon, vice-president. 


The firm has three manu- 
facturing plants and pro- 
duces 400 wood items for 
lawn and garden use at West 
Concord, Mass., Lyndonville, 
Vt., and Chicago plants. 





Dates Announced For 
Wholesalers’ Shows 


E. Rabinowe & Co., 
Annual Spring Open 
House, Feb. 12, at com- 
pany offices, 465 Saw 
Mill Road, Yonkers, 
as Os 





United Hardware 
Distributing Co., Min- 
neapolis, Convention 
and Merchandise 
Show, Jan. 23-25, 
Minneapolis Auditori- 
um. 


Dates of other wholesalers’ 
shows announced previously 
are shown in the Convention 
Calendar on page 115. 











News About Dealers: 





(Continued from page 147) 


dertaken by owners Allen 
and Beverly Fredd. The 
store was also expanded and 
remodeled inside. 


Bloomington, Minn. — A 
new S & Q hardware store, 
one of 14 in the Twin Cities 
area, has been opened in the 
Southtown Shopping Center. 
This store is a model outlet 
for Janney Semple Hill & 
Co., Hopkins, Minn., whole- 
saler. L. J. McNamara is 
manager and Jack Kendall is 
assistant manager. 


Louisville, Ga. — CLARK 
HARDWARE Co. held a _ two- 
day grand opening. Sam 
Clark, a well known hard- 
wareman, is owner of the 
new business. Mr. Clark was 
associated with Whigham & 
Beall hardware store for 
many years. 


Colton, Idaho — Clifford 
Broenneke of Lewiston, 
Idaho, has purchased the 
hardware and shoe repair 
business of Floyd Walker. 
Mr. Broenneke, formerly 
with Stellyes Farm Equip- 
ment, Lewiston, will do ap- 
pliance repair work in addi- 
tion to managing the store. 














G. G. Thorne Heads Up 
Valspar Marine Line 


G. G. Thorne has been 
elected a vice-president of 
Valspar Corp., Rockford, 
Ill., and general manager 
of its newly created Smith- 
Valspar marine division. 

Mr. Thorne was general 
sales manager of Dolphin 
Paint & Chemical Co. 

Before the marine divi- 
sion was formed Smith- 
Valspar sales were handled 
through Valspar trade 
sales. The new division will 
concentrate on product de- 





G. G. THORNE 


velopment and merchandis- 
ing. 

Mr. Thorne also was gen- 
eral merchandise manager 
at Sherwin-Williams Co., 
and manager of the paint 
division of Montgomery 
Ward. 


Good Neighbor Program 
Stepped Up for 1961 


Hardware dealers in the 
Good Neighbor Stores pro- 
gram are going to get a 
more intense promotion this 
year to build store traffic 
and to sell merchandise. 

Here are the promotions 
planned by Bostwick-Braun 
Co., Toledo wholesaler which 
formed the Good Neighbor 
program last fall (HA, Oct. 
6, p. 1385) for 1961: 

Full-page advertisements 
in the Detroit News, Toledo 


Blade, and Flint Journal. 
Dealer addresses will be 
listed. Products of partici- 


pating manufacturers will 
be featured. 

Continued use of tele- 
vision on Detroit and To- 
ledo stations to saturate the 
market. The announcements 
will feature the _ dealers’ 
stores, and merchandise. 

Each of the 315 Good 
Neighbor dealers will dis- 
tribute circulars in their 
market areas. 

Window displays to tie in 
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News of the Trade 
Crescent Tool Salesmen Preview New Displaymobiles 


ci atl ; ner 


New additions to the Crescent T 
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ool Co. fleet of Displaymobiles were previewed by company salesmen 


recently during a sales conference at the home office in Jamestown, N. Y. The units are air-condi- 
tioned and simulate the tool department of a modern hardware store. Crescent was recently purchased 
by Crescent Niagara Corp., Buffalo (see page 144). 





with the theme of the selling 
event. 

In-store over-wire double 
pennants, featuring the 
event and merchandise of- 
fered. 

“Independent dealers are 
the backbone of the hard- 
ware industry,” H. L. 
Thompson, Jr., Bostwick- 
Braun president, points out. 
“The Good Neighbor Pro- 
gram has provided them 
with the merchandising, ad- 
vertising, planning, and 
with displays that pay off 
best for them and the prod- 
ucts featured in the pro- 
gram.” 


Hooven & Allison's 
Jim Orr Has Retired 


Francis C. Orr has re- 
tired after 47 years with 
Hooven & Allison Co., Xenia, 
Ohio. He was southwestern 
district manager for the 
past 25 years. 

Mr. Orr, known as Jim, 
joined the company as a 
mail boy in 1914 and served 
in a number of posts in- 
cluding company treasurer 
before taking over sales in 
the 14 southwestern states. 

Mr. Orr’s’ successor is 
Stuart Chase, who has been 
with Hooven & Allison since 
1930. 


R. M. Harbster Retires 
At Hardware Products 


Robert M. Harbster has re- 
tired as general manager of 
Hardware Products Co., 
Reading, Pa. 


Mr. Harbster, in the hard- 
ware industry for 50 years, 
will continue to operate 
Peerless Mfg. Co., Reading, 
which he owns. 







Gumout Salesmen Hear 1961 Sales Plans 


Plans for 1961 sales and advertising programs were highlights of 
the annual sales conference held by Gumout Div., Pennsylvania Re- 
fining Co., at its Cleveland offices. Those attending were, front 
row, left to right: B. E. Sollitto, industrial sales manager; Emil 
B. Wells; Dale T. Glenn, vice-president; Joseph H. Hughey, market- 
ing manager; James D. Condon; Eugene P. Ross; Robert W. Lackner, 
sales manager Gumout Div. Back row, from left: Frank A. Good, sales 
manager oil division; Jonathan D. Baker; Edwin F. Clark; Richard M. 
Hindman; Paul Rueckert; Daniel M. Rudolph; Frank J. Mahoney. 


Dallas-Fort Worth Clab Elects Officers 
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Installation of officers for 1961 was the highlight of the annual 
Christmas party held by the Dallas-Fort Worth (Texas) Housewares 
Club on Dec. 15 at Dallas. Another highlight of the evening was 
the club's annual achievement award to a housewares manufacturer. 
Corning Glass Works is the 1960 winner. The 1961 officers, and 
their wives, are (from left): treasurer and Mrs. Eli Magee Jr., sec- 
retary and Mrs. T. E. Dickson, vice-president and Mrs. Ray Hawkins, 
president and Mrs. Bob Cooper, and directors Chuck Cravotta, Chuck 
Withers, and Ed O'Connor and their wives. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
PE. etl a dhbne kh id nud nctbacees nds dwt 2.00 
Each additional word........... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 


Proven line available for most territories 
for direct-to-dealer representatives calling 
on hardware, lawn and garden and simi- 
lar retailers and key accounts. Repeat 
business annually runs 6 times initial sale. 
Biggest commissions in industry. Supply 
territory and other details. 





Manufacturer's Representative 
WANTED 


Sell Nationally Advertised Line to Hardware, Elec- 
trical and Automotive Jobbers. Opportunity to cash 
in on fast selling Electrical Cireuit Tester. Retails 
for only $1.98. Some good territory open several 


states. 
BURNWORTH TESTER CO. 


815 Pomona Ave., El Cerrito 8, Calif. 


LA 5-7599 


MANUFACTURER OF OUTSTANDING LINE 


Of Aerosol Products and Blister Packed 
Carded Specialities has several territories open 
for aggressive sales organizations selling all 
types of trade, patricularly Hardware and 
Garden. We will be exhibiting at the Na- 
tional Housewares Show in Chicago. 


Write Box P-35, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 





REPRESENTATIVE WANTED 


High quality, fast repeat line of paint special- 











REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, de- 
partment, variety and chain stores. Item has 
excellent repeat business! Good commissions. 
Write, giving territory and background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 











SALESMAN WANTED ceailing on hardware, 
housewares, chain stores, etc. Featuring a com- 
plete line of gas range replacement handles attrac- 
tively impulse packaged and fully illustrated. 

any areas still open. 10% commission. Inquire: 
_ a i Inc., 548 E. 13 St., New York City 





WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in lowa and 
Nebraska. Attractive Proposition for the right 
man. Write giving full background to Queen 
Cutlery Company, 10 Commerce Court, Newark 
2, New Jersey. 





SALESMAN WANTED to call on Hardware 
tores in established Western Penna. and West- 
‘mm New York territory to sell Dog Goods, 


Leather Goods and Hardware. This is a good 
ition for the right man. Orrville 


full time pr 
Leather and Hardware Corp., Orrville, Ohio. 


ped et OD #2) 








SALESMEN WANTED to sell twist drills. 
Produced domestically. Lowest prices in the in- 
dustry. Made to military specifications and 
American standards. Large distributor accounts 
wanted, but good commissions if sold to users. 
Many territories available. Hayden Twist Drill 
Sales Co., 25205 Ryan Road, Warren, Michigan. 


150 © HARDWARE ACE, January 12, 1961 





4 ties. Available to Manufacturers a 
. er coate BB's wants representation. tive calling on Paint, Hardware an umber 
Write Box 276, 4 si id P Retailers, in New England and upstate New 
Highland Park. Iilinc} Most territories open. Address York area. 
ig an or ' Inols. Box N-28. ¢e/o HARDWARE AGE Write Box P-40, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. Chestnut & 56th Sts., Philadelphia 39, Pa. 
Several protected territories open for men with REPRESENTATIVES WANTED FIRST TIME OFFERED 
established following now calling on Paint, Two distinctive products with proven 
Hardware Stores and Lumber Yards, etc. Give Leading manufacturer of quality builders consumer acceptance and exceptional 
all particulars first letter, all inquiries held hardware competitively priced featuring com- potential to salesmen calling on hard- 
strictly corifidential. Write: Majestic Brush plete line of aluminum thresholds, closet rods, ware stores. All territories. 1242% com- 
Mfg. Corp., 210 W. 29th St.. New York | door stops, door closers, grilles, push bars, etc., mission. Tell us about yourself, lines 
New York es ' with choice territories available. Write stating now carried, territory covered in con- 
: full particulars. LUSTRE LINE PRODUCTS, fidence. 


53 N. 2nd Street, Philadelphia, Pa. 


Write Box {0!, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVES WANTED 


With following to sell directly to Hardware, House- 
wares, Variety Stores, etc., fine padlock and 
chainlock line, competitively priced. Offer due to 
change of distribution, suitable as side line. Open 
territories including surroundings: Chicago, Boston, 
Buffalo, Cincinnati, Los Angeles, New York. Terri- 
tory fully protected. 


Write Box 106, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Manufacturers’ Representatives Wanted 


Well established importer of outstanding bicycles 
and accessories with nation-wide distribution has 
opening for aggressive and experienced representa- 
tives in 1) South and South-East, 2) Dakotas, Ne- 
braska, Iowa, Kansas, 
States, 4) North-West. 
tractive commission. 
lines handled to 
Box 102, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Missouri, 3) Rocky Mountain 
High volume potential, at- 
Give full details including other 











SALESMAN WANTED for established paint 
brush manufacturer. We are prepared to give 
a liberal arrangement for an o has contact 
with paint brush outlets. ‘Please write full de- 
tails which will be treated in strict confidence. 
Write Box 104, c/o Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED, manufac- 
turer of Point-of-Sales display racks can use 
effectively representatives who call on manu- 
facturers and distributors of hardware and allied 
lines. Many opportunities to secure quantity 
orders and repeat orders for displays you come 
in contact with everyday. Write Box N-20, c/o 
Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





Reet AlN WANTED FOR NEW 
LETTER AND MBER AND PLATES. 
First time offered. Ne as follows: Sales repre- 
sentation now carried; area now covered—size of 
agency—number of salesmen or individuals, es- 
tablished length of representation. Terms and 
conditions. Domestic and foreign. P.M.E. Mfg. 
Co., 106 Nylon Ave., Livingston, N. J. 


ESTABLISHED MANUFACTURER of 
America’s finest line of wn Sprinklers, Root 
Feeders, Plant Food, Fisherman’s Handi-holders 
and Mail Scales has territory open for salesmen 


calling on dealer and jobber accounts. Prospects 
unlimited Hardware, Lumber, Garden, Depart- 
ment Stores, etc. Liberal Commission. Hubbard 


Mfg. Company, 2668 Territorial Road, St. 


Paul, 
Minn. 





ae ESMEN WANTED: To sell power lawn 
and garden Fe in the following terri- 
tories: South, Central and Northern New Jersey, 

onroe, Rockland and Sullivan Counties. West- 
chester, Nassau and Suffolk Counties in New 
York. Write Box P-46, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVES 
calling on Wholesale Hardware, Marine, Paint 
& etc., to sell our line of READY WOOD, a 
wood plastic in 10 w colors. Item has ex- 
cellent repeat business in retail & industrial wood- 
working field. 10% commission. Write lines & 
territories. Nordland, Inc., P. O. Box 186, Bald- 
win, ‘ 





ACCOUNTS WANTED ACCOUNTS WANTED 


BUSINESS OPPORTUNITIES 





CALIFORNIA SALES AGENT 


Wants Hardware or Houseware 
lines 


CLARK COMPANY 


Box 990 
Beverly Hills, California 





OPEN FOR NEW LINES 


Jobber, Chain Store, Builders Hardware Jobber. Well 
established with over thirty years experience covering 
Minnesota, Wisconsin, Iowa, Nebraska, Missouri, 
Kansas, North and South Dakota. Top experience in 
tools, builders hardware, cutlery, etc. Best of refer- 
ences, both trade and bank. 


Write Box P-i!, ¢/eo HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


If you want a sale, reduction, money 
raising, removal or closeout, get Amer- 
ica’s most reliable and productive sales 
plans. Send for prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St., Madison, Wise. 








NEW LINES WANTED 


Jobbers, Builders Hardware Jobbers, O.E.M. 
15 years highly successful experience in 
builders hardware industry including top ex- 
perience with one of largest full line builders 
hardware manufacturers. Covering Illinois, 
Indiana, Michigan, Wisconsin. We do a 
thorough marketing job. 


Write Box 103, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














REPRESENTATIVES 


Covering all phases of jobbers. Can render 
reliable aggressive service. We are national 
distributors with established actively oper- 
ating branch offices in New York, Phila- 
delphia, Detroit, Cleveland and Louisville. 
We carry the account or you can bill di- 
rect. Inquiries invited. WRITE ANCO Cor- 
poration, 7 Wood Street, Pittsburgh 22, Pa. 











WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will bandle two additional lines — only 
highest grade considered. Write Box A-10, c/o 
HARDWARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa 





LINE WANTED. Reliable, responsible and 
aggressive group seeks established product(s) for 
representation distribution in S. Pennsylvania, 
S. Jersey and Delaware. If you are looking for 
increased sales and dependable representation, 
please write Box 1827, Wilmington 99, Delaware. 





MANUFACTURERS’ 
established over 
Metropolitan 


REPRESENTATIVE 
35 vears with two men covering 
New York calling on high grade 
lumber and hardware dealers seeks additional 
quality line. Write Box P-17, c/o HarpDWarRE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





SALES REPRESENTATIVE wants addi- 
tional lines for Eastern Pennsylvania and South- 
ern New Jersey. Write Mr. Stephen Kerr, 69 
S. College Avenue, Flourtown, Pennsylvania. 


UNHAPPY, talk to us confidentially about 
your sales. Ten years housewares, hardware and 
premium sales experience. We know and SELL 
all in New York (metropolitan ) and New Jersey 
real market feel. irite Box P-4l, c/o Harp- 
wang Ace, Chestnut & 56th Sts., Philadelphia 





CANADA 


Manufacturers representative with office in 
Montreal calling on wholesale hardware trade 
in Eastern Canada, requires additional line 
on exclusive basis. Long established and well 
known to the trade. Write 


Box P-3!, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











MANUFACTURERS REPRESENTATIVE 
Wharton School graduate has two major Hard- 
ware lines. Seeks two more good lines for Hard- 
ware Jobber Distribution in Pennsylvania, Dela- 
ware, Maryland, Washington, D. Engage a 
representative who can give your products the 
attention they demand. Write Box 105, c/o 
Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





SS , 


WELL ESTABLISHED MANUFACTUR 
ERS’ REPRESENTATIVE open for additional 
Hardware, Housewares or Garden line for Metro- 
politan New York and New Jersey. Concentrated 
poreretens coverage of Hardware, Housewares and 
Garden Wholesalers, Rack Jobbers, Chains and 
Catalog Houses. Excellent eputation in trade 
Write Box F-18, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


HELP WANTED 








WE ARE SEEKING AN 
EXPERIENCED BUYER 


Of Plumbing—Tools—and Builders Hard- 
ware, who is accustomed to working at the 
wholesale level with a Control System. 
Our company is young, growing and 
structured, both in thinking and man- 
power, to meet dynamic needs of the 
future. Location Middle Atlantic Coast 
Region. Reply in strictest confidence, 
giving full details as to age, experience, 
education, salary requirements, etc., to 


Geox N-30, e/o HARDWARE AGE 
Chestnut at 56th Sts., Philadelphia 39, Pa. 











WHOLESALE HARDWARE catalog 
piler experienced in all lines of hardware. Estab- 
lished mid-west catalog publishing house. Write 
full resume, salary desired, etc. Box P-37. c/o 
HarpwarE Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


com- 


NEW BUILDING OR REMODELING 


We can help you. We assist you to de- 
termine store location, size, interior, 
exterior, and display fixtures. Write for 
reasonable rates, which will save you 
money. Box M-27, c/o HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, 
Pa. 








WANTED TO BUY 


We wish to purchase an established business or prod- 
uct line with sales to $1 million. Substantial por- 
tion of distribution must be to hardware trade and 
related markets. Strictly confidential. Write or 
phone W. H. Kinnaird, President, 


SHELBY METAL PRODUCTS CO. 
Box 525, SHELBY, OHIO Phone: 5-1886 











FILES: Special lot of assorted rebuilt files, 
write for price list. Bird Specialty Company, 
70 North 8th St., Brooklyn 11, New York. 


BELIEVE IT OR 





NOT. For less than 5¢ 
each you can buy as few as three dozen brass 
key blanks beautifully embossed with your name 
—~ 4 address in permanent raised letters. Write 

for free bulletin 37858. HAZELTON 
CHAIN CO. (manufacturers of key bilan _ 
sash chain), 81 Kemble St., Roxbury 19, 


POSITIONS WANTED 


TOP WHOLESALE EXECUTIVE now avail- 
able. Seeks opportunity with aggressive, growing 
firm. Background includes many years in all 
phases of wholesale operations, with especially 
broad experience developing and operating volun- 
tary chain of retail stores. All correspondence 
will be treated confidentially. Write Box P-42, 
c/o HarpDWARE AcE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





ADVERTISING MANAGER. Twenty 
experience getting the order with successful direct 
mail and trade paper promotions. Veteran ad- 
verwriter specializing in hard-hitting, hard-sell for 
hard goods. Highly creative, expert in planning, 
layout, copy, statistics, customer and prospect 
correspondence. Write Box P-36, c/o HarDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


ears 





CAPABLE 28 year old family 
years sales experience <alling on hardware, mill 
supply and electrical wholesalers desires sales 
position with aggressive manufacturer or sales 
agency. Well known in Southeastern area. Can 
furnish top references. Write Box P-34, c/o 
Harpware Ace, Chestnut & 56th Sts., Phila- 
de'phia 39, Pa. 


man with five 
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removes 
vornsh 


Give ‘em what they want 


Give em GUMOUT 


\ 


For Fastet Starts 


CRUE, Rok tm mem Oar-n a5 
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Lots More Power 


order from your jobber or write 


and 4. Ohio 
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STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 


ait DRILL 


ROUTER 












OQ-oQo-o-~oD 





- | — 
s s DRILLS! 
: s REAMS! 
s SAWS! 
s ROUTS! 
With Any 





Electric Drill 








SELF MERCHANDISING 
FOUR COLOR DISPLAY CARD 
PRE-PRICED FOR FULL PROFIT 


SVIS MKOVETNDULS——JDIAGIS_ M19S— STIS NIVEIWIDILS—-IDIAGIE 19S—S119S _ WOVEIIIINUS 


STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS—SELF SERVICE 





Ask Your Jobber 


Or Write: TEC IMPORTS 


15001-03 CALIFA STREET 
VAN NUYS, CALIFORNIA 





STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 
Want more facts? Circle 211, p. 77 





DOOR CLOSERS 


with 5 Year Guarantee 


NO FUSS NO BOTHER 


Ready for either right or left 
hand doors...Without Any 
Adjustments Whatsoever / 


‘SPARTAN’. . READY TO INSTALL INSTANTLY! 
Rugged construction, precision machined Swedish 
Steel. Unconditionally guaranteed for 5 years by 
us. Fast delivery from complete warehouse stock. + 
Spare parts immediately available. Meets every 
heavy duty demand, yet COMPETITIVELY PRICED. 


Aluminum or Brown 
Finishes. 


Sizes 2,3, 4 and 5 
Wide range of closing 
speeds 


" The Public Service Testing Laboratories Inc reported 
“The Spartan proves to be superior in quality and design 
‘copy of report available on request 


S. PARKER HARDWARE MFG. CORP, 


Quality Herdwere Since 1900 


| chccotmmemnaneraaeses Phone WAlker 5-6300 - NEW YORK 2, N. Y. 
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Index to Advertisers 


THE ADVERTISERS INDEX is published as a convenience and 


not as a part 


of the advertising contract. Every care is 


taken to index correctly. No allowance wilt be made fer 
errors or failure to insert. 


A 


Ajax Wire Specialty Co. ... 140 
American Biltrite Rubber Co. 29 


American Chain Div. 
American Chain & Cable 
Me caccas 6 


American eae ebtente 
EL SA eee ee eee a | 


Ames Co., O. ... 16 


Anchor Hocking Glass Cine 
118-119 


Animal Trap Co. of America 104 
Arbogast Co., Inc., Fred ... 104 
Artwire Creations Inc. :. 2 


Atlas Tool & Mfg. Co. .. 146-147 
B 

Bassick Co., The ...... < - 

Behr Manning Corp. ....... 85 

Berger & Sons, Inc.,.C. Lb. ... 69 


Black & Decker Mfg. Co., The 71! 
Boyle-Midway, Inc. 


Antrol Products Div. 23 
Butcher Polish Co. ......... 40 
Cc 
Campbell Chain Co. 38-39 
Chair Loc Co. ... . 140 


Champion Brass Mfg. Co. .. 141 


“em DeArment Tool 
Co. . 


Choate Mfg. Works, ie 

del oe a 2 132 
Chevrolet Motor Div. 

General Motors Corp. . .. 82-83 
Church, C. F. Div. of 

American Standard .... .90-9i 
Coastal Abrasive & Tool ie 

Inc. 138 
Columbus Plastic Raja 

TS a a atte ae 21 
Continental Scale Corp. .... 4 
Crescent Tool Co. ......... 67 

D 

Dalton Mfg. Co. .......... 106 
Delta Electric Co. ......... 10! 
Desmond-Stephan Mfg. Co. . 139 





Devcon Corp. ...... reins 
De Witt Products Co. ...... 152 
Dow Chemical Co. 
Agricultural Chemical Div. 
32-33 
Du Pont de Nemours & Co., E. I. 
Industrial & Biochemicals 
86, 117 
Dykem Co., The ........... 124 
E 
Eastman Chemical Products, 
Yee pay 
Edmont, Inc. ... . 100 
Evans Rule Co. . 134 
F 
Ford Motor Co., The ..... .26-27 
G 
Gardner Wire Co. ......... 126 
General Electric Co. 
Automatic Blanket & Fan 
BE: wresthao tata yess 120 
General Wire Spring Co. ... 153 
Graham & Co., Inc., John H. 
G. W. Griffin Se. 103 
King Cotton Cordage Div. 96 
Seymour Smith & Sons ... 28 
H 
Heller & Co., W. C. 138 
Holt Mfg. Co. ......... _, 134 
Hustler Mfg. Co. .......... I4I 
pee Cite. Ge. ..........5. 
Hy-Ko Products Co. . 153 


Ideal Brass Works, Inc. . 133 

Illinois Water Treatment Co. 
108-109 

Institute of Surplus Dealers.. 1/4! 

ee ee 100 

J 
Jefferson Screw Corp. ...... 124 
Jordan Industries, Inc. .. 140 





* DEW 


MEANS 


AND 


BUILDS 


ail 


mn with Satisfied Customers. 
79¢ 





——— 


And = 
Worth it \= 


THE SNOW WHITE PLASTIC < 


TUB and TILE 
CAULK 


DE WITT etx a a, v. 
5868 PLUMER ST. 


% UNIINY, am 


DETROIT 9, MICH. 
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” 
Keil Lock Co., Inc. ........ 81 
Keystone Steel & Wire Co. 30-31 
Kingsley Mfg. Co. ......... 153 


L 
Lamson & Sessions Co., The.. 75 
Larson Co., Charles O. 


Lawn Boy Division 
Outboard Marine Corp. .. 131 


Liberty Distributors, Inc..... 140 
Lincoln Metal Products Corp. 34 
Lober & Associates, M. 


M 
Mann Edge Tool Co. ....... 98 
Marshalltown Trowel Co. ... 154 
May Ma-Crepe Co., D.C. .. 154 
Melnor Industries, Inc. 19-22, 122 
Miller Co., Inc., Robert E. .. 154 
Myers & Bro. Co., F. E 


N 
National Brush Co. 
National Screw & Mfg. Co.. 155 
North & Judd Mfg. Co. .... 88 


O 


Ox Fibre Brush Co., Inc 


Panef Mfg. Co. 


Panzer Products, Inc. 


S 
Sandvik Saw & Tool Co. 
Div. Sandvik Steel, Inc. ... 


Sheffield Hardware Co. 
Rol-O-Valve Sales 


Sherman Mfg. Co., H. B. ... 
Ee 128-129 
Sprayon Products, Inc. ..... 126 
Stantex Corp. 

Starrett Co., L. S. 

Sterling Faucet Co. ........ 125 


Supplex Co. 
Div. of Amerace Corp. ... !7 


Swift & Co. 

Swing-A-Way Mfg. Co. ..... 

Swingline, Inc. 

Sylvania Electric Products, Inc. 
Lighting Division 


T 


Tap-A-Line Mig. Co. ....... 134 
Tec Imports 
Thompson Co., E. A. ion - ae 


Toledo Pipe eesdinn. 
Machine Co. 


Turner Corp. 


Union Fork & Hoe Co..... .36-37 


Universal Exhibitions Ltd. ... 106 
Upland Industries, Inc. ..... 94 


Ww 


2| Wallace Silversmiths 


Peenubenta Refining Co. 
Gumout Div. 


Pioneer Gen-E-Motor Corp.. 
Plumb-E-Z Mfg. Co. . 


. 


Quick Mfg., Inc. ........ 1b1-114 


R 


Radiator Specialty Co. .... 138 
Ram Tool Corp. ........ ... $16 
Red Devil Tools 2 
Red Jacket Mfg. Co. ...... 141 
Ridge Tool Co. 110 
eee 124 
Royal Electric Corp. ....... 73 





Water Master Co. 
Wear-Ever Aluminum, Inc. 142-143 
Western Tool & Stamping Co. 127 
Wilhold Glues, Inc. 
Winzeler Stamping Co. ..... 92 
Wissota Mfg. Co. ......... 139 
Woodhill Chemical Co. .... 98 
Wrap-On Company 
Wright Steel & Wire Co., 

SG. F. 


Yale & Towne Mfg. Co. 

Lock & Hardware Div. ... 
Yuba Power Products, Inc. 

A Sub of Yuba Consoli- 

dated Industries, Inc. ....24-25 








NEW! oust" 





MAIL 


sox POSTS 


Finishing touch for suburban and coun- 
try homes! I'/,"" diam. lé-gauge steel 
tubing, 66" high. Meets P.O. re- 
quirements. Fiattened bottom makes 
ground penetration easy, prevents 
turning. Painted and baked to a 
satin smooth black rustproof finish. 
Complete with clamping nuts, bolts 

and heavy mounting 
a Ph that holds 
all size mall boxes. 

Order from 

your Jobber 


HY-KO 
PRODUCTS CO. 








pas eelnhaets 106 , 
Toro Mfg. Corp. ........ 136-137 | 








Vhey ne Conyolelaly Different 


THE _ SHim /Ling__ The Only 


100% 


HYDRAULIC Adivstabic 


DOOR CLOSER = 


RETAIL $3.95 





COMPLETE 
WITH 10 YEAR 
GUARANTEE 





made to last 
‘*SANFORIZED”’ 


Super strength action, 
forever with a Special 
Stainless Steel 


RETAIL 75¢ 


KINGSLEY MFG.cCOMPANY 


25301 GLENDALE « DETROIT 39, MICH. 


the H. 1. — 
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DRAIN 


GENERAL’S NEW SPIN-THRU 2%... 
THE HOT ITEM... RIGHT NOW 


COMPACT-COLORFUL 
EASY TO USE 

NO MESS 

LOW PRICE 


Steel T-grip handle 
as shown 


PLUS: Steel container that 
holds up to 25 ft. of %4” 
snake. Compact, modern de- 
sign with new T-grip handle 
. finished in smart colors 
for maximum visual appeal. 
Eliminates dirt and floor 
mess. Stock it. . . show it 
. and watch it sell! 


di 
or economical 
wooden handle 


SEE YOUR WHOLESALER OR WRITE 
FOR DETAILS ON GENERAL'S AILlL- 
NEW SPIN-THRU UNITS— 


Complete catalog covers boxed 
drain augers, closet augers, flat 
sewer rods, power drain-cleaning 
equipment, pipe hooks and cop- 
per tubing straps. 


GENERAL WIRE SPRING COMPANY 


WHOLESALERS THROUGHOUT THE U $ AND CANADA 


Want more facts? Circle 216, p. 77 
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~ MARSHALLTOWN | 
_TROWELS 


CORA VIVA WM JA MLS JEP OCMC OOOO 
cA) 


| y 
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once soto... . ERIE | You must visit SPORT-ARAMA 


All Steel Construction - Strongest By Test America’s outstanding, privately sponsored, sporting 
j goods show . . and see 


SPORTS-BAR 


The four-foot, self-service, Sporting Goods Department. 
21 sizes and Be our guest on January 29th to February 2nd, at The 
styles | Armory, Broad & Diamond ‘Sts., Phila. 
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= helps build your reputation 


for quality. 





» 


* Threads will not chew ous Meet outstanding sports celebrities and enjoy our free 
A true tension buckle; the more food and beverage bars. 
pull, the more grip on threads For free tickets and details... 








See Your Jobber or Write for Literature CALL—WIRE—WRITE 
STANTEX CORPORATION 
CHAS. O. LARSON CO. ee a | 40 North 2nd Street, Philadelphia 6, Pa.—W<Alnut 5-2900 
Want more facts? Circle 218, p. 77 | Want more facts? Circle 219, p. 77 








is PAINTERS DROP CLOTHS 


viii DC May Mhs-CGrpe Co. 


COTTON 





DurHAM, NortH CAROLINA 
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TWO NEW EPOXIES ~ SPACE AGE SUPER GLUES | 
CLEAR EPOXY ADHESIVE us ILHOLD =‘ ‘POXY-METAL ADHESIVE 


Dries clear... easy to use. For home Does difficult jobs with wonder- 
.. artist...shop. Carded or Kits GLUES ful results. Molds and machines. 


STRONG ENOUGH TO HOLD TONS-— PERMANENT-—WATERPROOF 
WILHOLD GLUES, Inc., Los Angeles 31, Calif. * Chicago 12, Ill. 










MOLD 
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Furniture Rest — Pintie Type 








Rubber Expander 
Tubular Glide 





RUBBER CUSHION GLIDES 


Upholstery Nail 





























































Wonderful for all wood 
and metal a 
Rubber ae 4 
Crutch Tip Bakelite Furniture Rest 6 Sizes, 
5%” . %”, , i 1/16”, 1%”, 1%". 
PROMPT SHIPMENT ESR oc 
Ask your jobber, if he is not supplied, 
M meeint Gti d Bakelite Caster Cup ~q-d 7 ee - ae _* — ce anne toe 
i ~ 5 Pearl St.. New York 4, N. Y. 
Want more facts? Circle 222, p. 77 - * oOrlis whe 
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“NAT STANDS OUT 


with dress-parade packaging 





Brighten up your fastener shelves and speed up off-the-shelf selection with 
the snap and color of National’s high-visibility labeling and uniform packaging. 
These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 
Standardize on National’s most complete, accepted 
quality line . . . packaged to stand out boldly for greatest 


sales appeal. Mh I, IIe a C 
S ; 


Ask Your Distributor... He Knows F 








Sa ee eee 





THE NATIONAL SCREW & MFG. COMPANY coy @& 
Cleveland 4,Ohio * Los Angeles 22, California CHESTER i 


Hoists | 











